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“Nothing succeeds 


In Puitaperpnia, Mr. C. H. Burger has 
found Eveready Radio Batteries bring 
profits in themselves, and by their satis- 
fying service create good-will that 
reflects itself in purchases of other radio 
merchandise. 

Mr. Burger says: ““My success has been 
due to carrying standard-quality radio re- 
quirements. I have been selling and recom- 
mending Eveready ‘B’ Batteries ever 
since I have been in the retail radio busi- 
ness, and am now selling 600 to 800 ‘B’ 
Batteries and 800 dry cells a month. And 
the business is still growing, which is due 
to Eveready quality, national advertising 
and service.” 


EVEREADY HOUR 


EVERY 


TUESDAY 


AT 0 P. M. 
Eastern Standard 


ume 


For real radio en- 
joyment,tell your cus- 
tomers to tune in the 
“Eveready Group.” 
Broadcast through— 


weco { 


woc 


like success” 


Nothing succeeds like success in selling. 
You know plenty of dealers who are hav- 
ing the same successful experience that 
Mr. Burger enjoys. The stories of their 
successes told to other dealers will put 
new orders on your books. 

So will the dressing of windows with 
Eveready display material—get your 
dealers to use this sales increasing tie- 
up with Eveready advertising. 
Manufactured and guaranteed by 
NATIONAL CARRON COMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Dallas Kansas City Pittsburgh 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


Radio Batteries 


- they last longer 


EVEREADY 


New York 
Providence 
Boston 
Philadelphia 
Buffalo 
Pittsburgh 


Cincinnati 
Detroit 
Minneapolis 
St. Paul 


Davenport 
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Send for 38-page 
book “‘The Story 
of Sherarduct”’ 
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Rigid Steel Conduit 


Sherarduct is an alloying under 
intense heat of pure zinc with steel 
pipe until the zinc becomes a part 
of the steel. 


Zinc resists corrosion and therefore 
Sherarduct will last as long as the 
building in which it is installed. 


The zinc coating will not scale, 
crack or rub off under the most 
severe conditions. 


There are no “thin” spots. Sher- 
ardizing insures uniform coating 
inside and outside including the 
threads. 


Theprocess of Sherardizing anneals 
the pipe so that it can be easily bent 
on the job without injury to the 
zinc coating. 


A coat of acid-resisting enamel is 
baked on over the zinc. 


The smooth glass-like interior of 
every length of Sherarduct makes 
fishing easy. 

Leading architects and engineers 
everywhere specify ““Sherarduct’’. It 
is installed in a majority of the great 
_ buildings of the country as well as in 
thousands of better homes. 
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1481 Fulton Building 
Pittsburgh, Penna. 
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Editor’s Page 


How Did He Do It? 


MAN paid $2000 a year rent for a small 
piece of vacant ground on which there 
was room to park 10 cars. He charged 

25 cents a day for parking. Twenty-five cents 
a day for 865 days amounts to $91.25 a year for 
one car, or $912.50 for 10 cars. Yet he paid 
$2000 a year rent for the ground and made 
money. How did he do it? 

“Turnover” is the answer. Most of the cars 
parked for only an hour or two so he was able 
to rent the same space five or six times a day. 

In your dealer’s store is a certain amount of 
space for parking merchandise. If the goods 
he stocks move quickly he makes money on 
them; if they stay on the shelves week after 
week and month after month he doesn’t. 

Quick turnover is the secret of successful 
merchandising. 

x * * 


Obvious Deductions 
L. BUCHANAN, or “Buck” as he is us- 


ually called, president of the Wesco Sup- 

ply Co., St. Louis, uses five pages of the 
“Red Shield” every month for philosophy, hu- 
mor or plain horse sense. The following from 
the August issue, about Electragists, empha- 
sizes something that should have the serious at- 
tention of every jobber. It is also a reminder 
to every jobber and jobber’s salesman to bring 
all the influence to bear that he can in helping 
to secure a large attendance at the West Baden 
meeting of the Electragists. 

“While we ordinarily have our hands full in 
looking after our own stable and ‘Electragistics’ 
is not in our curriculum, we still feel that when 
we think something may help our trade we 
should unqualifiedly say so. In the follow- 
ing therefore, is voiced certain opinions from 
observations and business contact with con- 
tractor-dealers. 

“We daily meet many live contractor deal- 
ers who are not members of the Association of 
lectragists, International, but we have never 
met an enthusiastic member who was not a 
live one and financially in good standing. It 
is fair to assume, therefore, that those who 
‘oin will be in good company. 

“Electrical retailing and construction offer 
1s growing possibilities as any important trade 
-roup in the commerical structure of the coun- 
‘ry and as such should be apace with other 
nes through the fraternal and research value 


of organized association. Consider the physi- 
cian who does not ‘associate’ or attend clinics 
and then apply the same reasoning to electrical 
affairs. The deduction will be obvious. 

“The present Electragist president, Mr. Jos. 
A. Fowler of Memphis, and a past president, 
Col. Robley D. Stearns of New Orleans, are 
successful products of the Mississippi Valley 
and they talk a language which we all under- 
stand. The annual convention of the Associa- 
tion is scheduled for September 23-25, at West 
Baden Springs, Ind. In reference to the As- 
sociation generally, there are many obvious ad- 
vantages of membership that bespeak the sup- 
port of any contractor-dealer who will affiliate 
in its membership.” 

* * * 


Value of a House Organ 
URING the Civil War a cigarette was 
D on the market, used practically univer- 
“Sally in both armies. And what put it 
over‘ Nothing but extensive advertising. 
The success was so great that the manufacturer 
thought he could “rest on his laurels.” The 
advertising appropriation was cut down yearly 
and what happened? Today we hear little of 





it. 

A customer very seldom meets the personnel 
of the Jobber. One salesman calls on him. He 
is the house, and everything for which it stands. 
How often do we hear a dealer say, “The Jones 
Electric Supply Co. just left”—not “Smith of 
the Jones Electric Supply Co. was here.” 

This means that one man is the sole impres- 
sion that dealer has of the House. When he 
is gone, to be back again in two or three weeks. 
the contact is lost until he returns. 

A house organ constantly keeps the company 
name before the dealer. You know, bankers 
do not build massive Ionic or Corinthian pillars 
in front of their banks to hold the building up 
—they do it to inspire confidence in their sound- 
ness. 

When a house organ comes to your desk 
what is your reaction? 

You immediately think, “That is a large 
house, a financially sound house, a house in 
which I can place confidence.” 

The reaction on the dealer is the same. He 
feels the strength of the organization with which 
he is doing business. 

A few more house organs distributed by job- 
bers would do them a vast amount of good. 
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No. 500 King 


Aijer the Sun | ex 





No. 510 Queen 
For 200-Watt Mazda Lamps 





After darkness falls—many 
stores in your district are in- 
creasing their sales by using 
X-RAY REFLECTORS! 


For twenty-nine years genuine SS 
green-backed X-RAY REFLECTORS $4.50 
have been standard forshow windows. No. 500 Jack 
Long, satisfactory service and the For 150-Watt Mazda Lamps 
highest efficiency have made X-RAY 
REFLECTORSeasy to sell. 
The new types, shown at 
the right, are of the fin- 
est quality—and yet are 
offered at popular prices! 
Never before has the 
X-RAY line proved so 
profitable or easy to sell! 
























$4.50 
No. 410 Jill 
For 150-Watt Mazda Lamps 









Write for Information about 
Nie the New Reflectors! 


CURTIS 


LIGHTING, Inc. 
1113 W. Jackson Boulevard 
CHICAGO 


31 W. Forty-Sixth St. 3113 W. Sixth Se. 
New York Los Angeles 









CURTIS LIGHTING, Inc., 
1113 West Jackson Boulevard, Chicago. 
Send me price, descriptions and specifications sheets on 
the four NEW X-Ray Reflectors with holders—FREE. 
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“Skull Practice” in the Industrial 
Lighting Campaign 


All Branches of the Electrical Industry Start the Big Drive September 1. 
The Jobber’s Part and the Jobber’s Salesman’s 


66 KULL practice” is what they call it in the big 
leagues, an idea concocted by Connie Mack which 
put the Athletics at the top of the pile for several 


years hand-running. Skull practice 
means doping the play out before it 
happens—planning how to win your 
ball game before the customers 
arrive at the ball park. 

Way back when the glad New 
Year chimes were ringing out and 
1925 was young several foresighted 
fellows got together and said; “‘it 
looks like a good year to sell better 
light to factories. Okeh, but how 
about these several thousand fac- 
tories which need better light and 
would be more profitable if they 
had it, but won’t buy? Is there 
any little thing the electrical indus- 
try can do to make them see their 
mistake ?”’ 

And these chaps decided that 
quite a bit could be done, not by 
spending a whale of a lot more 
time and money, but chiefly by re- 
vising our selling tactics. 

They wisely concluded that the 
reason why the batting average was 
not any too high in the Industrial 
Lighting League was not the fault 
of the customers but because we 
weren't playing good baseball 


Part in the Great Activity 
By W. E. UNDERWOOD 











Complete plan of or- 
ganization of local com- 
munities for the operation 
of nation-wide campaign 
to increase sales on indus- 
trial lighting now avail- 
able. Send for the “Plan 
Book.” 








The players were each doing their stuff lone-handed 
without bothering with the fact that there were eight 
other fellows on the diamond who also wanted a share 


of pennant money, 

In short, there was no _ team- 
work, not any a-tall. 

A plan was needed and a plan 
was made—to provide team-work; 
a plan of united, aggressive attack 
on poorly lighted factories. It is 
called the “1925 Industrial Light- 
ing Activity’’ and every branch of 
the electrical fraternity is in the 


picture; manufacturer, jobber. 
dealer, contractor and central sta- 
tion. If you have reflectors, 


lamps, wire, conduit—anything that 
goes to provide a factory with 
light, even windows or paint for 
the walls—you are in the picture. 

Every detail of the plan has 
been worked out from soup to nuts 
and it runs something like this, stop 
me if you’ve heard it before: 

It calls for a pre-concerted, co- 
operative attempt to sell factory 
lighting where we shall all act 
simultaneously. Naturally the best 
selling period of the year has been 
chosen. We start on September 
first and carry on into the early 
months of 1926. Maybe it will 
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work so well we'll never want to stop! Better still. 
The first essential requirement is for a nation-wide 
informative campaign—something which will tell to fac- 
tory executives everywhere the 
lighting; how it decreases production costs; its effect in 
preventing accidents; in cutting down spoilage; the 
“recipe” of two hundred watt-lamps and proper reflec- 
tors on ten-foot centers; what a right lighting installa- 


tion should cost in per cent 
of the pay-roll. 

One hundred thousand dol- 
lars has been subscribed by 
the electrical industry for 
this purpose and for sus- 
taining the necessary head- 
quarters and organization to 
handle and direct the whole 
co-operative effort. 
educa- 
tional work will be handled 
in much the same fashion as 


The nation-wide 


the Home Lighting Contest 
of last year. 

A selected list of publica- 
tions has been picked, pub- 
lications which are largely 
read by factory executives. 
Heading the list is The Lit- 
erary Digest which will 
carry full page advertise- 
ments August 22, September 
19, October 10, November 7 
and December 12. The other 
publications to be used, all 
carrying full page adver- 
Nation’s 
Business; Forbes; Industrial 
Management; Industry Illus- 
trated; Manufacturer’s Rec- 
ord; Industrial Engineer; 
Factory; Iron Age; Iron 
Trade Review; Foundry; 
Automotive Industries; 


tisements, are: 


American Lumberman; Fur- 
niture Manufacturer and 
Textile World; 
Paper Trade Journal; In- 
land Printer and Hides and 
Leather. The total circula- 
tion is a million and a half 


Artisan ; 


readers. 

The other work of the 
headquarters committee has 
been to prepare a plan and 
materials which can be used 


locally and to divide the country into geographic sec- 
tions with a directing chairman for each section. Each 
geographic division will have field men to help in organ- 
izing and steering local campaigns. 

The whole affair is being conducted under the auspices 
of a special committee of the National Electric Light 
Association with Mr. J. F. Becker as chairman. But 
don’t get the false impression from all this that the | 
activity is only for central stations. 


advantages of better 








Below are the Geographic Divisions, 
together with the chairmen, of the In- 
dustrial Lighting Activity. 


NEW ENGLAND DIVISION, comprising Conn., 
Me., Mass., N. H., R. I., Vt. 
J. Daniels, Edison Elec. Tluminating Co., 
Boston. 
MIDDLE ATLANTIC DIVISION, comprising Del., 
Dist. of Columbia, Md., Va., 
Appointment pending. 
EASTERN DIVISION, comprising N. J., N. Y., Pa. 
C. A. Musson, United Electric Lt. & Pr. 
Co., New York. 
EAST CENTRAL DIVISION, comprising Ky., Ohio, 
W. Va. 
H. W. Derry, Union Gas & Elec. Co., 
Cincinnati, O. 
GREAT LAKES DIVISION, comprising IIl., Ind., 
Mich., Wis. 
Oliver Hogue, The Commonwealth Edi- 
son Co., Chicago. 
SOUTHEASTERN DIVISION, comprising Ala., 
Fia., Ga. N. C., S. C.,; Tenn. 
H. B. Whiteman, Tennessee Elec. Pr. 
Co., Chattanooga, Tenn. 
SOUTHWESTERN DIVISION, comprising Ark., 
La., Miss., Okla., Tex. 
R. I. Brown, Arkansas Central Pr. Co, 
Little Rock, Ark. 
NORTH CENTRAL DIVISION, comprising Minn., 
N: DS: D. 
H. E. Young, Northern States Pr. Co., 
Minneapolis, Minn. 
MIDDLE WEST DIVISION, comprising Ia., Kans., 
Mo., Neb. 
Appointment Pending. 
ROCKY MOUNTAIN DIVISION, comprising Colo., 
N. M., Wyo. 
C. E. Addie, Public Service Co. of Colo- 
rado, Denver, Colo. 
NORTHWEST DIVISION, comprising Idaho, Mont., 
Utah, Ore., Wash. 
J. F. Orr, Idaho Power Co., Boise (Idaho, 
Mont., Utah.) 
H. J. Gille, Puget Sound Pr. & Lt. Co.,, 
Seattle . (Ore. & Wash.) 
PACIFIC COAST DIVISION, comprising Ariz., 
Calif., Nev. 
A. M. Frost, San Joaquin Lt. & Pr. Co., 
Fresno, Calif. 
CANADIAN DIVISION. 
R. H. Mather, Shawinigan Water & Pr. 
Co., Montreal. 








gosh, that they come. 


It is for the whole 





electrical industry and the whole industry has had a 
voice in the plan and has chipped in its cash to carry 
out the plan. The activities are headed by the Nationa] 
Electric Light Association simply because this central 
station organization is best constituted to carry the 
directorial burden and to bring together in a mutual 
campaign the other branches of the electrical industry. 

Usually the local central station can bring together 


lighting manufacturers, job- 
bers and _ contractor-dealers 
for co-operative effort more 
easily than any one jobber or 
manufacturer possibly could. 
This is particularly true in 
those cities where there is no 
strong electrical league or 
club. Moreover, the central 
station has another impor- 
tant part to play in staging 
a local industrial lighting 
demonstration. 

Local Team Work 

Now, let’s look into the 
plan for local activity, what 
precisely to do in any given 
city. The plan presumes 
that somebody will get busy, 
with the co-operation of the 
electric club if there is one, 
or on his own if there isn’t 
one, and get together repre- 
sentatives of jobbers, con- 
tractor-dealers and the cen- 
tral station. This group will 
subscribe or guarantee to 
carry through the raising of 
enough money to do_ the 
local job and they will 
choose from their number a 
committee to be responsible 
for the progress of the 
work, 

And the work itself con- 
sists of the following, to be 
done in part or in full as 
the local conditions and size 
of the war chest may dictate: 

1. Obtain a list of all 
presidents, vice - presidents, 
managers, superintendents, 
and purchasing agents of 
local mills and _ factories 
which might well have better 
lighting. 

2. Send to each prospect 


on the above list a series of mailings which have been 
prepared by the headquarters offices. 

3. Prepare a local demonstration of industrial light- 
ing; send invitations to the above prospects and see, by 


4. Get after the prospects and sell them. 

To get.a real, active list of local industrial executives 
in a sizeable town is not a simple matter of running 
through the telephone directory. (Turn to Page 54) 
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They’re After the Jobber’s 
Radio Goat 


Some Assert That He Is Doing a “Fade Out” in the Industry. 
Facts in the Case Are to the Contrary 


up at the opening of every fall radio season: “Is 
the electrical jobber going to stay in the picture?” 

He will then be holding his position without question. 
It has been the opinion of many up to the present 
that he would not continue to hold his ground. Many 
who have held this opinion have been people in the 
electrical business. While they should be believers in 
the principle of merchandising electrical goods through 
electrical channels, they have persisted in seeing in the 


[: A few years the perennial question will not bob 


musie store and the music wholesale houses, the exclu- 
sive radio jobber, the depart- 
ment store, and other 
channel but the strictly electri- 
cal one, the only solution of the 
problem. They have many of 
them gone so far as to say that 


ever y 


the electrical jobber is already 
out of it. Of them it may be 
respectfully with 
seriousness: ““Are you sure you 


asked and 


are not kidding yourselves?” 


The head of a_ nationally 
known radio manufacturing 
company within the last few 


months made the flat statement 
to this publication that, after 
and much 
publicity to sell sets exclusively 
through the music trade, that 
trade had failed signally to rise 
Hereafter 
this company intends to market 


great preparation 
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to its opportunity. 


Electrical 


its product through a selected Jobber 


list of electrical and other job- 

bers. 
Within 

manufacturer made a similar statement. He had proved 


three weeks another 
to his own satisfaction, after using the music jobber and 
direct-to-dealer distribution that neither 


adequately met the requirements of his business. He is 


also methods 


now going to sell through the electrical jobber. 


Isolated instances like the above naturally are but 
straws that indicate the direction of the wind. They 
prove nothing. Facts of a broader scope count. What 


ire the facts in connection with the electrical jobber and 
radio? 

Tue Jospper’s SALEsMAN recently made a careful sur- 
ey of the whole electrical jobbing industry, the results of 
vhich were published in the June issue. The facts ascer- 
‘ined regarding radio were so directly at variance with 
ie opinion of those who, without substantial reason, 
ersist in discrediting the efforts of the electrical jobber 





Electrical Jobbers vs. Other Radio Distributors 
in 1924 





in the radio field, that they will bear repetition here. 

In 1924, the electrical jobbers of the United States 
sold radio sets and parts to the value of $116,051,000. 
Radio 
was by far the largest single factor in their business, 
almost nearest competitor—incandescent 


By this is meant sales at prices to the dealer. 


doubling its 
lamps. 

According to trade estimates frequently quoted, not- 
ably by the Radio Corp. of America, and the Curtis 
Publishing Co., the value of radio products sold in 1924 
was $350,000,000—at consumers prices. Assuming that 
approximately all of this vol- 
ume passed through the hands 
of some type of dealer whose 
average differential was 30 per 
then this repre- 

approximately $245,- 


cent, volume 
sented 
000,000 at 
price or jobbers’ sales price. 
The answer then is that the 
electrical jobber in 1924 
handled very nearly one half 


dealers’ purchase 


of all the radio products sold— 
£116,000,00 as against $129,- 
000,000 through all other 
sources combined. Not only 
that, but radio business 
showed a_ substantial 
over 1923. 

While facts 
encouraging to the 
jobber, he is aware, neverthe- 


his 
increase 
these are 
electrical 


very 


$129,000,000 


less that he has a fight on his 
At least 75 per cent of 


Other Classes 
Of Dastevbutors 


hands. 
all electrical jobbers are now 
handling radio. Of them it may 
be said that most are making 
efforts to handle radio along special lines. Indications 
are that a majority of the larger jobbers now have a 
radio department with a man in charge and from this 
on up to the employment of special radio salesmen who 
handle nothing else. 

In the latter case a considerable problem is presented 
—the slack summer season, when the radio salesman can 
not earn his salary and must perforce put in his time 
on general development work and in doing what he 
can to increase summer sales. While the development 
work that he does is undoubtedly productive of future 
sales, naturally it is an economic problem with the job- 
ber as to how far he can go in this direction. 

While the extent to which the jobber can go in em- 
ploying special salesmen in the radio department is 


a question open to considerable (Turn to Page 80) 
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Problem of Control- 
ling Credit Limits 


Are “Material Requirements” or ‘‘Dollars” 


the Basis of the Limit? 
By ARTHUR F. HEARL 


American Electrical Supply Co., Chicago 


KE PERFORM the great part of our work just 
Wi the other fellow, but when we analyze the 

placing and controlling of a credit limit we 
come to a part of our duty that really determines the 
success or failure of the credit man. 

In selling merchandise to concerns like the Standard 
Oil Co., large public service corporations, etc., we all 
follow out about the same procedure. We analyze their 
financial statement, we check up on their bonded indebted- 
ness, their interest maturities, their dividend payment 
dates, their production this year compared to last year 
and what not, and although these accounts represent the 
largest part of our business in dollars and cents, the 
question of placing credit limits applies more frequently 
to the smaller accounts so I will confine the rest of this 
paper to said smaller accounts. 

I was told the other day by a man who had charge of 
credits in one of the largest concerns in this industry, 
that these really questionable or doubtful accounts con- 
stitute about three per cent in number and one per cent 
in amount of the total business of our respective houses 
and if that is true it might seem foolish for me to be 
here taking up all this valuable time with such a minor 
subject. But the fact is, in my mind, that this is not such 
an unimportant matter after all, because in this list of 
smaller accounts is the foundation of larger and better 
customers, and if we credit men and women will regard 
this of business as of proper importance, we 
can, by the right kind of assistance, build up some good 
business for our houses. 


class 


My company has quite a number of accounts of this 
type, dating. back 10 to 15 years or more. I recall a 
goodly number of them who had nothing to start on but 
are today representative electrical contractors and dealers. 
We still enjoy the bulk of their business and the sky is 
the only limit on their account, and I am equally certain 
that you all have the same kind on your books. 

Now to get down to the subject assigned, “How to 
Place and Control Credit Limits,” I must confess that I 
probably know less about this credit limit business than 
most of you here, and I am not prepared to dazzle you 
with a lot of dizzy figures and data, showing how to 
analyze a financial statement and what percentage of 
credit you can safely extend on such and such a basis 
and how to control somebody else’s business, because 
while I believe in a limit of credit and will tell you how 
I place such limits, I don’t think that any of us are so 
situated as to be able to control a customer’s purchases; 
control means control, and if we think we are controlling 





(Paper Before the National Electrical Credit Association. ) 








a customer's 
purchases 
we refuse to ship 


when 


an order, we are 
not only badly 


missing our 








guess but we are 
sending business 





: In 1907, Mr. Hearl went with th: 
: tie other American Electrical Supply Co., Chicago. 
fellow’s store as receiving clerk. He rapidly advance: 
and are the cause to shipping clerk, stock record clerk. 
of the customer 5Sistant purchasing agent, bookkeeper. 

: credit man, secretary and finally secre 
spreading tary-treasurer, which office he has held 
his purchases, 


since 1914. 
which is a prac- His activities in the National Electrica 
tice we tell all 


Credit Association are many. He is & 
member National Board, Central Divi 
customers not to sion; member Executive Committee, Cen 
do. so in the ab- tral Division; National Chairman, Mem- 
bership Committee and Chairman Mem 
of these 
figures and data 
I will no doubt 


bership Committee, Central Division. 

be a disappointment to you in handling this subject. But 
it was wished onto me anyway and maybe this will be 
the last one they give me, so I am going to go throug!) 
with it by telling you my own views, based upon my own 
experiences during the past 15 years and if they don’t co 
incide with your views it simply means that I probabl) 
have not performed my work properly. 

When we speak of placing credit limits we are gen 
erally speaking of those accounts that come to us without 
a rating, without antecedents, very little capital invest 
ment and without much of anything but the possibility of 
becoming a better account some day. If some of you 
have limits of $25,000 or $50,000 on large concerns, you 
are out of my class and some one will have to make @ 
second installment on this subject at another convention. 
although I believe that a system that works on smaller 
accounts will also work on the larger ones. 


into 


sence 





To be perfectly frank about this subject, I don’! 
believe that there can be any set rules for basing credit 
limits, because to limit an account means to watch that 
account and every one you watch will prove to be jus' 
a little different from the others so that rarely can w: 
be governed by a precedent. 

A customer either succeeds or fails, and our job is t 
pick out the “Succeeders,” if we can, and my basis fo: 
picking them and determining credit has always been t: 
find out first of all, what is the customer’s character anc 
personality. If you can gauge that much correctly an¢ 
believe that your customer has these qualifications, vo! 
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an take a chance on the rest of the credit require- 
ients. 

I use the term “take a chance” advisedly because, no 
natter what we base our decision on,. we always take a 
lance; guaranteed accounts are scarce. 

We all take a chance. I know it, because I have been 
‘o many a creditors’ meeting, (not always a creditor 


nyself) but I go for the experience, and the thing that , 


have noticed particularly is, that at these meetings, 
when we try to find out where the resources dwindled 
to so suddenly, we look at the debtor, listen to his ex- 
jlanation, if he has any, and never do we see a man of 
character. 

A little proof of this fact is that the commercial crime 
,ituation has become so alarming that the National Asso- 
ciation of Credit Men is now endeavoring to raise a fund 
of several millions of dollars for the investigation and 
prosecution of fraud in America. 

if we would quit spending all of our time in checking 
dollars on a financial statement and quit being fooled 
by faney ratings in. the books and spend just a little 
more time in finding out the character and capability of 
the man or men we intend to sell we would hold better 
cards in this game of chance. 

The point I want to make is that you can’t base credit 
on anything of a safer nature than on character and abil- 
ity to perform and now comes the big thought with me, 

probably not with you, but I would like to have you 
think it over sometimes). Why place credit limits on a 
basis of dollars anyway, why not place credit limits in 
wccordance with the customers’ legitimate material re- 
quirements ? 

That is what I meant when I said that the placing 
of a eredit limit really determines the success or failure 
of a credit man, because here enters the element of in- 
telligent extension of credit, whether the limit being con- 
sidered is to the smaller or larger account. You ought to 
know why the customer requires what he wants to buy. 
and you ought to have not only the ability to juggle 
figures but a good understanding of merchandising. You 
ought to consider the population of the town, the number 
of electrical dealers there, the building activities in that 
locality, ete. Very often all of this information is right 
in your office on the sales manager’s desk. 

If you place credit limits on a basis of dollars rather 
than on material requirements, I feel that you cannot 
do justice to your customer. Suppose that a certain 
customer is properly entitled, on a basis of his financial 
strength, to a credit of $1,000 but he does not need it— 
would it be good policy, just because his credit is good, 
t» permit your salesman to sell him a six months’ sup- 
ply of merchandise that he can’t sell, when a 60 day 
supply would be adequate? 


On the other hand, suppose you had a customer entitled 
a credit of $1,000 and he was awarded a large con- 
act calling for $5,000 worth of your goods and you 
‘ew you could collect, would you turn that order down 
cause he was on a $1,000 limit? Of course you 
uldn’t, so why say that you place a limit on-a basis 
dollars, when you really base it on material require- 
vents. You might be thinking now that these special 
| bs are special and limit is based to cover regular busi- 
 ss—what is regular business? Isn’t it based upon how 
(Turn to Page 92) 


ch the customer can sell to re- 








Who Gets Credit? 


Prominent Men Discuss Hearl’s Paper 


Several interesting points of discussion arose over Mr. 
Hearls paper. They are points which seem to be easy 
to answer at first sight, but which in making everyday de- 
cisions always appear to be open to question. How they 
were answered is given briefly in the following paragraphs. 


$500 VS. $5,000 LIMIT 

Mr. Geish brought up the point that he had heard the 
statement that if a man’s credit is good for a $500 limit, 
it is good for a $5,000 limit or any other amount. In 
other words, a credit limit is something we often put on 
that in its interpretation doesn’t mean anything. Hearl 
had this to say on the subject: 

“TI talked to a credit man who represented one of the 
three largest houses in the industry and he at one time 
placed credit limits on a basis of dollars. He had an 
account that he had limited to $500 based on the limit 
of his customer’s financial strength. This customer had 
established that credit for the purpose of defrauding 
creditors. So when it came to the point where he wanted 
to make the so-called “clean up,” he sent out a lot of 
orders. This particular credit man got an order for 10 
gross of a certain item that would all be in nice, new, 
standard packages, and the amount of that order for 10 
gross did not exceed the credit limit to which he knew he 
was entitled. Mr. Credit Man shipped that order. That 
particular item as a rule was sold in dozen lots and this 
was an order for 10 gross—an obvious discrepancy some- 
where. 

“In three weeks the credit man went to the funeral and 
never recovered a cent. If he had made it a point to find 
out why this man wanted 10 gross, he’d never have shipped 
the order. The customer had no sale for it, no require- 
ment. Yet based on a dollar limit, the shipment was O. 
E.” 

“I think we stress limits too much” was the thought of 
Mr. Willett. “We look upon the credit limit as a safety 
brake, but to my mind, the safety brake should be the 
terms of sale. I think that most of us talk a lot about 
credit limits, but do not apply them in actual practice. 
Credit limits are changing every day. We may have a 
customer entitled to a $200 credit limit today; tomorrow 
he may get a job which will require $5,000 worth of mate- 
rial and he satisfies us he is entitled to the credit.” 


CREDIT VS. SALES DEPARTMENT OPINIONS 

Mr. Terwilliger pointed out that there would be a dis- 
crepancy between the credit and sales departments as to 
what a customer’s requirements are, stating that the sales 
department sometimes held that the requirements were 
more than the credit department believed. 

“From the jobber’s viewpoint,” was Hearl’s reply, “there 
wouldn’t be any difference, because in selling to con- 
tractors my experience has been that we go according to 
the requirements of each particular customer. 

“There is where the point is. You must be somewhat 
of a merchandiser yourself and try to analyze this cus- 
tomer’s liability and conditions so that you can govern 
your actions in the case. His own idea of his require- 
ments and the salesman’s idea would be far in excess of 
what you would think would be right. 

“In several cases where I have cut down the amount 
of those requirements, I have proved that the credit man’s 
judgment is a little better than theirs because they are 
apt to go a little over.” 


CHARACTER VS. ABILITY TO PAY 

“One thought in Mr. Geist’s question might be brought 
out,” suggested Mr. Graham. “That is the question of 
whether a man’s credit is really good. First you base 
your judgment on his character, and secondly on his 
ability to pay. If we base it on the assumption referred 
to by the speaker, then he might be perfectly good for 
$500 and able to pay $500 but while he might be good 
from a moral standpoint for $5,000, he might not be able 
to pay $5,000. That is the same idea brought out by Mr. 
Willett. You must know whether he will be able to pay. 
He may be the most honest man in the world, but will he 
be able to pay? (Turn to Page 92) 
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How to Figure a Pole Line Job 


Go After the Next Pole Line Inquiry—It Is Easy to 
Figure and Means a Nice Order 


QUOTATION clerk of an electrical supply job- 
ber has a pretty hard time of it. 


an expert in so many lines he is fortunate if he 
can “expert” all day long and still be able to catch the 


6:15 p. m. home. In some houses one 
of his duties is to drop his work to 
help entertain the out of town custo- 


mers. This small detail only means 
that he will probably have to work 
Saturday afternoons and Sunday 


mornings to catch up to his duties. Of 
course, securing freight rates and lo- 
cating special items is another little 
matter which withdraws his attention 
from his regular routine. 

It probably leaves one at a loss to 
understand why an article on pole 
line hardware should contain as a pre- 
amble a dissertation on the quotation 
clerk. The reason is, however, more 
or less obvious. 

It is a simple thing for a salesman 
trying to catch a train to suggest that 
“T’ll have the house send a formal 
quotation.” It is an easy matter for 
the lazy salesman to point out that 
“T can have the house furnish deliv- 
ered prices.”. On the other hand, 
and to be fair, in a majority of cases 
the formal quotation is required. And, 
in more than a few cases the salesman 
would quote, but just does not know 
how to figure the material required. 
At last the point of the story is being 
reached. 

Jobbers’ salesmen who get into the 
country territory quite frequently are 
requested to quote on “eight miles of 
line,’ maybe more, generally less. 
And do they do it? Ask the quotation 
man. Anyway, in comes the request 
to the house. ‘‘Please quote so and 
so on a three miles of pole line ma- 
The origin of the guessing 
contest is discovered. The cross-word 


terial.” 


puzzle from here on is at its best. 
Fortunately, the quotation clerk has 
plenty of time to put into the con- 
test. Between meeting visiting cus- 
tomers, answering the phones, giving 
dictation and securing freight rates 
he can imagine the load the line will 


have to carry, the size transformers to be used, whether 
weather-proof. or hard drawn bare copper is to be used. 
He knows how many times it will cross a railroad, if at 
all, which is another minor detail. In any event the task 


He has to be 
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is ‘‘no bed of roses” to coin a new phrase. 





A Pole Line Looks Simple But Count 
up the Separate Sales Items. 


°9x12 in. through bolt is used for 


Now a jobber’s salesman can do this very nicely, if 
he will just make up his mind that he can. 

For the benefit of the newer salesmen it is well to be 
as fundamental as possible. The older and more expe- 


rienced men are free to close their 
eyes when they come across the part 
in this story that they know all about. 

First of all, it is necessary to know 
the length of the line, whether it is 
single or polyphase, and the approxi- 
mate load. The buyer, of course, will 
have all this information. Let us as- 
sume he tells you it is to be 2%4 miles 
of single phase, 2300 volt line having 
a load of 5 killowatts. 

A number 10 wire could carry a 5 
killowatt load at 2300 volts. How- 
ever, it is advisable to use at least a 
number 8 to secure the necessary 
tensile strength. A single phase line 
2%; miles long requires 514 miles, ap- 
proximately 1450 pounds of bare cop- 
per wire, or 1925 pounds of weather- 
proof wire. It is easy to quote on 
the wire. 

The first part of the line to figure 
on is the pole. Most states have sizes 
determined for the lines required. The 
engineer of the town plant can give 
this information. Suppose a 30 ft. 6 
in, top pole is required. Thirty-eight 
poles to the mile can be figured in 
all safety. On 234 miles a total of 
103 poles will be required. If a rail- 
road is to be crossed throw in two 35 
ft, 7 in. top poles. A minimum car- 
load is 30,000 pounds, a 30 ft. 6 in. 
pole weighs 350 pounds, so figure on 
a car of poles. Salesmen are fur- 
nished with price sheets and can very 
readily figure a delivered price on this 
carload lot quantity. If less than a 
carload is required it is a more or less 
general practice to quote on a carload, 
as the central station will probably 
be willing to purchase the balance for 
it can always use spare poles. Be 
sure, however, to specify why your 
price js based on the carload lot 
quantity in a case like this. 


Let it be assumed for convenience 


that 100 poles will be used, rather than 103. Each pole 

requires a cross arm. For a single phase, 2300 volt line 

a 3 ft. 2 pin, 314x414, in. cross arm should be figured. 
Next we have to fasten the cross arm to the pole. A 


(Turn to Page 94) 
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Merchandising Radio This Fall 


Concentration in the Business Has Really Begun—While the Electrical Jobber 
Is the Logical Distributor, It Is Too Early for Him 
to Take This for Granted 


By D. C. WALLACE 


Peerless Electrical Co. Minneapolis 


HE situation in radio is vastly different this year 
from what it has been in years previous. This is 
the first year of actual concentration on the radio 
business before the season has really begun. Dealers know 
for sure that there will be a radio business this year and 
are trying in their own minds to sum it up. 

Since the situation is a bit confusing to the average 
dealer, the jobber’s salesman, in making his calls can do 
much towards helping out the situation, provided he knows 
just what definite method of 


up to him to use discretion at this point, and if the line is 
an open one, be careful that in selling too widely he does 
not destroy the market for that particular radio set, or 
piece of apparatus in that community. It is often easier 
to make a new dealer, rather than convince an old dealer 
that a fair share, or more of the business be given to this 
particular salesman. 

The dealer must feel that the jobber is behind him in 
every move, that the jobber is really interested in his suc- 


cess. The salesman is the right 





merchandising is going to be used 
by the manufacturers his job- 
bing house represents. The 
dealer of this year wants to talk 
policy, he wants to know where 
he is at in the rather hectic sit- 
uation which has existed up un- 
til the present time. He wants 
to know if a real dealer will get 
concessions of territory or pro- 
tection as compared with the 
dealer who enters into the swing 


success. 


of things in a more or less half- 
hearted manner. tion. 
Examination of the 


will 


average 


jobber’s dealers usually 





HE dealer must feel that the 

jobber is behind him in every 
move, and really interested in his 
The salesman 
right hand of service sent by the 
jobber to the dealer. Therefore, 
the jobber must co-ordinate the 
different departments and duties 
within, so that this feeling may 
permeate the whole organiza- 


hand of service and fellowship 
sent by the jobber to the dealer. 
The jobber, therefore, must co- 
the different depart- 
ments and duties within to en- 
able this feeling to permeate the 
entire organization. Most job- 
bers realize that if the dealer 


ordinate 


is the 


makes no money, the jobber will 
make no money. The jobber is 
here for a long time, not just for 
a day, a month or a year, and 
repeat business is the only kind 
that makes real profit for the 
dealer and the jobber. 


The solution of the whole mat 








show that half his business is 

done with about 10 per cent of the total dealers he con- 
siders as customers. If this 10 per cent could be increased 
rather than the total number of customer dealers. a more 
nearly complete job would be done. The next step, pro- 
vided the line were one which could be controlled, would 
be to carefully merge the smaller towns into the territory 
covered by the larger dealers, assuming that the larger 
dealers can cover the smaller territory more carefully. 


The overlapping of distribution by the different houses 
is a serious difficulty. If a manufacturer actually creates 
enough market among the public, two or more jobbers 
can thrive in the same territory, and each of them still 
make money. The situation becomes rather serious, how- 
ever, when six or eight or even more try to compete suc- 
cessfully in the placing of dealers. There is a tendency 
in such cases to place too many dealers, so many in fact 
that the dealers are quite likely to begin cutting one 
another’s throats, either with cut prices, or unethical meth- 

The result is that each will soon tire of 


s of business. 
s and seek another line to piece out the line which he 
\ ould really rather have. 


Usually it is up to the salesman in a territory to know 
st what accounts shall be sold, and just what accounts 
ill be solicited on a future business-getting basis. It is 





ter is with the jobber himself. 
Some sort of policy must be available, not necessarily a 
cut and dried method of assignment, but a policy which 
will build confidence, and let the dealer know the future 
is growing brighter and brighter for him as the radio 
business becomes older. The entire situation cannot be 
clarified too suddenly without inconvenience and loss of 
profit to those concerned. Some sort of definite program 
for the future must be outlined, explained, and put over in 
the not too far distant future to insure the continuance 
cf the jobber as the mainstay of the radio business. 

The jobber can assist in many other ways: in boosting 
along enthusiasm; helping to start the radio dealer earlier 
in the year; encouraging the placing of early orders, 
which need not be large, but should be actually placed, 
thus indicating to the dealer that it is time for him to be- 
gin operations. 

A method whereby the jobber could aid in a co-opera- 
tive scheme was conducted in the Northwest during the 
month of August by the Northwest Radio Trade Asso- 
ciation. This was a rather unusual trade tour, inasmuch 
as the entire personnel was made up of radio men. Thirty- 
three in all, most of them headquartering in the Twin 
Cities (Minneapolis and St. Paul) made the trip. Daily 
reports of the progress of the tour appeared in the differ- 
ent newspapers throughout the territory. This showed to 
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all those who might read that considerable interest was 
being established in radio. The special car chartered for 
the occasion would not quite include all of the party so 
the overflow had to travel in the main train. The writer 
was fortunate enough to preside at the meetings in the 
different cities and had an especially good opportunity to 
gather some of the facts and figures presented by the 
different speakers at these meetings. 

The first stop was at Duluth where the association made 
its headquarters for the day at the New Duluth hotel. 
Duluth seemed amazingly free from inductive noises and 
tree from all of the different sorts of rattles predominant 
in other parts of the state and in most large cities. But 
it is in the unhappy predicament of being very narrow 
and of being overshadowed by hills, and radio results in 
different sections of the city vary widely as a consequence. 
There is but one broadcasting station, WEBC, operated 
by the Ross Electric Co., of Superior, Wis., just across 
the harbor. This is a small station and does not run 
regularly, although many interesting programs are given. 

Approximately 25 dealers from Duluth, Superior and 
vicinity up to about 75 miles attended the luncheon and 
noon day meeting given. They had been circularized for 
several weeks in advance advising them of the trade tour 
and the plan under foot. About $5,000 worth of appara- 
tus was carried along by the different members of the 
trade tour and set up in each of the cities, forming a 
miniature radio show and a place to meet the dealers. 
Many thousands of dollars of orders were taken at each 
stop. The attendance at each of the other stops was much 
greater. Five cities were visited in five days: Grand 
orks, N. D.; Fargo, N. D.; Aberdeen, S. D.; and Sioux 
I'alls, S. D. Dealers came in from 75 to 250 miles to 
attend these meetings. 

Everything points to a banner year in the sale of sets 
to farmers this year. The dealers who came to attend 


the convention and luncheon held in Grand Forks seemed 
to feel that the farming communities were getting the 
most out of their radio at that particular time. The regu- 
lar market quotation service rendered from WCCO was 
especially beneficial to them and the dealers found that 
farmers were buying radio sets in a more business-like 
way, figuring that the actual saving rendered to them be 
cause of the more favorable selling of their farm produce 
would more than pay for the cost of the radio sets. 

Each city visited gave us a royal:reception. In most 
cases the mayor of the city and some representatives of 
the civic or commerce association of that particular city 
formally welcomed the Northwest Radio Association. In 
all about 300 dealers were in attendance, the dealers were 
eager for it and appreciated the plan as a whole. Their 
willingnss to place actual orders with members of the 
trade tour was further evidence of the earlier season, and 
earlier activity, helped along by this trade tour. 

One of the dealers in Sioux Falls gave the results of a 
questionnaire and survey, which he had taken in Sioux 
Falls. The actual percentage of families, who stated that 
they planned buying a radio set during the next 30 or 40 
days, indicated a total of 1,380 sets, which would be pur- 
chased of their own volition during that time. Informa- 
tion collected by another speaker indicated that 34 per 
cent of the farmers in South Dakota actually planned on 
buying radio sets this fall. This is a condition more or less 
indicative of the situation in the United States as a whole 
and it is up to the jobber’s salesman to capitalize on the 
business which is simply ahead of him if he will but go 
after it. He can judge for himself the prosperity of the 
country this year as compared with years previous—there 
appears to be no doubt about it. 

The electrical jobber who is handling radio this year 
probably has not decided on just which class of dealer is 
going to do the best job in his (Turn to Page 74) 








The Busy Man 








Dear Folks: 


are all around, they seem to fill the air.” 


hasty lunch. 


goes to show a busy man is just a boy at heart. 








Said Henry Jones, “I’m in a sweat there’s so much work to do, the moments that I’ll have for rest are 
going to be but few. My desk is piled with lots of things that need my thought and care, and other jobs 


So Henry Jones began to rush and move around in haste, he made it plain to everyone he had no time to 
waste. He tackled jobs and finished them and growled a bit and swore, and when he spoke to any one, he 
wound up with a roar. He set his office force on edge, he scolded and he scoffed, and every now and then 
he stopped to wheeze, to snarl and cough. Then out he went when noon came ’round, to catch a hasty snack, 
with promises ’twould not be long before he hurried back. 


An hour quickly passed away, the time began to fly, the desk of absent Henry Jones began to pile up 
high. And still no Henry was on hand to boss around the bunch, altho two hours had been spent upon a 


While down the street a block or so, a peddler plied his trade, and sold some toys for children that 
were new and foreign made. "T'was there that Henry Jones was found and wakened with a start, which 
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When Success Attends the 


Salesman 


One Attributed It to “Smoke Stacks”—In General It Comes from Knowledge 
of the Line, Diligence and Cultivation of Friendships 


By JAMES H. HUGHES 


Secretary, Crannell, Nugent & Kranzer 


has to offer, there is none so important or that 

waxes so quickly remunerative as that of the sales- 
man. - He represents the jobber’s best asset, because he 
finds outlets for what the jobber has to sell and becomes 
an indispensable factor in the success of the business. 
Then too, the salesman has 


Rone one the various positions that the jobber 


ke getting information from the office on certain goods 
that have changed in price or that have lately come on the 
market. 

Contractors and buyers frequently become intimately 
friendly with salesmen, and invite them to their homes, or 
jein them in trips to the seashore or mountains. I know 
many cases where salesmen 
have been chosen to act the 





the opportunity to learn 
the various lines that enter 
into the jobber’s _ stock, 
which knowledge stands 
him in good stead should he 
desire to change his posi- 
tion, or affords him a good 
grasp on the jobber’s line 
in general should be decide 
to enter business on his own 
account. 
In_ fact 
with few exceptions, was a 
salesman in his day, and 
those who came into the 
firm without this qualifica- 
tion usually bought their 
way in against the experi- 
ence of the pavement 
pounder, So the jobber’s 
salesman is not a small fac- 
tor in this big, flourishing 
business of ours, and is it 
any wonder then that so 
many give it a trial? 
Those are 
methodical, their bags are 
always in a_ well-ordered 


every jobber, 





successful 











roll of “best man” at the 
buyer's wedding, thereby 
cementing a close friend- 
ship that represents good 
business, aside from the 
social aspect of the case. 
Speaking to a successful 
salesman, who made a spe- 
cialty of plant accounts, | 
asked him to what particu 
lar plan or indicator he 
attributed 
business. 


his marvelous 
His answer was 
fur- 


“smoke stacks.” In 


ther explanation of his 
method, he told me _ he 
would scan the horizon for 
these symbols of industrial 
activity and seek entrance, 
getting acquainted not 
only with the buyers but 
with the electricians or en 
gineers, until that acquain 
tance would result in an in 
quiry, or an order for 


goods. He would follow 


his quotations with careful 





condition, they come early 
and arrange their trips, 
telephone customers 
that need material and get 


I know of several cases 


they 


the orders off on the first delivery, they plug diligently ° 


not only those who are regular customers but new pros- 
pects, they keep in touch with the office, telephoning in 
once or twice during the day and never letting go of 
contact with headquarters. 

When a question of meeting a low price comes up, and 
they feel it would not be prudent to meet it, they get word 
over the wire for instructions. When in the office, we find 
them corresponding with customers on whom they failed 
to call or making an engagement with others, or they may 


where the salesman acted as the 
buyer’s “best man.” 





persistency until the order 
was placed. 

I recall instances where 
the morning 
consist of orders from his customers alone. 


mail would 
This man 
came from a clerkship in a drug house to apply for a 
position to sell, feeling he could make good. Placed in 
the stock room to get acquainted with the goods, he ad 
vanced to the counter, meantime studying prices and the 
application of the material. When he felt he had suff- 
cient knowledge of the line, he started out and rose step 
by step, till he became the top notcher. Of course, his 
experience was not a bed of roses, for he took many a 
good licking for an order and not a few doors were 
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slammed on his eager efforts to make immediate sales. 

Most salesmen accept the line of least resistance and 
follow the contractor-dealer. As may be expected, com- 
petition is keener along this line. Yet it is surprising 
how many salesmen build up a healthy business by 
adopting proper methods in approach, in presenting their 
goods, in quoting and in getting the attention of the 
prospect. They do not linger too long, nor get in any 
debates; and if the prospect deviates from the subject, 
they gently “bring him back to earth” and play for the 
order. They are good losers, and while they may be 
disappointed at first, pray for better luck next time. 

Such salesmen will tell you that knowing their prices 
readily is their best asset, for no buyer will bother with 
a salesman that has to fumble for his schedules, or call 
up the office. They are also good mixers, as the saying 
goes, but invariably they know their place and quit be- 
fore their presence is the least objectionable. 

As regards expenses, they give this matter the same 
consideration that they do the profit on the orders, for it 
is as equally culpable to be extravagant as it is to sell 
material at cut-throat prices. 

The success of many salesmen is the fact that they 
have a knack of making friends with most contractors or 
They have that spirit of good fellowship that 
I have noticed many cases 


buyers. 
radiates wherever they call. 
where contractors looked for the call of the salesman as 
much as he would his meals; and be much disappointed 
if he failed to materialize as usual. Yes, I have seen 
them hold orders for the regular salesman, in the face of 
obtaining more favorable prices from another house, con- 
sidering it only right to give their “stand-by” a chance to 


meet these prices or give an argument why he shouldn't 
even consider the other fellow. 

Under my notice have come salesmen who entered the 
jobbing field from other than the electrical business, and 
who were extremely slow in producing. Week after week 
would pass and still little business. The jobber, know- 
ing what the salesman had to contend with, still would 
have hopes, for the men were good pluggers and appeared 
to have the characteristics of real salesmen. After a 
while they would begin to break through and account 
after account would come their way, resulting in a busi- 
ness that warranted a good income and one which they 
would guard with careful diligence. 

I heard a story about Huyler’s engaging a salesman 
to cover Broadway, from the Battery to Dykman St. 
After the first day out, the salesman returned dismayed, 
informing the sales manager he had little success because 
Page & Shaw’s man preceded him on every call. “Con- 
tinue your trip tomorrow,” said the sales manager. “for 
Park & Tilford’s man was following you all the way.” 

It is generally conceded that those who make the best 
salesmen matriculate from the jobbers’ own establish- 
ment. Some are taken from the counter, others from the 
stock room, while from the office itself quite a few are 
selected, all developing into salesmen that succeed more 
or less, depending on the ambition of the men them- 
selves. They have the advantage of being “broken in” 
without any preliminary education, because they are 
familiar with the stock and price schedules, and are able 
to adjust differences or complaints with surprising facil- 
ity. So it behooves jobbers, when taking on men to fill 
vacancies or to strengthen any (T'urn ot Page 99) 








Prize Winning Vacation Picture 





G. K. Hayes, sales department of the Charleston Electrical Supply Co., Charles- 
ton, W. Va., wins the $5 prize for the best vacation picture, which is shown above. 
It wasn’t picked because of “composition,” as the artists say, or because of photog- 
raphy or even because these sheiks are easy to look at. 
great variety of summer sports—canoeing, hunting, fishing, hiking, camping, porch 
adorning, and last, but not least, vacation radio. 
Wilson, center and E. H. Robertson are his assistants. 
ancient musket, he certainly got a kick out of it. 


But they did work in a 


Hayes sits at the left. S. S. 
If Wilson ever fired the 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 











EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES* 













































































































































































MARKET PRICES MARKET PRICES MARKET PRICES 
July 15 to General July 15 to General July 15 to General 
COMMODITY August 15 Trend August 15 Trend August 15 Trend 

5 | > & | b> & | b> 
Sla|ele lai iielaleiele|i]zlalzielat: 

Transformers, insulators, distribution equipment 8/11}; 9] 0] 28] 0 2\;12|} 6] 0/20] o O: 41 21 @] @ 
Poles and pole-line hardware ...............- oo} 7] 9112] 4] 22 Re 3/14] 6] 6/19] O 1}; 4] 2] 1] 6] 0 
Switchboards and accessories ................+. 3/17/11] 0} 81] 0 2} 6)/12}; 0; 20| O 1} 2] O| O|] 31 0 
Motors and control apparatus ................. 2) 1ST IS, OF Tt 2 1;13] 9] Oj] 21 2 or Gi @; @f 6 1 
Sale OOD: 655 6 oo 5 060k ce cnvveccuseaueend 19 | 16 3 0 | 37 1 |} 16 7 + 0 | 26 1 3 + 1 0 8 0 
Wikttee CUUENE Ss ice 50 060 vba sle ecco te FSi 1 1 | 30 8 |} 16 9 2 1] 19 9 4 6 0 0; 10 0 
Upmais GEE RETO. 5c 25's bo Sc wise oie Hite hbk: Bedi fed wo 2187) 0 Hdl | ii bl 26 1 8 7 0 1 9 0 
lo Srey errr ee ee eer erie ee 7 | 5 0; 39; Oj} 11 | 12 4} 0/27) 0 2 7 1 0; 10; 0 
BR. Cy WHOIS ORDIO RS OS 5 seks Ss onde wctawewens 22 16 0; 28 | 10 0 |) 18 | 14 0 | 20 5 2 4 6 0 5 5 0 
Waris Ws. < Sactels cit ccale neice se bale on es Cee aceen 9} 15 9/13] 10] 0 6117) 3/17 6 2 1 5 2 2 5 1 
CSL ETE Te EEE TC Coe 9 | 23 5 0 | 82 5 2} 21 4 0 |} 25 2 0 9 1 0} 10 0 
IricliigtGGe TORCCUOED: eo via 6b see on cies cutee 5|23]10] 0] 88] 0 7114) 4] 0] 25] 0O 1] 6] 21 @| Sie 
Commercial] lighting units. .................... 7}20] 7] 01:84]. 0 71) 164 3] 01} 2) 1 3; 5) 2] 0)10] Oo 
Residential lighting units...................... HiT} Si] 1 et Swe! St 8) 2h} 1 Sa) &i 35 @t St 3 
Street lighting equipment...................... 2/;10/11} 0| 28] 0 EER; ST LL s BE 3 Se) 74 
ee ND Nn cccaadbee coccnpa acorns 13 0 | 34 4/)11) 11 1 | 22 8 2} 8 5 0; 10 0 
Motor-driven appliances .........0s00 seeees 2;18;10] 1) 27] 2 11;}13] 0] 24] O 0; 4{| 4] OF; 8] O 

Cea he eae eer Gee eae ne eee CR ee 10 | 17 | 10 0 | 37 0 9/11 7 0 | 26 1 7 1 2 0; 10 
Rete ne ate eons CAE «A ates SHE ATs Beto sk Weel 0 5 | @ 0; 15] 15 1 8 4 1; 138 9 0 1 8 0 5 4 
Flashlights anid Battered... <... 6 cece sinc sewer 9 | 21 7 0 | 38 4 4|17 + 0 | 24 1 1 7 2 0 | 10 0 
Telephone equipment.................00eeeees 0/12)10}] Oj; @1] 1 1] $3] 8] 1/11] OF} OF 1] 1] OF 2] 0 
Stomnge tetteriew. ..... +2... +++ 00++00+---sss- 1! 7118! oO} 24] @ 1! 4110! o'1s] @ 1/ of 8{ Of 4 | 0 





*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8S. Dakota, Nebraska, Kansas, Okla- 
koma and Texas; Central States all between. 
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The Candle Wick 


Many People Are Like Candles. They Need 


wick. 
but without a w 


A CANDLE is composed of tallow and 


down, spread itself out, be consumed more 
The wick directs 


quickly and give less light. 


its energies into the 
greatest efficiency, 
making the least 
amount of tallow give 
the most amount of 
light. 

Many people are like 
candles. They have 
plenty of power or tal- 
low, such as abilities. 
health, time, education, 
and so forth. What 
they need is something 
to concentrate these 
powers on and not 
spread them out over 
too much territory. It 
is not enough that they 
give a little light and 
heat, but that they be 
concentrated so that 
they give the most. The 
wick would do no good 
in itself, but it helps to 
utilize the power of the 
tallow. 

We may want to 
preach, to teach, to 
farm or to write. To 
do anything you have 
about so much energy 
give to it. You need, t 


both in getting ready and in carrying out your 
purpose. Everything that you do should have 
some bearing upon the end that vou have in 


view. 


The tallow is for light and heat, 


the Wick of Concentration 


By DR. FRANK CRANE 


ick it would melt itself 


and time that you can 
herefore, to concentrate 





‘To make resolutions, to have good influences 
and to know what to do are of no value without 
the concrete deed. It is the doing or practice 
that is the wick in life. You cannot get along 
in this world unless you bring all your faculties 


to a focus and unless 
you make everything in 
you count for the end 
that you have before 
you. 

Some people are use- 
less and they resemble 
an amorphous mass, 
because they have 
never confined them- 
selves to any. one thing 
and thrown their whole 


energy into any one 
channel. On the con- 


trary, a mediocre man 
can accomplish much if 
he tries to do one thing 
and does not try to do 
anything else. 

In medicine they say 
that this is the day of 
specialists. They doc- 
tors realize that the 
vast area of human dis- 
ease is too large for any 
one mind to compass. 
Of course, there is such 
a thing as .overdoing 
concentration. One 
needs a background to 


make one’s efforts human and valuable. 

A story is told of a German savant who con- 
fined all his energies to the Greek noun, and his 
only regret on dying was that he had not con- 
centrated upon the dative case. He felt he had 


covered too much ground. 


Copyright, 1925, by Dr. Frank Crane 
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A toggle-bolt is a small but very use- 
ful thing, having its place in electrical 
construction work as in hundreds of 
other fields. The old story about the 
well-made mouse-trap being found out 
and a beaten path being worn to the 
maker’s door applies here. Above is 
Thomas Wrigley, president of the 
Thomas Wrigley Co., Chicago, now 92 
vears old. In 1890, 85 years ago, he in- 
vented the toggle-bolt and is still making 
toggle-bolts. His activity does not con- 
sist merely of clipping coupons. He 
comes down to the office every day an: 
works hard, and is still as active as the 
ordinary man of 50. 









it 


Pictorial Review of Electrical Developments 


Here’s what may be called the ultimate limit in 
service by a jobber. Some of you will recognize 
in this diver, Jay L. Fitch, branch manager at 
Mason City, Ia., of the Julius Andrae & Sons Co., 
Milwaukee. Fitch writes: “In the last few years 
two of our customers have had work to do that 
called for the services of a professional diver. 
To save them time and money I got out the old 
equipment and went to work and believe me, after 
being out of this kind of work for several years, 
is work. But then, our motto is: “he House 
that 
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This mechanical cigar sorting machine was perfected after five years’ work 


by Brooklyn, N. Y., inventors. The apparatus automatically picks up cigars, 
holds them up to its “eye”, a photo electric cell, and then places them in 
their particular compartment on the circular table according to color. Cigars 
are divided into thirty different shades of brown, at the rate of one a second 
or 60 a minute. Such a task would be impossible for a human being to 
accomplish, in so short a time.—Underwood & Underwood, 


Satisfies” so we did it.” 
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One of the most elaborate out- 
door lighting spectacles ever pro- 
duced was the decorative illum- 
ination for the fifty-first annual 
session of the Imperial Council, 
Ancient Arabic Order of Nobles 
of the Mystic Shrine at Los An- 
geles this year. The lighting 
was designed by lighting engi- 
neers of the Westinghouse Lamp 
Co. with the co-operation of 
Ward B. Ihnen, well known mo- 
tion picture scenic artist. 





Above are shown treasure hunters aboard the 
Spray, salvage steamer, at work trying to recover 
$5,000,000 gold and jewelry from the gold ship Mer- 
ida, sunk 14 years ago, 60 miles off Virginia capes. 
They are examining the powerful new deep sea pres- 
sure-resisting diving lamp, designed by A. E. Snyder 
(left), lighting engineer of the Westinghouse Lamp 
Co. 













An airship can be brought to ground after mooring 
to the top of the improved type of mooring tower 
constructed at Ford Airport, Dearborn, Mich. The 
transfer of cargo and passengers can be expedited, 
and the hauling of the load up and down in elevators 
and through the bow of the ship can be obviated. 









In the concrete house at the base of the tower there 
are three General Electric winches, gasoline and 
water pumps, and a 100-kilowatt General Electric 
motor-generator set to convert high tension alternat- 
ing current to direct current for the winches. 
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Right: Leonard Stroud getting 
a bit of practice at the rodeo show 
which was given in Chicago in 
August. Stroud gets a “kick” out 
of this riding, but personally we 
would rather walk. ‘The shows 
given at night were just as well 
attended as the afternoon perfor- 
mances, due to the splendid flood 
lighting feature of the stadium.— 
Underwood & Underwood. 
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Julius Andrae & Sons Co., Milwaukee, 
paid considerable money to make an ex- 
clusive contract with “Daredevil” Lock- 
wood to use and advertise Gould bat- 
teries during the publicity stunt. All of 
this they paid out of their own pocket. 
On each side of the car which Lockwood 
drove and on the two rear fenders was 
painted in large, white letters “Using 
Gould Battery” and for eight consecutive 
days the Sentinel-Telegram, a Milwaukee 
newspaper ran front page news items 
about the battery. Tied in with this was 
an elaborate series of advertisements in 
the same paper. Mr. Lockwood visited 
each Gould service station in the county 
and the stations were instructed to put 
up signs announcing his coming. It is 
pleasing to hear of a jobber recognizing 
and taking advantage of the merits of 
this kind of publicity which must have 
had a powerful effect on the people of 
Milwaukee and vicinity. 
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Left: The north end of the Grant Park 
stadium, Chicago, now called Soldier’s Field, 
showing the huge light towers and the Field 
Museum in the background. These huge ligt 
towers make the stadium as light as daytime in 
the evening.—_Underwood & Underwood. 


One of the greatest publicity stunts ever 
staged was recently put over in Milwaukee, 
and an electrical supply jobber, Julius Andrae 
& Sons Co., was considerably active in_ it. 
“Daredevil” Lockwood, whe has astounded 
thousands by leaping from automobiles to aero- 
planes, agreed to allow himself to be hand- 
cuffed to a new Chrysler car for an hundred- 
hour non-stop endurance run. Four days, four 
nights and four hours of continuous driving 
without sleep, without change of position at the 
steering wheel, and with only milk for food. 
The strain was terrific and the last day found 
him thoroughly exhausted but gamely finishing. 
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John R. Olsen 


Vice-President and Gen. Sales Mgr., Central Electric Co. Chicago 
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MEN YOU SHOULD KNOW 


John R. Olsen, 


ACK in 1884, which somehow seems a long time 
B ago but really is not, a certain neighborhood in 

Copenhagen, Denmark, experienced considerable 
trouble with static. To be exact, the difficulty started on 
November 2, with the healthy broadcasting of Mr. and 
Mrs, Olsen’s new baby John. However, babies must grow 
and changes must take place, so seven years later the scene 
changes to the harbor of New 


Vice-President and Gen. Sales Mer. 
Central Electric Co. 


“Another point I want to bring out is the importance of 
the proper use of the telephone. The effect it has on the 
average customer, the friends it can make or lose for the 
house, is not thoroughly appreciated by many of the people 
whose duty it is to use it. I tell you the telephone is one 
of the most important branches of an organization and 
everyone in the organization should not only be taught this 


fact, but should also be soundly 





York with John Olsen leading 
his folks down the gang ‘plank 
into the “land of the free.” The 
quotation marks are John’s. 
Graduating from school in 
1899, he decided there must be 
something in the statement of 
Horace Greeley, “Young man, 
go West,” so heeding this ad 
vice, which, by the way, he is 
still willing to take on any sub- 
ject, he migrated to Chicago. 
A few years previously the 
Central Electric Company 
started to sail through unchan- 
neled waters—the electric sup- 
ply business—the jobber. The 
start, of an unpretentious na- 
ture, was in one floor and base- 
ment of a store on old Fifth 
Ave., Chicago, now known as 
Wells Street. Perhaps the 
name Fifth Ave. made John 


man. 


institution 


noted. 





Tenacity 


ERE we have the story of a 

man who has risen from the 
ranks; the story of a self-made 
His success should be an 
inspiration to all engaged in a 
similar line of work. 
rose consistently, to finally be- 
come a dominating factor in 
shaping the sales policies of an 
whose gross 
ness runs into several millions 
annually is the theme of this 
article, the high point to be 
From _ this 
many things may be learned. 


impressed with the necessity ot 
courteous, prompt and efficient 
service when a customer is on 
the other end of the line.” 
In 1914, Mr. Olsen 
made city sales manager. Here 


was 


he familiarized himself with the 
fundamentals of sales manage- 
ment and also had the oppor- 
tunity of establishing personal 
How he contact with many of the com- 
pany’s customers. 

Along in 1917 the general 
sales manager’s position in the 
Central Electric Co., was left 
vacant. It was, however, decided 
that the position should be split 
into two sections, a city sales 


busi- 


manager and a country sales 
manager. This arrangement 
did not work out satisfactorily 
but in the meantime Mr. Olsen 
continued to do a worthwhile 


man’s life 








feel at home, perhaps he had 
vision, in any event, one morning in March, 1902, found 
him twisting his cap nervously in the office of G. A. Mc- 
Kinlock, asking for a position. And, that was his start. 
After a year as bill and claim clerk he was advanced to 
quotation clerk. There probably is no better desk at 
which to get a real insight into an electrical jobber’s busi- 
ness, policy, and problems than this one. Many of the 
sales managers today have served their terms and secured 
their experience at this position. The duties which Mr. 
Olsen assumed included the handling of all city, country 
railroad and telephone inquiries. A tremendous amount 
of work was involved in this task which Mr. Olsen be- 
lieved should be cleaned up every night. To quote him: 
“T would like to say something about working conditions 
then and now, but I am afraid I would be misunderstood. 
I would like to say that in those days we started to work 
at 8:00 a. m., and the day was over when the work was 
finished. Sometimes it was completed at 6:00 p. m., gen- 
erally at 7:30 p. m., but when we left the office our desk 
was cleared. Not so today, for when the imaginary 
whistle blows at 5:00 p. m., well, the fellow whose quo- 
tation was not mailed out, just naturally has to wait 
another day for it. That, of course, is as should be, but 
I cannot help recall the contrast in conditions.” 
Mr. Olsen was started now so we did not interrupt, 





job in the city department. 

As time, however, changes the destinies of men, so did 
it change John Olsen’s. In 1920 the appointment of a 
general sales manager was found necessary, and he was 
given the responsibility. Eighteen years ago he strode 
into the office in short pants—and eighteen years later he 
emerged victorious. 

To many this final position would seem like a goal 
reached, a purpose accomplished. And, perhaps it was, 
but somehow success seems to come quite easily to the 
successful. Maybe it does, but after all, a “peek behind 
the curtain’ shows us eighteen years of hard, consistent, 
steady work lighted and guided throughout with but a 
single purpose, and generally it is the man with the single 
purpose in mind who achieves his aim. 

In February, 1925, many changes of importance took 
place in the Central Electric Co. for, of course, during all 
these years the business was keeping in step with the 
progress of the industry. Reorganization was found nec 
essary and none was surprised to find John Olsen emerg 
ing from the “‘shuffied deck” with the title of vice-presi- 
dent and general sales manager to whom al] department 
heads and sales managers were to report. If this story is 
ever re-written there cannot help but be additional lau- 
rels and achievements told in the relating of it. As it is, 
the step by step progress of Mr. (Turn to Page 90) 
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Special News from the West 


Crescent Has Its First G. E. 
Conference 

Some time ago the Crescent Elec- 
tric Supply Co., Dubuque and Dav- 
enport, Ia., and Madison, Wis., was 
appointed G. E. distributor. The ac- 
companying photograph the 
boys who came in to the general office 
in Dubuque for the first sales con- 
ference. All of the sales force was 
there except Otto Arnold, he being 
the shuffle or the deal the 
night before. 


shows 


lost in 


The Crescent sales organization has 
taken a good hold of the new line 
and bids fair to do a good job, every- 
one being very much interested in all 
of the talks made at the conference. 

Among the visitors from the G. E. 
offices were W. H. Colman, general 


merchandise manager, central division, 
and Messrs. Wilms, Haselton, Tur- 
ner, Sengstock, Bohn, Hill, States, 
Becker, Hall, Traser, Wilson, Sav- 
age and Goettel. 

* * x 


“The Corn, the Corn, the 
Glorious Corn” 


“One of the biggest corn crops in 
the history of Iowa will be harvested 
this fall,’ writes Kenneth Lindsay 
sales manager of the Terry-Durin Co. 
of Cedar Rapids. As a consequence, 
he expects to see a large increase in 
electrical business, and the company 
has prepared by considerably enlarg- 
ing the shipping department. Radio 
is already off to a good start and 
Lindsay reports that they have added 
a new salesman who will handle radio 


exclusively, C. H. Shimp is his name. 
Thus early they have been so busy 
handling the Music Master and Mag- 
navox lines that they hardly have 
time for anything else. 

* * * 


B-R Solves Tube Problem 

By the use of gummed labels of 
different shapes the B-R_ Electric 
Co., Kansas City, Mo., is able to tell 
the month any tube was shipped by 
them. In addition, the test-man puts 
a secret mark on the base of the tube 
with an awl, before the tube is sent to 
the shipping department. This mark 
indicates whether the tube was 
shipped during the first, second, third 
or fourth week of the month. By 
means of this system returns and 
claims on tubes have been materially 
reduced. 








Those at the Crescent Electric Conference, Left to Right: 
—L. H. Butt, secretary, Dubuque; Geo. Cook, salesman, 


Madison; Dan Manhardt, 


Reifsteck, city salesman, Dubuque; 


salesman, Davenport; 
Muehl, manager, Madison; T. B. Schmid, president, Dubuque; 
G. A. Seabury, general sales manager, Omaha; Lawrence 
Miss Louise Winders, 
typist, Dubuque; Martin Wolf, salesman, Davenport; T. F. 
Kelley, manager, Davenport; H. N. Place, city salesman, 


Wm. R._ Willgang, 


Davenport; Miss Tessie M. Loes, typist, Dubuque; A. J. Kies, 
salesman, Dubuque; A. J. Schmid, treasurer, Debuque; J. G. 
lamp department, 
sales manager, Dubuque; Leo Rokusek, shipping department, 
Dubuque; John Chappel, shipping department, Dubuque; 
Carl J. Bockes, shipping department, Dubuque; C. A. McMul- 


len, salesman, Madison. 


Dubuque; Carl Lindenberg, 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
“approval” by the Underwriters’ Labora- 
tories, Inc., and the great American public. 


1 Economy Fuse & Mfg. Company 


CHICAGO, U.S. A. 
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Hendrie-Bolthoff Employees 
Have Summer Colony 

The employees of the Hendrie-Bolt- 
hoff Mfg. & Supply Co., Denver, 
Colo., distributors of electrical sup- 
plies and machinery, have a summer 
colony in the mountains and a play- 
ground of more than 200 acres in the 
mountains southwest of Denver and 39 
miles by railroad from that city. The 
playground and camp are the property 


of the company and are maintained for 


the benefit of the employees who are 
entitled to one week’s vacation there 
with their families with no expense 
other than the food they eat and their 
transportation to the camp. Here 
they may have a cottage for their 
families and enjoy a week’s outing in 
the cool mountains in one of the most 


modern of industrial camps in the 
west. 
There are eight cottages in the 


camp and the smallest contains three 








Top: Some of the Hendrie-Bolthoff folks at Riverview, the summer camp. Center: 


A view of the cottages. Bottom: 


Riverview, the summer camp maintained for 


employees and their families hy the Hendrie-Bolthoff Mfg. & Supply Co., Denver, 


Colo. 





rooms and the largest four, but they 
all have big sleeping porches that 
make up for two or three additional 
rooms. All of them are electrically 
lighted, as are the grounds, the com 
pany operating the largest Delco 
lighting system made—125 light ca 
pacity. A modern sewage system also 
prevails and the bath house and wash 
rooms are models of perfection. 

Fuel also is furnished except that 
the employee must cut it himself. In 
the spring the care-taker fills all ot! 
the wood boxes in the houses and th: 
employees must see that the boxes ar 
filled when they leave. The result is 
that many of the employees get a lit 
tle physical exercise along with their 
week’s recreation in the mountains 
The company also furnishes the bed 
ding except the linen. 

The camp is called Riverview and 
is located at the junction of Buffalo 
Creek and one branch of the South: 
Platte river. A_ railroad provides 
transportation facilities for those who 
haven’t automobiles, and, by the way, 
the company has built a neat little 
railroad station for its camp. The 
company also has a large garage to 
accommodate the automobiles of em 
ployees. 


Located as_ it near the two 
streams, trout fishing is one of the 
sports engaged in by the men folks. 
The children have a great time wad 
ing in the creek and river which are 
not so deep or so turbulent at this 
point as to be dangerous. 


is, 


in -hikes 
into the hills behind the camp or to 
points of interest in the neighborhood. 
The playground consists of 200 acres 
of mountainous country so there is 
plenty of hiking on the camp site it 
self. Then there is a dance pavillion 
and dances are of almost nightly oc 


Other recreation consists 


currence, a player piano and a phono 
graph furnishing the music. 

The camping season lasts from tli 
first of May until the first of October 
and the eight cottages are usuall\ 
filled all of that time. By following 
a definite schedule so as to avoid con- 
flicts, some 160 employees can take 
advantage of the cottages a week at 4 
time. In some instances two familics 
may occupy one cottage at one time, 
if the families are small enough, so 
the number of employees and _ their 
families who may be accommodated at 
the camp is slightly more than 160. 
Of course the single ones are not 
so apt to take advantage of the oppor 
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Conduit Elbows (Standard or Special Angle) 
Couplings 

Conduit Pipe Nipples 

Goosenecks and Wall Flanges 


Delivery from factory stock or nearest agent 
shown below. Usual Pittsburgh or Evanston 
basing and full freight allowance. 


A strict Jobber policy coupled with prompt 
service has developed our present unique po- 
sition in the rigid conduit field. 


Ask our nearest Agent for bulletins and dis- 
count card. 


We specialize on long radius Elbows for use 
in public utility and power plant service— 
Bends also made to blueprint. 


Stocks Carried by Following Agents 


Chicago, Ill. 


New York, N. Y. as a Pa. 
Ohio Distributing Co., 


4 Hatheway & Co., Inc. P. Clark 
16 Hudson St. tied Race St. 624 W. Adams St 
| Detroit, Mich. *St. Louis, Mo. Los Angeles, Cal. 
| E. G. Bartling & Co. Franklin McDermott J. G. Pomeroy Co., 
} 316 E. Jefferson Ave. 1320 N. 23rd. St. 336 Azusa St. 
San Francisco, Cal. 
J. G. Pomeroy Co., 51 Federal St. 


Hatheway & Company, Inc., Canadian Distributors, 
District Representatives 
*Winnipeg, Man. 
E. G. Hohs, 69 Sumach St. Fred E. Garrett Co., 
“Montreal, Que. 601 Union Trust Bldg. 
Cornwell, *Vancouver, B. C. 
$7 4 Catherine St. W. F. N. Adams, Englesea Lodge 


*Toronto, Ont. 


*No Stock Carried. 


IMMEDIATE DELIVERY 











: THE AMERICAN TUBE & PIPE BENDING CO. 


NILES 











OHIO 
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but 
even at that one employee with a 
small family is quite often likely to 
take a single employee as a boarder. 

Various schemes are resorted to for 
increasing the length of time an em- 


tunity as married ones are; 


ployee’s family may remain in the 


camp. One of the most popular is 
where two of them are to have their 
vacations in consecutive weeks and 


the two families are on friendly terms. 


The first employee takes the two 
families with him on his vacation and 
establishes them in one cottage. He 


stays until his vacation is over and 
then goes back to town leaving his 
family at the cottage and the second 
up the 
and becomes head of the house. 


man comes following week 
Thus 
the families of the two men get two 
weeks in camp and no one is injured in 
the Jeast. 

The question of food is not hard 
There 
resort within 


is a small summer 
a half a mile of the 
camp and two general stores are lo- 
cated there. 
able or the residents may adopt a 


to solve. 


Delivery service is avail- 


cash and carry system. However, 
most of them bring enough staple ar- 
ticles along with them for a week’s 
food supply and only fresh fruits, 
vegetables, and milk are bought from 
day to day. 


Every year the company runs an 
excursion from Denver to the camp 
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We can’t give the total years of electrical service for this bunch, because our 


adding machine is busted. 
reach the third floor. window. 


E. G. (Ed) Franke, W. 


However, if placed end to end they would just about 
We missed the world’s record by not getting John 
Casey and “Tip” Pennoyer in the group. 


Left to right: W. J. (Bill) Weinheimer, 


T. (another Bill) Wheeler, J. H. (Joe) Borgell, and E. J. 


(another Ed) Jeep, all of the Western Electric Co., St. Louis. 





for all of the employees, some 350 in 
number. A_ special train of from 
twelve to fourteen cars is used for the 
trip. Games, music, dancing, hiking, 
etc., are on the program for that day, 
and the company furnishes a large 
share of the picnic lunch. 











Rounding up soldiers for K. P. duty or finding a case of pure Scotch is an easy 
matter compared with getting this bunch from the Commercial Electrical Supply Co. 


of St. Louis together for a picture—busy is no name for it. 


Solario (yes, girls, he’s single); E. 


Left to right: Walter 


H. Zerweck, city sales manager; L. J. Vie (no, 


girls, he’s married); F. E. Murray (can’t see boulevard stop signs); Robert Rochrig; 


Dan Fagin; Howard Hough (from Fayette County and proud of it). 


The facilities of the camp are not 
confined to any one class of employees 
Electricians as well as salesmen for 
electrical supplies are privileged to 


use the camp when their turn comes. 
* * # 


Saving the Pennies on Freight 

The Union Electric Co., Abilene, 
Kans., has just sent out a very effect- 
ive broadside 14 by 20. A magnified 
letter is used on the front page which 
emphasizes the fact that it is reason- 
able for the dealer to assume that the 
jobber located nearest him can serve 
him more cheaply and with less delay 
than others farther away. “A penny 
saved is a penny earned,” says Union 
and in freight charges there is many 
a penny to be saved. To clinch the 
argument, they print on the second 
page a list of 72 towns and cities in 
their giving third class 
freight rates to that point from Abi- 
lene and also from the nearest large 
distributing center, with another col- 


territory, 


umn showing the actual cents saved. 
% * * 


Treadway Discontinues Retail 

The Treadway Electric Co., Little 
Rock, Ark., has gone into the jobbing 
business exclusively, having discon- 
tinued its retail department. It has 
been just a score of years since the 
company started operations in 1905. 
W. A. Treadway is president. 










September, 1925 


THE JOBBER’S{AJSALESMAN 


27 





FOUNDED ON 


THE 


BELIEF THAT THE SALESMAN OF THE 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








Ra ae 
A )s a ibs ZW ¢ t S he , 
: uD 


0A. nnouncing 
ew BEE-VAC 


—a Still better cleaner 


—even greater VALUE 


New beauty, new and finer performance, 
new convenience of operation—all to further 
confirm Bee-Vac’s position as the pinnacle 
of electric cleaner value. 

For 16 years the organization back of the 
Bee-V ac has bent every effort to the produc- 
tion of an unusual electric cleaner value. 


Now, with the confidence of over 12,000 
alert dealers, with over 400,000 Bee-Vacs 
in use as proof of correct design and quality 
construction, and with a great new factory, 
one of the finest and largest devoted to 
electric cleaner making, the time has come 
to emphasize Bee-Vac’s wonderful value. 


The new Bee-Vac, perhaps even more 
than former Bee-Vacs, offers unprecedented 


value. It offers performance which cannot 
be surpassed yet, due to fundamental econ- 
omies in selling, it is priced $10 to $30 
under comparable cleaners. 


If dealers have found keen satisfaction 
in offering the Bee-Vac to their trade—that 
satisfaction will now be greatly accen- 
tuated. Dealers will have the assurance 
that the makers of Bee-Vac are continuing 
that same spirit to excel which has guided 
all their many pioneering efforts. 


The Bee-Vac is being nationally adver- 
tised monthly to over eight million women 
Dealers who are not yet handling it, wil! 
be interested in our proposition. Your cor- 
respondence is invited. 


BIRTMAN ELECTRIC COMPANY, Depz6;143, 4140 Fullerton Avenue, Chicago 


BEE- 


VAC 


Electric Cleaner 
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BEE-VAC Features 


Greater beauty—New purple bag is made 
of a handsome, lustrous material. 
New double bag—Even better protection 
against the escape of dust and germs. 
Improved bag clamp—Compression spring 
clamp—easier to attach and detach; 
neater in appearance. 

Motor refinements—More power for even 
greater suction. 

Attachment prices lowered—Now retail at 


$7.50, instead of $9.50. 
BEE-VAC retail price $44, 50 


BEE-VAC 
Electric Iron 
Sells easily because of its 


energy-saving tilted $ 5 7 5 
e 


handle. Retail price, 
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Seth P. Aber (on the right), is a 30-year 
man in the business and one of those fel- 
lows the dealers swear by—not at He 
runs the store of the Missouri Valley Elec- 
tric Co., Kansas City, Mo. On his right 
Mr. Pack, also ace-high with the trade. 





Brown & Hall Entertain 
The Brown & Hall Supply Co., St. 
Louis, gave some party when it in- 
vited the Atwater Kent and Pooley 
radio dealers to attend a conference 
at the Chase hotel on August 11 and 
12. 


present on the first day and others on 


Altogether there were 175 people 
; ] 


the second day, many staying over at 
the company’s expense. :; 

There were two representatives 
from the Atwater Kent Mfg. Co.; one 
from the Pooley Mfg. Co., of Philadel- 
phia, six from the National Carbon 
Co.; four from the Philadelphia Stor- 
age Battery Co. and two from the 
King Mfg. Co., Buffalo, the latter 
company making “Electron” battery 
chargers. The Philadelphia repre- 
sentatives talked on wet A, & B. bat- 
teries, socket powers and chargers. 
The Pooley Co. representative spoke 
enthusiastically on new Pooley mod- 
els with Atwater Kent sets, particular 
stress being laid on the combination 
of the Pooley phonograph and _ the 








While this was being taken, Hugh Short, 
city sales manager for the B-R Electric 
Co., Kansas City, Mo., was hiding in the 
elevator shaft. Reason: The last B-R 
picture was of him alone with Miss Violet 
Homan, who plays second base in this pic- 
ture. At the left is A. C. Martin, city 
salesman. On Miss Homan’s left are M. E. 
Kelley, city counter, and W. E. Taylor, 
who is concerned with sales and quotations.’ 
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Atwater Kent radio cabinet. Many 
cabinets were sold during the con- 
vention. The Atwater Kent. repre- 
sentatives spoke of their product, ad- 
vising that all models sold by them 
last year were not obsolete. There 
were additions to the lines displayed, 
and a new Atwater Kent cone type 
speaker was very much admired. 

The entertainment for the dealers 
consisted of a luncheon, banquet, per- 
formance of the Merry Widow Munic- 
ipal Opera at Forest Park on Tues- 
day, and a ball game in the after- 
noon of the following day. 

The officials attending the conven- 
tion were as follows: 

Brown & Hall Supply Co.—N. S. 
Brown, M. B. Hall, F. A. Wiebe and 
G. E. Semple. 

Atwater Kent Mfg. Co.—Jas. Pan- 
coast and O. Drummond. 

Pooley Mfg. Co.—Samuel Fletcher. 

Philadelphia Storage Battery Co.— 
QO. Cuthburt, L. M. Kelly and H. J. 
Brockman. 

National Carbon Co.—Alvin 
kan, H. C. Priesmeyer, J. E. 
A. De Moss and Ralph Felden. 


* * * 


Zin- 
Earll, 


Record Recovery After Fire 

As of the 
tive warehouse of Theo- 
Electric Co., 
Ky., July 1, it may be pointed out: 
that they made about the most rapid 
recovery in history. To be exact, they 


an aftermath destruc- 
fire at the 


bald-Jansen Louisville. 


were back in business in just three 
hours after the fire was put out. 

The fire started at 2:30 o'clock, in 
a stock room located on the second 
floor near the rear of the building, 
and it was officially declared out at 
5 o'clock the same afternoon. Loyal 
employees of the company made futile 
efforts to hold the fire in check with 
hand extinguishers, but were forced to 
retire from the scene of action when 
the fire department arrived. 

Investigation showed that all mer- 
chandise not destroyed by fire was 
rendered unfit for sale by the damage 
All office fixtures and 
records were saved from damage by 
the prompt work of the men in the 
salvage corps. 

A warehouse was leased imme- 
diately by E. J. Theobald, president 
of the company, who wired all fac- 
tories for new stocks, which began 
arriving within 48 hours after the 
conflagration. In the meantime all 
orders on hand were taken care of 
promptly with the aid of the other 


from water. 





INDUSTRY.” 








J. H. (Jack) Burns, treasurer and gen- 
eral manager of McCarthy Bros. & Ford, 
Buffalo, is inspecting something. Haven't 
the slightest idea what it is. Maybe Jack 
knows. This was taken at some convention 
in Milwaukee. 





Louisville electrical jobbers, who of- 
fered the use of their stocks until the 
Theobald-Jansen company could re- 
plenish its stock. 

The operating force of the com- 
pany reported for duty at the usual 
time the morning following the fire 
and the regular routine of prompt 
handling of business was made pos- 
sible, thereby sustaining their creed 
of “Service First.” 

In summing up the time lost by the 
Theobald-Jansen company 
sult of of the 
fires suffered by the electrical indus- 


as a re- 
one most destructive 
try of Louisville in many years, Mr. 
Theobald says, that there was only 
three hours delay to business. 

Work of remodeling is now nearly 
done. The interior of the building 
will be 


modeled and repaired, with an entirely 


thoroughly overhauled, re- 


new front, new fixtures and equip- 
ment. 








On the left is W. R. Davis, formerly 
general sales manager for Magnavox, now 
established as manager of the Manhattan 
Electrical Sup. Co., St. Louis. With him 
is C. A. (Come Across) Force, Manhat- 
tan’s credit man. (Herrin, IIl., papers, 
please copy.) Mr. Davis is a radio en- 
thusiast, but, of course, does not neglect 
the old mainstay, “Red Seal” batteries. 
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The 1925 Industrial Lighting Activity 


Benjamin Super Equipment for Correct Industrial Lighting 
a Logical Choice for Many Industrial Installations, and 
Benjamin will be Prominently Identified with the 
Campaign— Our Representatives to Help 


The 1925 'ndustrial Lighting Activ 
itv, which will be undertaken by the 
Industrial Lighting Committee of the 
National Electric Light 
this As a 
fact, the first announcement to indus 


Association, 
starts month. matter of 
trial executives is published in the Au- 
This 


advertisement will be followed by others 


ust 22nd issue of Literary Digest. 


in the September issues of Literary Di- 
Forbes 


Industrial 


gest, Magazine, Nation’s Busi- 


Management, Factory, 


HESS. 


Manufaciurers Record, Industrial Engi- 
Trade 
Foundry, Automotive Industries, Amer- 
Lumberman, Furniture Mfr. and 
Textile World, Paper Trade 
Journal, Inland Printer and Hides 
Leather. 

From mouth 
will 


neer, Iron Age, Tron Review, 
ican 
Artisan, 


and 


to month other adver- 


tisements appear in these domi- 
nant publications, all creating an inter- 
est in and presenting the advantages 


of better lighting in industrial plants 

















The Interstate Electric Co., Birmingham, Ala., is a 
getters. It’s a wonder that we ever got them all 
man with the little black box to say “‘Just a mom 
benefit of posterity we identify them as follows: Tog 
R. D. Reid, T. W. Mayberry, R. J feat, I. J..G 
left to right—R. Merrill, W. F. 


manager, electrical department; B. S. Weil, S. G. Ne 





ss Gainer, 
Baumgartner, G. T. 


high-stepping, hard-hitting aggregation of go 
to stand still or sit still long enough for the 
ent, please.”” Well, here they are, and for the 
» row, left to right—F. H. Staggs, C. A. Alfsen, 
i . B. Pierce, C. A. Watts. Bottom row. 
Walker, J. W. Hale, L. B. Neuberger, sales 


uberger, sales manager, automotive department 


Many direct mail pieces will be sent to 
industrial plants and exhibits and local 
advertising will be carried on in ever\ 
industrial community. 


Benjamin, of course, will take a 
prominent part in this activity. As 
one of the leading manufacturers of 
industrial lighting equipment, it is 


taking a large share of the underwrit 
ing of the national activity. Benjamin 
the 


country will assist local activities and 


representatives in every part of 


individuals in giving talks, setting up 
exhibits, making demonstrations, ete 

Our advertising to industry will sup 
plement that of the national campaign 
and every sales assistance possible will 
be given jobbers, contractors and deal- 
ers in reaching favorably their indus 
trial lighting prospects. 

Benjamin Super Equipment for Cor 
rect Industrial Lighting is already well 


known in industry. If ever a product 


was accepted and endorsed by indus 
try, this product surely is accepted 
and endorsed. 

From the viewpoint of our own eco 


nomic interest, we believe this activity 
With 


the acceptance already given Benjamti 


has tremendous possibilities 
concentrating 


the 


products, the results of 


industrial attention upon matter 
of better lighting spells expansion and 
that 


market 


sat we all know great 
the 


pansion for reflectors and lamps, these, 


success. 

as may be results in ex- 
as 2a matter of fact, represent only a 
minor portion of the material which 
will be involved in an industrial lhght 
renaissance. 


ing In our opinion, the 


Turn to Pcge 2, p'ease 
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Benjamin Advertising will Parallel the National Campaign and Keep the Central 
Stations and Electrical Contractors also Tied Into the Activity 


market for conduit, conduit fittings, 
wire, sockets and many other wiring 
devices will be increased far beyond, 
in volume, any increase in reflectors 


and lamps. 


We urge all jobbers’ salesmen to 
make this activity a hobby for the 
next six months. As far as we are 
humanly able we will help, not only 
because our own interest is large, 
but because we believe it is the psy- 
chological moment when the interest 
of the whole industry is involved. No 
better time could have been chosen in 
the last ten years and if we all pull 
together, we may realize results be- 
yond our most sanguine expectations. 


his is about Al. Winterhode, head 
counter man for the Western Light & 
Fixture Company at Los Angeles. Al. 
is an old timer in the electrical game 
on the West Coast. He is one of 
these cheerful, bluff, “come on in the 
water's fine’’ chaps, whose hearty cor- 
dialitvy envelops you in a_ regular 
blanket of twinkling friendliness. Al. 
is a great Benco booster because he 
believes in helping his friends to the 
best. His regular greeting to G. J. 
Thom, Benjamin representative in Los 


\ngeles, is. “Gimme a new catalog.” 











The handsome fisherman is none 
other than Ray Prior, Benjamin's am- 
bassador to Detroit and the surround- 
ing territory. The picture was taken 
at Burley Falls, Ont., where Ray 
spent some days to the great grief of 
the finny population. It's obvious 
that Ray is as good a fisherman as he 


is a salesman—and he’s SOME fish- 





erman. 


Mr. A. J. Browning, sales promo- 
tion manager of the Robertson-Cata- 
ract Electric Co., Buffalo, has been 
transferred to the Syracuse office as 
general manager in charge of the 
Syracuse and Utica branches. 


Mr. Norman Dunshee, of the Rum- 
sey Electric Company’s sales force, 
has been on the sick list for nearly 
two months. Mr. Silber is taking Mr. 
Dunshee's place. 

“Art” Stinson, of the Rumsey Com- 
pany’s counter force, is now working 
on quotations in the main office of the 
company. 


LIGHTNING STARTS FIRE— 
AND PUTS IT OUT 


Lightning started a fire in the plant 
»f the Nelson Cotton Mill Co., at Lenoir, 
N. C., and also extinguished the blaze 
before much damage was done. The 
bolt entered the opener room where 12 
bales of cotton were in process of open- 
ing. The blaze flashed over this and 
singed much of the loose cotton. When 
the bolt entered the room, however, it 
struck one of the sprinkler taps and at 
the same time it set the cotton on fire 
it turned the water on to help quench it. 

—Textile World. 
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The new Benjamin General Catalog 
No. 24 and the new Panel Board Cat- 
alog S-4 have been distributed and 
we trust that all of our jobber and 
jobbers’ salesmen friends have re- 
ceived their copies and have had an 
opportunity to examine them care- 
fully. 

These catalogs have been built, to 
a large extent, to conform with sug- 
gestions from our friends in the field. 
These suggestions have been carefully 
kept against the day when a new book 
was to be printed. It was obvious 
that everyone felt that clearness of 
expression and description was a pri- 
When work on the 
new book was started everybody in 


mary necessity. 


the advertising department had it very 
thoroughly impressed upon them that, 
with the single exception of accuracy, 
clearness was the goal after which we 
were reaching. 
we have received in the few days since 


The many comments 


the distribution of the books seem to 
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indicate that we have to some extent 
attained our object. 

In striving after greater clearness 
we have rearranged the catalog and 
changed some of the schedules in such 
a manner that not only is the most 
complete information and descriptions, 
including detailed instructions, given 
in the book, but the listings are so 
arranged that the jobber and_ the 
dealer can carry in stock a wider as- 
sortment of units than ever before 
and with a smaller cash investment. 

From an order point of view the 
method of charting the various com- 
binations of devices will, we believe, 
prove both a great time saver and a 
real help in figuring orders. 

In addition to the work on the mer- 
chandising sections of the new gen- 
eral catalog we have included several 
pages of information on illumination 
which will prove helpful to both the 
contractor and the engineer in laying 
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out a lighting job for the best results. 
In addition, we believe that the con- 
tractor will find a number of points 
which will furnish him good selling 
arguments to use with his customers. 

It is noticeable, of course, that panel 
boards are not included in the new 
No. 24 Catalog. These have been 
placed in an entirely separate book— 
Catalog S-4—where ample space could 
be used to give the most complete in- 
formation concerning them. The key- 
note of the new panel board catalog 
is simplicity. Examination of this 
book will show that with the informa- 
tion given, panel boards for any job 
can be quickly and accurately speci- 
fied. This simplicity should prove 
of real value to everyone buying 
panel boards. 

Incidentally, for the benefit of Ben- 
jamin jobbers and contractors, we 
have included a number of pages of 


(Turn to Next Page, please) 
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photographs of various prominent 
buildings all over the country equipped 
with Benjamin-Starrett panels. The 
old Japanese proverb savs that one 
picture is worth 1,000 words. We be- 
lieve that actual photographs of a few 
of the fine buildings using Benjamin- 
Starrett Panels will prove a_ better 
sales help than any number of letters 
on the subject. 

The new General Catalog No. 24 
has also been reproduced in pocket 
size which is very popular with a great 
many users of Benjamin products. 

Here are a few of the comments 
which have reached us from the field: 
Boggis-Johnson, Milwaukee— 

“We are in receipt of the looseleaf 
bound catalogs, and wish to compli- 
ment you on the splendid get-up, and 
assure you these were very much ap- 
preciated.” 

Electric Appliance Co., New Orleans 

“The writer received yesterday a 
bound copy of No. 24 Catalog, and 
wishes to extend his congratulations 
on the manner in which you have listed 
the various classes of material.” 
Tri-State Electric Co., Sioux Falls, 

S. Dak. 

“Wish to thank you very much for 
these two copies, and also to compli- 
ment you on these two very fine 
books.” 

Garfield Elec’l Supply Co., Inc., New 
York City— 

“Needless to say the Banjamin cat- 
alogues portray the character of their 
makers’ and owners’ absolute per- 
fection.” 

Hendrie & Bolthoff, Denver, Colo. 

“Received your new catalog and 
wish to compliment you very highly 
on the efficient manner in which it 
has been gotten up.” 

Extra copies of both these catalogs 
are in stock in all of the Benjamin 


offices. A memo to the company will 
insure any of your customers or 
prospects receiving the new books 
promptly. 














Mr. Walter S. Clark, president of 
the Southland Electrical Supply Com- 
pany, which was organized in March 
of this year, is the son of one of the 
pioneer tobacconists of Louisville. He 
is a graduate of Yale University, 
member of the Louisville Country 
Club, River Valley Club, Electric Club, 
Board of Trade and Civitan Club, and 
an ardent golfer and fisherman. 

After having been engaged in the 
electrical business for twenty years, 
he organized the Southland Electrical 
Supply Company. He has with him 
as associates in business, Mr. John J. 
Murphy, treasurer, who started work 
as a boy of 12 vears of age for Mr 
Clark’s father, the tobacco man: Mr. 
Clarence J. Heise, secretary, who has 
been for many years associated with 
the electrical industry in Louisville. 


He is the lighting specialties man, as 
well as being the pioneer electric range 
and vacuum cleaner man in that sec- 
tion. Mr. Edward M. Zapp, vice-presi- 
dent, has had many years’ experience 
as director of sales and publicity, and 
is a New Albany man, and also a 
member of the .various branches of 
Masonry in Indiana, having been ac- 
tively engaged in fraternal work in his 
home state for many years. 

The Southland Electrical Supply 
Company has taken over the sale of 
such well known electrical wiring de- 
vices as the Bryant Electric Com- 
pany’s line which has been distributed 
in Louisville for over thirty years: 
Benjamin Electric Mfg. Co.’s lighting 
specialties; Economy renewable fuses: 
Edison Mazda lamps; Robbins & 
Myers’ fans: Simplex electric appli- 
ances: Master violet ray apparatus; a 
complete line of electrical fixtures and 
other representative lines of electrical 
supplies. 


Industrial Signals Going 
Strong 


The Industrial Signal campaign is 
going strong in its second stage. Be- 
ginning August 15th we are going to 
every fire department in the United 
States located in towns of more than 
5,000 population, with the story of 
Benjamin signals as applied to fire 
department needs. 

The first campaign brought many 
hundreds of inquiries which resulted 
in much new business for Benjamin 
distributors and jobbers. There is no 
doubt that the present campaign will 
also uncover much business. All in- 
quiries received by us will be for- 
warded direct to Benjamin distributors 
and jobbers for follow-up by sales- 
men. 
































new building of the What Cheer Laundry at Providence, 
laundry equipment people. The installation was sold by ; 
light and night light photographs in one of the departments of the new laundry, 





the Boss Electrical Supply Co., Providence. 





In last month’s Reflector, we published a little story about the splendid success with which Benjamin Glassteel Diffusers were used to illuminate the 
oa f This installation has attracted a lot of favorable comment among laundrymen anc 
The illustrations show respectively the day- 
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Sither has been placed in 











J. LL. 
charge of the radio department of 
the North Coast Electric Co., Seat- 


tle, Wash. He was formerly with L. 
C. Warner and the Hilman Specialty 
Co. 

Two new men have been added to 
the sales force of the Alexander & 
Lavenson Co., San Francisco, Clay- 
ton C, Allen and Louis R. Swenson. 

D. W. Fuller recently left the Ili- 
Fixture and Electrical Supply 
Co. to go with the Triangle Electric 
Co. of Chicago. This is not a new 


nois 


connection for him as he was with 
the Triangle before joining forces 
with the Illinois Fixture. 

ae a 
the Capitol 


(Tom) Carson is now with 
Electric Supply Co., 








D. Peabody, president 
and general manager, Peabody Electric 
Co., Muskogee, Okla. Mr. Peabody, or 
“Al’ as he is known to his friends, is a 
graduate electrical engineer, started 15 
years ago in the electrical business as a 
contractor dealer, and four and one-half 
years ago stepped into the jobbing game, 
and from a small beginning has men 
traveling in five states. In addition to 
this, he has found time to serve as member 
of board of directors, Chamber of Com- 
merce, Muskogee, three years, president of 
Lions Club, one year, member of board of 
governors, Lions Club, five years and is 
now district governor of District No. 8 
Lions, and member of International Board 
of District Governors of the Lions Club. 
We are told, but this is a secret, that he 
also maneuvers a clever stick at the Golf 
Club. 


Introducing A. 








Lansing, Mich. He comes from the 
Electric Supply Co., Saginaw, Mich., 
after serving it for 11 years. 
Western Electric Co., Chicago, has 
recently promoted Vic Emblad from 
the office to the Vie will hit 
the ball out in the Iowa woods some- 
We congratuate Vic on be- 
coming a regular salesman and hope 
his bonus next April will bring him 
one of these new model Cadillacs or 
Fords or something. A. A. Austm, 
formerly with another of the Chicago 


road. 


where. 


jobbers is now on the Western pay- 
Wisconsin. If he gets up 
Lac and the other 


roll in 
around Fond du 
valley towns we request he give our 
regards to all the girls we used to 
know. 

Radio will, no doubt, be looking up 
for the Rumsey Electric Co., Phil- 
adelphia from now on for the reason 
that E. A. Gibson has been added to 
the staff as a radio specialty sales- 
man. 

Two new salesman are seen around 
the Carroll Electric Co., Baltimore, 
Md. They are Phillip Sullivan and 
A. J. 


this issue, T. G. Hardesty, Jr., is no 


Purves. As noted elsewhere in 


longer connected with the company. 
R. H. O'Neil is a new salesman for 


the Hessel & Hoppen Co., New 
Haven, Conn. 
The Asheville house of the Pied- 


mont Electric Co. has added two new 
salesmen in the persons of B. W. 
Hawkes and Robert H. Plant. 

The organization of the 
Williamson Company, Wil- 
welcomes W. N. 


sales 
Supply 
Va., 


Curry to its force. 


liamson, W. 


Roger Leonard has taken up his 
duty as salesman for the Charles E. 
Hayes Co., Springfield, Mass. W. A. 
Hayes, a graduate of the University 
of Michigan (Sigma Chi), has started 
at the of the 
counter man, 

The Monumental Electric Supply 
Co., Baltimore, Md., announces that 
Edward Martin has been appointed 
and Walter Florence coun- 


bottom business as a 


salesman 
ter man, 

E. A. McGraw, for the past three 
vears with the H. I. Sackett Elec- 
tric Co., Buffalo, N. Y., will special- 
ize in Mazda lamps for the A. Hersh 
Electric Co., of the same city. He 
will operate in Buffalo and western 
New York. 

The Interstate Electric Co. of New 
Orleans has recently added to its sales 
department, S. J. Parks and Scott 
Helt, both radio salesmen of ability. 
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We here present a photo of President 
H. L. Crown and Credit Man M. 
Schneider of the Crown Electric Supply 
Co., St. Louis. Great good fortune at- 
tended the securing of this snapshot, as 
they don’t pose for everybody. It took 
a cigar to get them together. Crown is 
on the right. 





Mr. Helt, an ex-Signal Corps radio 
specialist, was formerly employed as 
radio salesman with the Sigler Elec- 
tric Co. of Mobile, Ala. Mr. Parks 
is an ex-Navy operator, formerly with 
the Electron Engineering Co., of New 
Orleans and the radio department of 
Woodruff Furniture Co., Hattiesburg, 
Miss. 
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2S oo - ates: 

What’s wrong with this picture? 
Answer: Gentlemen do not throw their 
shoes at the hostess’s dog without tying a 
string to the shoes so they can pull ’em 
back again. Herb Wilson of “Red Spot” 
fame tried it when he visited Cliff Sampson 
of B-R Electric Co, and the pup ran off 
with Herbie’s footwear. 

















Eee eee eee eee es ae 








34 THE JOBBER'SHAISALESMAN 



















“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


You Can Get Orders Now on 
ttn $ > 













Jefferson Table Lamps 


These Jefferson table lamps are 
unusually attractive and possess all 
the requisite points essential for 
quick sale. You will experience 
little difficulty in convincing your 
trade that here is the line on which 
they can make a wide margin of 
profit and make it regularly. Speci- 
fications of these lamps are 
listed on opposite page. 


803-J-2353 


810-J-2351 
Lastina 


Etruscan Bronze 











— LS 





New York City Sales Room—Rm. 356—200 Fifth Ave. 
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‘Che Jefferson Glass Company 
Follansbee West Virginia 
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Jefferson Lamps for Fall 


16-inch Hand Painted 

Glass Shades 
Height, Over All 22 in. 
Two Pull Chain Sockets 
Silk Cord 


Two Piece Plug 
Cast Metal Bases 









180-J-2355 


Parisian Bronze 


810-J-2352 


Florentine Bronze 






Jobbers Salesman—tright now is the right time for you to get after your trade for fall and early 
winter business. They all know the high quality of the Jefferson Line and what it means to sell 
to their trade. 


Your dealers can be made to think of their 
holiday trade and you can cash-in on it with quan- 
tity orders. Why not get your dealers fall and 
winter requisites on Jefferson Lamps out of the 
way and at the same time complete their stocks 
on Jefferson Residential and Commercial Units. 
It will assure them first class stocks in a variety of 
designs that will appeal to everyone of their cus- 





tomers. 
an We sell only through legitimate electrical job- 
2 Dozen bers. 


Permanent Chicago Display 1008 State-Lake Bldg. 
Che Jefferson Glass Company 
Follansbee West Virsinia 


She JEFFERSON QUALITY LINE OF BOU DOIRS ana TORCHIERES 


cfor the Jobbers trade 
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Both are typical representatives of 


Interstate 
Electric Co. has certainly been for- 


the new school and the 
tunate in securing their services. Mr. 


Helt will be 
as assistant to IF. B. 


employed in the office 
Stern in radio 
sales promotion work and Parks will 
hit the road, renewing acquaintances 
made through the South while with 
the above companies. 

Cs V3 
force of the Treadway Electric Co., 
Little Rock, Ark., and will travel the 


northern part of Arkansas, 
*e * * 


Moberg has joined the sales 


Wesco of Denver Changes 
Personnel 

The Weseo Co., Denver, Colo., has 
recently undergone a change in per 
sonnel. W. W. McFarland is now 
manager of the company. Mr. Me- 
the electrical 
business since the 'l’. & H. base-carbon 


Farland has been in 
lamp was in use, so his experience and 
acquaintance is broad, 
The Weseo Co. has a 
‘comprising 16,000 sq. ft. 


warehouse 


The com 


pany is looking for new accounts to 
handle for the change in personnel 


has made it necessary to re establish 
lines 


% 


’ * 
Kiefer Adds More Space 
The corner room at 300° Sovth 
Washington St., adjoining the present 
Kiefer Electrical 
of Peoria, Ill., has been 
This addi 


tional Space was made necessary to 


location ot the 
Supply Co 
leased by that company. 


ommodate an additional stock room 
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a 


R. Klein, manager of the radio de- 


partment of the Midwest Electric Cc., 
Des Moines, Ia., went in for fishing and 
radio on his vacation. 
catch at Hubbard, Minn., was certainly a 
dandy. 


That afternoon 





This will 


place the company in a much better 


and shipping department. 


posiiton to render service. 
%* * * 


J. C. Lazard Dies Suddenly 

J.C. Lazard, secretary of the Elec 
trical Supply Co., New Orleans, La., 
since its organization, died suddenly 
at his home in New Orleans on the 


night of July 21. Mr. Lazard was 


also a member of the board of direc 


tors of the Electrical Supply Co., and 
had up until about two years ago been 
actively engaged in the retailing cloth 
ing business operating the concern of 
( Lazard & Co., 
and older firms in the city. He was 


one of the larger 








Kansas City, Mo l’resident ‘1 \ 
the firm are Messrs. Donnell, 
Frank Walker witt Kid 
Vanhatta 


tue n; Freda M1 er; FA 


Continenta 


Electric Co., 
Waldo was absent The other members of 
(Donnell ar 

Bollinge ’ 
Klectrical Sup. Co. St. Low 


the new jobber 


ad Johnson Left to right: 

under his wing); A. W (Abe) Martin, 
o.: J YDonnell: C. BK. Heggenderfer;: 
lohnse mi G. T. O'Donnell 





of a mild, kindly disposition and well 
liked by employees as well as a host 
He is 
survived by his wife, two sons, Ben- 
jamin and Jules Lazard, the latter 
being connected with the firm as sales- 


of acquaintances and friends. 


man, and two daughters. Miss Calme 


Lazard, and Mrs. L. L. Hirsch. 


* * * 


Delinquent Accounts 
The accompanying tabulation shows 
the number of delinquent accounts re 
to the National Electrical 
Credit Association by member manu 


ported 
facturers and jobbers during June, 
1925, and July, 1925, as compared 
with the same months the previous 
vear, together with the total amounts 


and average amounts of the delin 
que nceies. 
Rrancl Number of 

ind Accounts Total Averagt 
Mont} Reported Amount Amount 
Central Division 
June, 1924 889 $108,728 48 $122.80 
June, 1925 900 102,868.77 113.74 
July, 1924 885 107,778.30 985.79 
July, 1925 818 LOLS74.45 125.80 
Vew York 
June, 1924 336 £9,433 00 147.00 
June, 1925 415 5B AL4.00 129.00 
July, 1924... 356 60,164.00 170.00 
July, 1925... 356 42,504.00 120.00 
Philade Iphia 
June, 1924 248 28,063.46 113.16 
June, 1925 259 86,497.91 140.92 
July, 1924 270 80,596.62 113 82 
July, 1925.... 216 80,594.59 141.64 
Vew Enaland 
June, 1924 8S 7,021.00 79.78 
June, 1925 87 15,810.85 175.74 
July, 1924 112 10,6838 68 95.40 
July, 1925 87 15,810.85 175.74 
Pacific Coaat 
June, 1924 22 3,877.89 176.25 
June, 1925 17 2,193.62 129.04 
July, 1924 19 616.00 32.42 
July, 1925 18 5,068.21 281.28 
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Get Behind a Standard Line 
of Safety Switches 


HE demand for Westinghouse 

WkK Safety Switches is increasing 
daily. Architects, plant engineers and 
executives, and other purchasers of 
safety switches have become familiar 
with WK quality and are specifying 
WkK switches for every variety of 
switch application. 


Safety of operation, simplicity of design, 
and assurance of continuous service 
are the reason for this preference. 


Every WK Safety Switch sold is a 
salesman for a repeat order. 


The booklet, The ABC of Safety 
Switches, is a condensed education on 
safety switch design and application. 
It will help you solve your customers’ 
switch problems. Mail the coupon. 


Westinghouse Electric & Manufacturing Company 
_ Merchandising Department 
Mansfield Works Mansfield, Ohio 
Sales Offices in All Principal Cities of 
the United States and Foreign Countries 
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Wigan” Pasent 
Pending 
6MB 


With Moe-Bridges Glass Unit 
No. 7614 


springs or slots. 


moved or replaced instantly. Will take any type 
of glassware. Good looking. Priced very low. 


The new M-B Stemless Canopy, with which 
the pendant type holder is equipped, has these 
advantages: More economical to install. Adapt- 
able to all types of fittings. Insures a more solid 
job. More substantial in appearance. Eliminates 
stem and slip ring on canopy. Canopy can be 
dropped down over chain, making it easily ac- 
cessible for splicing and inspection. A half turn 
and canopy is securely locked in place. 


‘Che New MoeDvidges Safety Holders 


Wy ke the newest and biggest sales proposition 


you've had called to your attention for some time. 


The Electrical Industry is making a determined drive 
to educate American Business to the need of Better 
Lighting. Leading business magazines, through paid 
advertising space and editorials, are convincing mer- 
chants and manufacturers that “Better Lighting Pays 


Dividends.” 


The field is “all set” for a wonderful harvest. We, too» 
are “all set” since we've perfected and are in produc- 
tion on the best Commercial Holder on the market 
today. 


The M-B Safety Holder has everything in its favor— 
Safety, Attractiveness, Ease of Installation, Economy 
of Maintenance and Economy of Installation. 


Every Electrical Dealer and Contractor who is at all 
concerned with Commercial Lighting Units will be 
interested in this one. 


Here are some of the reasons: No screws, clamps, 
Perfectly safe; not affected by 
vibration. No complicated parts to get out of 
order. Gravity grip; locks itself from the inside. 
Dirt and insect proof. Glassware can be re- 
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MOE‘BRIDGES COMPANY 


Fadtory and Main Offices MILWAUKEE 
DETROT MINNEAPOLIS i FRANCISCO LOS ANGELES 
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Full page ads in representative dealer publica- 
tions such as Electrical Merchandising, Elec- 
trical Record, Lighting Fixtures and Lighting, 
are being used. Also page and half- page space 


PHANTOM VIEW OF 6 MB 





To Help You Sell the M-B Safety Holder 


: HE M-B Safety Holder has greater possibil- 

ities than any fixture we have designed for 
the Commercial Lighting field. Big builders, 
contractors, architects — all will be interested. 





in Architectural Rec- rans 
ord anda full page waa 
: ’ 6 MBC 

in Sweet’s Catalog. With Moe-Bridges Glass Unit No. 7614 


To say nothing of 
folders, booklets, etc., for distribution to 
and by your dealers. 


It is safe to say that every dealer is going to 
know about this really revolutionary holder 
— the M-B Safety Holder — in short order. 
And he’s going to continue to hear about 
it for quite some time to come. The sales 
points, the advantages, the possibilities are 
going to be pounded home. And in a man- 
ner sO persuasive, so convincing, that he’s 
just naturally bound to act. 


A sample holder will be sent FREE to any 
Jobber’s Sales Manager upon request. Full 
details go with it. Get the facts before your 
dealers ask for them. 









oe 





MOEBRIDGES COMPANY 


Dasvlay Rooms 





NEW \¢ 





YRK 


Fa@ory aad Main Offices: MILWAUKEE 


YETROIT — MINNEAPOLIS AN FRANCISCO — LOS ANGELES 
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The Electrical Get-Together 
Club 

For a number of years prior to 
1922, there was an organization in 
Connecticut known as the “Connecti- 
cut Get-Together Club of the N. E. 
L. A.” This was run for seven 
years, the last meeting being held in 
1921. The organization was not in- 
corporated, being a voluntary associa- 
tion run by a committee which each 
year appointed a committee to act for 
the ensuing year. The _ executive 
committee was composed of men from 
various branches of the industry. 

In early 1922, the committee then 
in office, of which.Haynes L. Everest 
of the Hart & Hegeman Mfg. Co., was 
chairman and treasurer, held a meet- 
ing at which it was decided that at 
that time there was a lapse of inter- 
est and that the existence of the or- 
ganization be terminated. 

Last year, some of the contractors 
and jobbers’ salesmen manifested a 
certain amount of and ex- 
pressed the belief that bringing the 
club to life would meet with a good 
response. Early this year C. H, 
Albee of the C. S. Mersick Co., of 
New Haven, came to Mr. Everest and 
expressed the belief that it would be 
a good plan to revive the club, this 
having been presented to him by a 
number in the industry. 

A meeting was called some two 


interest 
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Well! Well! here is an appliance depart- 
ment manager right out on the street, 
catalog and all, going after the business. 
A. A. Skelton, of the Southwest General 
Electric Co., is the gentleman caught in 
the act. 


Did you ever see so many marcelled bobs and—and—and smiling faces at one 
An even dozen from Western Electric Co., Kansas City, Mo. 


time before? 


All 


happy as larks in spite of its being Monday A. M. 





months ago by six men, H. L. Ever- 
est, chairman; C. H. Albee; James 
Erwin, Charles Hayden, E. E. Hurl- 
burt and T. Smith McLean. They 
organized themselves into a self-ap- 
pointed executive committee, first se- 
curing enough favorable replies from 
contractors to assure real interest on 
the part of the state contractors. 
Everything has been going quite 
smoothly and an outing is slated for 
September 17 at Lake Compounce. 


* * * 


Dave Harris Succeeds Bibbins 


David E. Harris, for a number of 
years vice-president and sales man- 
agér of the Pacific States Electric Co., 
San Francisco, has been elected presi- 
dent to succeed T. E. Bibbins, whose 
death was announced in the August 
issue. 

Mr. Harris has had 
experience in the electrical industry 
and in his long connection with the 
jobbing branch has made numberless 


an extensive 


friends on the Pacific Coast who will 
be happy to learn of this well deserved 
honor. 

* * * 


Wetmore-Savage Takes on 
Ham Electric 

Announcement has been made by 
the E. W. Ham Electric Co., Boston, 
that it has definitely discontinued the 
electrical supply business. August 1 
the Wetmore-Savage Electric Supply 
Co., of Boston, took charge, and will 
in the future conduct the business in 
its name. 

The management of the organiza- 
tion will remain as in the past with 
the exception that treasurer, E. W. 
Ham, will withdraw from the elec- 
trical business, 


Davidsons Off for Alaska 

Who says that the jobbing business 
represents an endless round of toil? 
Why some of these toilers even go to 
Alaska for a vacation. J. C. David- 
son, manager of the Hendrie & Bolt- 
off Manufacturing & Supply Co. 
started in August, with his wife and 
daughter, for an extended tour of 
that far-off section of our country. 

* * * 


Southern Supply Opens Elmira 
Branch 
The Southern New York Electri- 
cal supply Corp., Binghamton, N. Y., 
advised that on September 1 it would 
open a branch at Elmira, N. Y., at 
240 W., Water street, with a full line 
of electrical supplies. This is one of 
a series of branches that the com- 
pany to establish. The 
main office at Binghamton will pur- 
chase for the branches. 


proposes 





D. F. Reseborough, of Western Electric 
Co., Omaha, Neb., about to start out on his 
territory. He is another old stager who 
has been hitting the ball since “away back 
when.” 

















ENEWABLE 


You have to see one of these new “Union” 
fuses—take it apart and put it together your- 
seli—to really appreciate how the simplicity 
and ruggédness contribute to its long life. 


Then these exclusive features will be so ap- 
parent you'll wonder why such a fuse wasn’t 
brought out before. 


A new and 
improved 
design that 
minimizes fuse 
maintenance 


As dependable as ever, and now simplified be- 
yond comparison. 


Construction is extremely rugged, insuring long 
service by withstanding an unusually large num- 
ber of blowouts. 

Renewal is made exceptionally quick and easy. 


Fully approved by the Underwriters, and made 
in all standard ratings—65 to 600 amperes, 250 
and 600 volts. 





> UNIO 


features 


that are important = 


to every user of fuses 


1 Simplicity—now added to strength. 
The improved design and rugged 
construction of “Union” Renewable 
Fuses enable them to withstand an ex- 
ceptionally large number of blowouts. 


Renewal of the fusible element made 


in only a few seconds, thereby saving 
time and labor. 


3 To take the fuse apart, all that is nec- 
essary is to unscrew the two caps and 
then slip out the entire knife-blade mem- 
ber. One cap can be removed, but the 
other is held on the knife blade by twonibs. 


Assembly is accomplished easily and 
quickly, and the design is such that 
the fuse cannot be put together in any 
but the correct way. There are no delicate 
parts, and no special tools are required. 


5 Small number of parts results in keep- 
ing fuses in service because the lia- 
bility of losing one of the parts is lessened. 


6 The casing is made of extra heavy 
grey horn fibre to withstand the pres- 
sure developed when the fuse is blown. 


gig 


The brass ends are permanently secured 
to the casing, and have large openings 
that facilitate cleaning and inspection. 


7 Venting, an important consideration 
in fuse operation, is obtained and 
maintained by means of carefully pro- 
portioned longitudinal passages in the 
casing. This method positively prevents 
molten metal from getting into the 
threads of the caps, which might cause 
them to “freeze.” 


8 The knife-blade member is excep- 
tionally rigid and substantial and 
holds the blades in alignment, thus as- 
suring positive contact with the clips. 
9 The fusible element is an exclusive 
feature. Fusion occurs midway be- 
tween contacts, so that the connecting 
parts are always clean. The link is 
notched at both ends and held down by 
studs and washers. The studs thread di- 
rectly into the knife-blade member and 
as threads are not exposed, clogging by 
molten fuse metal is prevented. This 
construction also prevents loss or mis- 
placement of nuts and bolts. 
1 0 Dependable performance has al- 
ways characterized “Union” Re- 
newable Fuses, and the new design gives 


simplicity as well as maximum fuse pro- 
tection. 


CHICAGO FUSE MFG. Co. 


MANUFACTURERS N 
OF 


ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 


LAFLIN & 15TH STREETS 


ss 


RENEWABLE 


FUSE 


Full-sized openings 
in both ends of the 
case make easy clean- 
ing and inspection. 


CHICAGO 
ote the substantial construction 


of the knife-blade member. 














ro REED te Bibb Mga ee 84 





September, 1925 


THE JOBBER’SfJJSALESMAN 43 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS 


- 


ae 


7” 
- 
eo. 
Ly — 


Sees 


7 


(LY ELECTRIC 
De ces 


The truck as illustrated is covering all northern and central California in the 
interest of L. & H. electric ranges for Alexander & Lavenson Elec’l Supply Co., 


San Francisco, Calif., distributors in that territory. 


Perfect highways and the 


co-operation of the power companies with the dealer make such selling methods 


possible. 


Interest in the traveling display has been beyond expectation, and has 


resulted in further enthusing the dealer over the possibility of range sales. 





Important Additions to Sibley- 
Pitman Organization 

N. S. Harris recently joined the 
organization of the Sibley-Pitman 
Electric Corp., New York, to special- 
ize upon central stations and whole- 
industrials. 
connected with the Electric Supply 
& Equipment Co., of Hartford for 
three vears, and following this em- 


sale He was formerly 


ployment was central station spe- 
with the Electric 
Appliance Co. for four years, 


cialist Edison 





“Whaddya wanna stop me for when I’m 
starting after orders?” asks Fred Frank- 
lin of the “House of Downing,” Des 
Moines, Ia. Next to selling, Fred likes 
fishing best. Why, he’s the fellow who 
took 110 rock bass out of a hole under 
the bank. 


o. A, 


organization to follow up important 


Mulligan recently joined the 
and general 
work. entered the 
employ of the Electric 
works, General Electric Co., in 1909. 


contractors 
He 
Sprague 


electrical 
construction 


woking for them continuously until 
this time. For the past two years he 
was national field representative on 
conduit products for the merchandise 
department. 

A. L. Paulhus has been assigned 
to the Manhattan district. 
Prior to taking up this position he 


lower 


was a specialist in the wiring device 


section, merchandise department. 


General Electric Co., working out of 


Bridgeport. He is a graduate of the 


THE MOST 


IMPORTANT MAN IN THE INDUSTRY.” 


The Frank H. Stewart Electric Co. of 
Philadelphia, recently had a picnic. Car- 
nell sent these two pictures but failed to 
give the names. But as Darwin said. 
“What’s in a name?” 





General Electric Engineering school 
at Lynn, as well as the merchandise 
training course at Bridgeport. 

* * * 


Al Browning Promoted 

k. R. Morris, manager of 
the Robertson-Cataract Electric Co., 
announces the appointment of A. J. 


sales 


Browning as manager of the com- 
pany’s Syracuse branch. Mr. Brown- 
ing is one of the popular electrical 
inen in those parts. having made a 
host of friends in his sales promotion 
work at the Buffalo house. 

















This is the recently opened Western Electric supply house at Miami, Fla. It is 
located at 68 Twenty-fifth street, N. E., and contains 6,500 square feet of floor space. 
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Electric Refrigeration Attrac- 
ting Attention 

The National Electic Light Asso- 
ciation has some interesting informa- 
tion on electric refrigeration. It is 
said that this business has attracted 
the attention of Wall Street and in- 
vestment capital quite as suddenly as 
did the radio boom. 

The Association has computed com- 
parative costs of operating the ice- 
cooled cabinet and the electrically op- 
erated refrigerator. Taking the esti- 
mated cost of ice at 60 cents per 100 
pounds and electricity at 5.3 cents per 
kilowatt hour and subjecting the cab- 
inet to an average outside temperature 
of 70 degrees, it is figured that the 
electrically operated refrigerator con- 
sumes 2.62 kilowatt hours per day and 
the ice-cooled cabinet consumes close 
to 40 pounds of ice. On this basis the 
cost of operating by electricity for a 
year would be $50.67 while the cost 
for ice would be $86.40. As a matter 
of fact this estimate is liberal. 


Enthusiasts for public utility stocks 
have not overlooked the bearing of 
the growth of electric refrigeration on 
There are 14,000,000 
Average 


their favorites. 
homes wired for electricity. 
electric light bills of these homes is 
#2 per month, a figure so low that the 
business is barely profitable. General 
adoption of the electric refrigerator, 
however, would the average 
household consumer a profitable cus- 
tomer, substantially improve the load 
factor of the electric companies and 
add some $340,000,000 a year to their 
gross revenues, .Of course these pros- 
pects will not be realized at once. 
Despite the overwhelming superiority 
of electricity as a source of light there 
are still some 8,000,000 homes de- 
pendent upon gas or kerosene oil for 
illumination. The ice companies do 
not regard the electric refrigerator as 
offering any immediate threat to their 
business. As yet the electric refriger- 
ator is a luxury, though even at the 
present cost of about $250 per unit it 
is making a strong appeal to the 


make 


householder. Doubtless costs will be 
substantially reduced as the industry 
gets on a quantity production basis. 
This has been the general experience 
of infant industries and electric re- 
frigeration is hardly likely to be the 
exception. 
* * 
Who Can Beat Englekraut’s 
Big Order? 

George Englekraut, assistant sales 
manager, Franklin Electric Co., 50 
North Seventh St., Philadelphia, 
claims the distinction of having ob- 
tained the largest order for electric 
toasters ever placed, in the Phila- 


delphia_ territory at least. The 
toasters were of the Marion line, 
made by the Rutenber Electric Co., 


Marion, Ind. The number of toasters 
ordered was 20,000 and to be shipped 
immediately and all at once. George 
says it took only three calls to land 
the order and that the secret of mak- 
ing the sale was in finding and get- 
ting to the man with the authority to 


buy. When George isn’t selling toast- 





George Englekraut and Son. 





ers, he’s photographing young George 
shown with his daddy in the picture. 
* * * 


Last Word in Appliance 
Equipment 

The Glenman Realty Co., with of- 
fices at 15 East 40th street, New 
York, purpose erecting three comple- 
tely electrified and ultra modern 
apartment houses at Jackson Heights. 
The first of these, Tudor Hall, it is 
expected will be entirely completed 
October 1. It comprises 88 apart- 
ments said to be the most completely 
electrified of any in this country. 

Some of the exceptional features 
are the electric refrigeration system, 
electric dish washers and combination 
gas and electric ranges, all of which 
are built in and thus are permanent 
installations. Other special features 
are the electrically operated ventilat- 
ing system, automatic electric eleva- 
tors, electric community laundry in the 
basement and permanent radio aerials 
and “rounds” in every apartment 
which add to the comfort and con- 
venience of the tenants. 

Experts were consulted about the 
lighting, and special fixtures have been 
designed to provide both utilitarian 
and decorative illumination. 


* * * 


Cutting the Price 
There is a great deal which is mis- 
leading about cutting a price to stim 
ulate business. A surprising amount 
of volume must be accomplished to 
gain the same volume in dollars to 
balance the effect of selling at reduced 


prices. On a 25% margin: 

5% cut calls for 1823% more vol. 
10% cut calls for 50% more vol. 
15% cut calls for 75% more vol. 


With a cost of $75 and a selling 
price of $100 a 10% cut gives $90 
sales—$15 profit. Sales must then be 
increased two-thirds to get back the 
other $10 profit, or half, if it is figured 
from the original $100 basis. It is 
necessary to sell $118.75 to make up 
a 5% cut. 
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“NO BETTER HEATER 
At Any Price!!"’ 





a he real 
heater hit of 
t he season 
for satisfied 
c ust omers. 


Substantially Waffle Iron (W1). 
List, $9.7 


Colonial pancied. List. $7.90 
Olonial pane! 5 st, ° 
P12, 12-cup, $9.00 i Diam. 


FULL 
SIZE 


built through- 
out. Solid 
polished cop- 
per bowl re- 
flector 13 in. 
diam. Orna- 
mental 
bronze finish 
base. Height 
overall 1614 
in. Watts 
660. 







3 





| List 
PRICE 
$6.00 


Urge your 
dealers to 
stockand 
push this 
w on de rful 
value for vol- 





29VUM 


. Curling Iron No. 516A. De- 
ume business tachable Plug in Handie 
and big st, 0 
profits. 








Percolator (P 5). 6- Cup. 
Puritan Style. List, $6.00 


WAAGE No. 130 “SUN HEAT” 




























Push Honest Values—Discard the ‘‘Bunk’’ 


Beware of “hot air” electrical manufacturers with high 
pressure trick claims for their appliances. 

Waage appliances have stood the acid test of service day 
after day and year after year. They are “honor built” 
upon standards tested and approved by years of actual sat- 
isfactory use, are reasonably priced and backed by an or- 
ganization with years of successful experience. 





Repairall heaung Element 
(1E6). For most all single- 
heat irons. List, $1.40 


Sun Heat (130). Biggest 
Heater Value on the market. 
13%-in. Bowl. List, $6.00 | 








—— 














Our New Catalog Gladly Sent on Request. 


WAAGE ELECTRIC CoO. 


6 Reade St., New York 5100 W. Ravenswood Ave., Chicago 
2110 Young St., Dallas, Tex. 1622 W. 16th St., Los Angeles, Calif. 


WAAGE WINNERS 












Traveller’s Iron (31). One 
Heat. Weight, 3 Ibs. 
List, $4.50 





Triple- Heat 
Warming Pad 
(H-P.3) 
Size, 12x15 


List, $8.00 


















Glad Iron (61G). With Plug, Guard and Waage 3-Heat (63A). Weight. 
Sep. Stand. One Heat. Weight, 6 Ibs. Redio Iron (161). One Heat, with Sep. Stand. 6% lbs. Watts. 170-490-660. 
List. $4.50 List, $3.75 List, $6.75 
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“Get In Line!” 


Big boom coming in reflectors for 
industrial lighting. 


Greatest campaign our industry has 
ever known now in full swing to im- 
prove industrial lighting. 


Cash-in on big profits possible with 
Sun-Ray line. 


Sun-Ray produces more and better 
light, and units are made entirely 
of metal—won’t break. 


Sold by Recognized Jobbers 


Steg @) Ow) = 6S ihe 


119 Lafayette Street, New York, N. Y. 
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The New “Circle T” Two- Position 
Motor Starting Switch 


' No. 94321 (a) Throw handle forward, as far as it will 
pebieidea a ; go, to “start” position. Fuses are short- 
Showing, switch in “off” position circuited by one of the blades on auxil- 
_ _—_———- iary rotor coming in contact with fuse 
Cat clips. C7 7 
No Amp. Pole Volt List (b) Hold handle in position until motor 
we neen nnn n nee en en en eee n enna nee eee weteeee nant teen eens reaches normal speed. 
94221 0 2 250 $7.50 (c) Ease handle back, to second or “run- 
94321 0 3 250 9.00 ning” position, thereby taking one of 
the blades on auxiliary rotor out of con- 
Box: tact with fuse clips; this puts the fuses 
ee in circuit. 
2 and 3 P. 8”x6%4"x44” (d) To stop motor. Pull handle clear back, 
Discounts—Schedule C to “off”? position. 
THE TRUMBULL ELECTRIC MFG. CO. 
PLAINVILLE, CONN. 
New York Chicago San Francisco 
114 Liberty Street 2001 W. Pershing Road 595 Mission Street 
Boston Philadelphia Jacksonville, Fla. 


new “Circle T” Two-Posi- 
Motor Starting Switch No. 
is offered for use with motors 
and under to fill 
trade for a type 
short circuits the 


The 
tion 
94321 
three horsepower 
the want of your 
of switch that 
fuses in starting. 

The 
features 


many important 
you in making 
almost half the 
switches; is 


switch has 

to assist 
sales. It sells for 
price of competitive 
about half the size of similar 
switches and is encased in a full 
safety interlocking box of unusual 
rigidity, with the quick-make and 
quick-break feature. The operations 
are very simple. To operate: 








' workmen. 











' catalog itself. 


















Salesmen’s Catalogs 
By R. M. HAEGE, 
Sales Manager, Wesco Supply Co., 
St. Louis. 


All workmen do better work with 
good tools. Salesmen are high-priced 
To their salary must be 
added traveling and entertaining ex- 
pense. ‘The total always amounts to 
a considerable figure. 


A price catalog is the tool with 


which the salesman labors. As such 
it should receive the most careful 
consideration and attention of the 


sales manager who, in the final analy 
sis, is the tool room foreman whose 
duty it is to see that his company’s 
representatives equipped 
first-class, sharp tools. 

A prime requirement of any sales- 
man’s catalog is that it be complete 
and contain all necessary information. 
By means of it a salesman should be 


are with 


a true representative of his house and 
not a traveling order-taker who is 
always writing in to the house asking 
for, and receiving, special prices. Cus 
tomers should always feel that the 
salesman is the house. 

A second requirement is well ar- 
ranged, easily read sheets. Nearly 
all electrical supply houses now use 
EK. S. J. A. standard size sheets and 
most manufacturers have been edu 
cated to the proper preparation of 
them. A few manufacturers, 
ever, still fail to leave a proper blank 
margin of not less than 114 inches on 
the left-hand side of the sheets. This 
margin is essential because without it 
any information appearing on_ this 
portion of the sheet can hardly be 
read unless the catalog is taken apart. 

A third requirement is light weight, 
provided it can be secured without 
sacrificing completeness. Manufac- 
turers can co-operate in this by print- 


how- 


ing their information on very light. 
strong paper. Many manufacturers 
now do this, but some still insist on 
This 


probably done at the behest of some 


using heavy glazed paper. is 


advertising department man who 
wants his pictures to look as well as 
possible. The pictures may look 


pretty, but the effect on the salesman 
who carries the extra weight is not 
beneficial to the best interest of the 
manufacturer. 

The catalog and other equipment 
carried by the average electrical sup 
ply salesman weighs about 35 Ibs., of 
which 20 Ibs. can be attributed to the 
Anything that can be 
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HE Tungar is not only known 
as the original bulb charger— 
The Tungar is a G-E but holds the lead in performance. 
product. developed in It is being studied unceasingly in 
the great Research ; 
laboratories of General the G-E laboratories, and each 
ae 2 new improvement is at once built 
wo ampere ungar - : ° 
(itaet- af the Thockion) into it. Three new points of ad- 
List. . . $18.00 vance now place the new model 
60 cycles—110 volts Tungar, which charges all makes 
of storage batteries, further than 


ever in the lead. 


1. The Tungar is more silent than 
ever. 


It has a transformer that means 
absolute protection against blow- 
ing out Radiotrons. 


It cannct create radio interfer- 
ence in a neighbor’s set. 


You can sell a Tungar to every 
man who owns a storage battery. 


Tungar 


REG. U.S. PAT. OFF. 


[BATTERY CHARGER} 
7! 




















Tungar—a registered trademark—is found only 
on the genuine. Look for it on the name plate. 


GENERAL ELECTRIC COMPANY MERCHANDISE DIVISION BRIDGEPORT, CONNECTICUT 
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The Cord Set of 











HEMCO Heater Plug 


The Hemco Heater Plug is built to meet the requirements of hard service in 
the home. It is moulded of a specially compounded material known for its 
mechanical strength. 

The terminals will automatically adjust themselves to make a perfect contact 
regardless of the condition or the shape of the lugs. One side of the terminal is 
balanced in a floating position, which permits self aligning and insures a maxi- 

! mum of electrical contact over the entire length of the terminals. 
a { C These terminals are made of heavy brass. The contact spring is made of special 
® heat treated piano wire, and is capable of resisting remarkably high heats. 
Non-slip finger grips are provided on each side of the plug, and the smooth, 
positive action of the contact terminals allows quick removal of the plug from ap- 
pliances, which reduces the burning of the terminals when the contact is broken. 
The goose-neck shaped grooves for the wires serve to relieve strains on the 
cord inside the plug and protects it from breakage. 
A non-breakable bushing is attached securely to the end of the spring, which 
permanently protects the insulation on the cord. 
The Hemco Plug has a glossy finish that is retained through its long years of 


service. HEMCO Pul-Cord Attachment P lug 


The Pul-Cord Attachment Plug embodies the first great improvement in 
separable plugs in twenty years. The self-finding ring {see illustration on right} 
guides the prongs into the slots easily and quickly. 

A special bridge in the Bakelite cap, {see illustration at right} around which 
the wires are snubbed, permits yanking the cap from the receptacle without 
straining the cord. 





October 24th for the next 
Hemco Saturday Evening Post 
advertisement announcing 
this new superior Cord Set. 
Then use it in your window to 
increase your sales. 
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New Sales Appeals 





HEMCO 


features assure profit 


And now—another Hemco profit builder—the 
new HEMCO CORD SET. 


This new and superior cord set is the solution 
to every cord repair problem your dealers meet. 


Its features make it a ready seller—and the attrac- 
tive profit of its sale as a unit is an incentive for 
your customers to handle Hemco. 


Then, too, the Hemco Heater Plug, and the Pul- 
Cord Attachment Plug are packed separately in effec- 
tive cartons ready for counter or window displays. 


The complete cord set or the parts place the 
dealer in position to make any kind of a repair— 
and Hemco quality assures satisfaction that will 
make friends and build good will. 


National cAdvertising 
cAnnounces This New Product 


This Hemco Cord Set and its parts are being advertised in 
the Saturday Evening Post. Housewives will ask your dealers 
for them. See that they are supplied to care for this demand. 


Carry a sample set with you and explain these extraordi- 
nary features—they have a real sales appeal, which your cus- 
tomers will immediately recognize. Suggest, also, a tie-up with 
the national advertising. 

You, too, will find it pays to push Hemco Products. They 
are backed by a protective jobber policy—are priced right, 
and advertised extensively to the trade and consuming public. 


GEORGE RICHARDS & COMPANY 
557 West Monroe Street - CHICAGO, ILLINOIS 











Features That 
Appeal 


to Everyone 











Non-slip grips permit removal of 
the plug easily and quickly, reduc- 
ing terminal burning. 

















Hemco Heater Plug Terminal, 
showing special heat-resisting 
spring and floating contact which 
provides snug contact regardless 
of shape of appliance prong. 














Scie pole in ca we 
yanking the cap out of receptac 

without deem tog loosening the 
connections or breaking the cap. 


“Aer: 
iS 





Self-finding ring guides the prongs 
of the Hemco Pul-Cord Cap into 
the slots easily and quickly. Try 
it with your eyes c i 
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First Time in History 
A Jobber Can Sell Signs 


‘NO-BRAKuM 
ELECTRIC SIGNS“ 


“Built Like a Bridge’’ 


are 


Standard Package 
Merchandise - - - - 


fe 





Electrical jobbers will be pleased to learn that the one 


line they needed—the “‘missing link’”’ in their list of prod- 
ucts is now available to them. 
Here is a series of electric signs with standard list prices. 


Just like any other line of material you handle. 


Your salesman quotes the price, takes the order, speci- 
fies the lettering the customer wants, and we ship the sign. 


(Any lettering desired, one price)—Snow white letters. 


Simple isn’t it)—and no one ever thought of it before. 
$57.00 List—Discounts will astonish you. 


N°BRAKuM Unbreakable Glass Letter Signs. We are 


selling lots of ’em—so can you. 


N°BRAKuM Electric Signs Draw the Transient Trade 
and-—Hold the Home Folks. 


DISTRIBUTORS NOW BEING APPOINTED 


ELECTRIC DISPLAY SIGNS 


OPALUME SIGN SYSTEM 


INCORPORATED 


BATTLE CREEK, MICHIGAN 











done to lighten this weight is im- 
portant. 

By using loose-leaf sheets from a 
new general catalog recently printed, 
the Wesco Supply Co. has just cut 
the weight of its salesmen’s catalog 
from 19 lbs. to 13 Ibs. The six 
pounds cut off represents a great re- 
lief to the salesmen. The removal of 
this six pounds of weight was accom- 
panied by a reduction of approxi- 
mately 214 ins. in the thickness of 
the catalog. 

A fourth but far from unimportant 
requirement is pleasing appearance. 
Nothing detracts so much from a 
salesman’s appearance as a dog-eared, 
ill-kept catalog. Only binders of the 
best quality should be used. Those 
with metal back pieces and removable 
all-leather covers seem to stand up 
the best. The leather covers can be 
replaced by new ones very easily, and 
one good metal back thus made to last 
for many years. Since the metal back 
of these types of binders is the ex- 
pensive part, the total cost over a 
period of years is small. 

* * #* 
Colonial Seeks New Quarters 

The Colonial Electric Co., Philadel- 
phia, has recently moved to 24 North 
Tenth St., from its previous location 
at 932 Arch St. 








’. E. Jones, (left), salesman for Frank 
C. Teai Co., Detroit, telling about the one 
that got away. No doubt, the attentive 
listener is Andy McLean, electrical con- 
tractor of Detroit, and “Ssh” Andy—vwell, 
go on and guess, the Cass Lake mystery. 








All salesmen will be delighted with this new 
Greist achievement in quality and price appeal. 


HIS Super ApjustaB_e Lamp is a di- 

rect result of our 15 years’ successful 
experience since we began the manufacture 
of the Wa ttace, which established the 
market for adjustable clamping lamps. 
NevER before has it been possible for you 
to offer the equal of this new lamp in qual- 
ity, utility and beauty of design at such a 
compelling price. 
SHow and talk this lamp and you have a 
sure start toward a good order. 


URGE your customers to secure an ample 


stock—to make them a price leader—have 
them featured in window displays with the 
Junior.titE and other popular Greist 
Lamps. Show your dealers and their clerks 
how to display them—hanging, standing or clamped in places where 
consumers can see for themselves the many varied uses of these lamps. 


Ir will mean quick sales and repeat orders. 


$9.50 


In plain Brass, Bronze 
and Ivory. 


Other beautiful finishes 


—one of which is here 


shown—to retail prof- ’ : Swivel\ Action 
itably at {| Full Mi Circle 
53.0 ii CPD 


Prices bigher 
in the West 
and Canada 


to back of chair | CF 


AS! 
(~ ” 
rn 
S 


\ 
Lae NTE ieee AOE 


Ir your firm has not yet secured a stock of 
these new lamps, urge them to write for prices 
and full information. THE New Super Lampisa 
, quick turning, profitable specialty. It will help 
you to greatly increase the volume of your sales. 








y THE GREIST MFG.CO. NEW HAVEN. CONN 
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No. 180 
Disk Stove 
List Price $6.00 


Security Stove 
List Price $2.50 


Isn’t it a Fact? 


That more and more moderate priced 
heating appliances are finding their way 
to the shelves of your dealer cus- 
tomers? 





Guaranteed Five Years 
List Price $5.00 














9 Cup Percolator 
List Price $6.00 


Are you selling it to them or are you 
letting golden profits slip away from 
you? 


This fall will see a greater swing 
toward moderate priced merchandise 
than ever before. Will you get your 
share of it? 

















No. 250 
Swivel Curling Iron 
List Price $4.00 












No. 215 
Three Heat Pad 
List Price $7.50 









With the Security Line this business 
can be yours almost for the asking. 


Finer merchandise, lower prices, a 
great National Advertising Campaign, 
trade paper advertising, direct hy mail 
advertising to the dealer, window trims 
and other selling helps tell why. 


J. S. write the boss tonight to get the 
. full dope on the Security Line. 

Sales Managers write or wire for our ex- 

clusive distributor proposition. 


No. 165 a , 
Security Iron Better Write Today For Full Details 


List Price $5.00 


ap 


Radio Soldering Tron 
List Price $2.00 













Toaster and Grill 
List Price $5.00 





20 
Turn Toast Toaster 
List Price $5.00 






















Security Electric Mfg. Co. 
2635 Canton St. :: Chicago, Ill. 





No. 185 
Reflector Heater 


List Price $6.00 - 
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The young lady on the right objected 
pretty strenuously to having her picture 
taken. You’d never know it by her smile, | § 
however. These girls are part of the of- 
fice force of the Middle States Electric | 
Co., Chicago. 








ReQua Enlarges Quarters 
W. A. ReQua, president of the 
ReQua Electrical Supply Co., Roches- | | . ty 
ter, N. Y., announces that the com- : 
pany has secured additional space on 
the second floor of the building that The Men 


it is now occupying. This space will 


be used in part for the general office : 
and will also contain a storeroom for O e quare 





fixtures. 

Expansion of the company’s busi- The success of the foremost electrical wholesalers is a direct 
ness made this move necessary, the | reflection of care in the selection of the merchandise they 
general office having heretofore been | sell. 


on the first floor. This first floor will 


now be devoted: te Sia menanesiadla The enduring confidence of these progressive men is part 


and parcel of Square D leadership—a leadership which rests 
on the solid foundation of over 3,000,000 satisfactory in- 
stallations. 
See Saturday Evening Post of September 5 


| SQUARE D COMPANY, DETROIT, U. S. A. 


fixture sales room. 





FACTORIES AT: DETROIT, MICH., PERU, IND. (81) 
BRANCH OFFICES: Boston, Buffalo, Chicago, New York, 
| Pittsburgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, 
} Atlanta, Cleveland, San Francisco, Los Angeles. Syracuse, 
} Kan-as City, New Orleans, Baltimore, Columbus, Minneapolis, 
Indianapolis 


SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 


BRANCH OFFICES: Toronto, Montreal. 
Left to right: G. L. Randall, salesman; 


W. C. Robison, salesman; Geo. B. Confer, U 


salesman; A. M. Erwin, office correspond- | « 
ent; Gray Jones, Tubular Woven Fabric 
Co.; “Pat” Jones, manager, commercial de- | 


partment, and B. J. Keenan, salesman. | 








The Water St. gang (Western Electric 
‘o., Pittsburgh, Pa.) welcomes Gray Jones. 
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Industrial Lighting Plan Book 
Ready 
The revised Plan Book of the In- 
dustrial Lighting Activity which out- 
lines the plan of campaign of the 
Industrial Lighting Committee of the 
National 
has been issued, 


Electric Light Association 


The plan as outlined in the Plan 
Book is a comprehensive campaign 
for increasing the industrial lighting 
load of the electric service companies 
and for stimulating the sale of in- 
dustrial lighting reflectors, lamps, 
conduit wiring devices, etc. 

Nearly 
electric league is planning some sort 
of an industrial activity in the fall. 


every central station or 


Greater effectiveness and economy 
for these programs may be expected 
as a result of the cooperative cam- 
paign which has been created by the 
committee. 

Copies of the Plan Book are now 
available and will be cheerfully sent 
to any who may ask for them. 

x # * 


Hunting Hidden Treasure 

It’s a very fascinating business. if 
vour dealers would only look at it 
that way. If they would take their 
spades and driving rods and all the 
other paraphernalia and go out after 
business hours they would come upon 
treasure at almost every turn. 

The Bryant Electric Co., in one of 
the best sales letters that has ap- 
peared in a long time addresses “All 
Hunters,” tells of five likely 
places to dig in these words: 
lighting 


and 
Druggists—Brilliant at- 
tracts the fountain trade. 
Barbers—A barber can see better 
and sell the fancy trimmings better 
when the shop is clean and bright. 
Butchers—Good lighting will re- 
move that cold, dead look and im- 
prove trade. 
Printers—Few printers have enough 
lieht to see the kind of work done. 
Doctors—The average doctor’s of- 
fice or dentist’s laboratory looks like 
a morgue. No wonder people avoid 
them. 
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“Skull Practice” in 
Lighting 
(Continued from Page 6) 
of all, there some 
plants that have good lighting. they’re 
out. And there are some that are 
frankly dinky to waste high 
pressure selling upon. They’re out. 
There which 
honestly be so hard up that they 


First are few 


too 


are a yery few 
can’t buy and have no credit. They’re 
Finally you don’t want names 
of “late lamented’’—the president who 


out. 


died last year or the manager who 
severed his connection two years ago. 


In other words, this is a hand 
picked list of prospects not just 
names—the sort of a list that is com- 





piled by wearing out shoe leather in 
the getting. 

The mail 
three bully 


campaign consists of 


good broadside folders 


IS THE MOST 


may 


IMPORTANT MAN IN THE INDUSTRY.” 


and enclosed with them ought to be 
proofs of the Literary Digest adver 
tisements and a chance for the pros 


pect to ask for and get a copy of 
the booklet, “Better Factory Light 
ing Pays.” The National committe: 
has prepared all of this literatur: 
which may be 
quarters at cost. 

Next is the lighting demonstra 
tion which should be set up at the 
electric club, at the central station 
sales rooms, or in other good loca 
tion. It requires a floor space of at 
least twenty by thirty feet and a ceil 
ing not less than twelve feet high. 
It is no great job to install and all 
the fittings, reflectors, and lamps for 
it are available locally. The plan 
and detail for such a demonstration 
is available together with the talk 
which may be given in connection 
with the Other 


bought from head 


demonstration. 





45 present types and sizes. 








Announcement has already been made in these columns of the new Mazda 
lamp by which it is expected that 5 types will be able to take the place of 
The above illustration, through the courtesy 
of Light serves to visualize the remarkable saving possible by the change. 
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What about Profits? 





Are You Pushing Lines 
that Are Making Money? 


N the first place INLAND offers absolute 

Jobber protection. Our product is sold only 

through recognized Jobbers at prices that are 
_ right. : 


OW is the time that buildings are being 
completed and dealers are securing light- 
ing contracts. Sell them the glass. 


ET us help you with our service. We can 
make over night deliveries to all points in 


the Middle West. 





LL our glass is packed in shipping cartons 
and labeled with pictures showing con- 
tents. No breakage. You get what you order. 


O line of glassware is so complete. We 
make all the items needed to properly light 
any building. 





OUBLE your sales effort and profits are 
bound to follow. 











We Do Not Sell Direct to Dealers 


Inland Glass Company 


Chicago, Illinois 
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The opening of schools 
can increase your sales 


The most successful retailers in America use time- 
liness in selling as one of the surest ways to increase sales. 


Now is the time for you to suggest to your trade 
purchases of articles used in connection with school. 


For example, what an appeal to parents and students 
can now be made with a display of BUSS Lights—the 
light that clamps, hangs or stands anywhere and ad- 
justs any way. 


Think what such a light means to a child for home 
study, to relieve the eye strain of reading or writing. 


And what could be a better gift for some youth or 
maiden leaving home for a distant school or college? 


A window display will bring people into the dealer's 
store and sell BUSS Lights. Get your trade to use 
the display material. We furnish it free and if the 
dealer links up with the national advertising now 
running, he is sure to make BUSS Lights a big, fast- 
selling Sean. 


If he hasn't display material, have him write us 
quickly. Every day counts in September. 


BUSSMANN MANUFACTURING CO. »* St. Louis. 


Refer 
to Your 
Discount 
Sheet 





BUSS Light 


The Hlandtest Light tn the World, 
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talks, some suitable for radio broad- 
casting have been prepared. 


In several of the larger cities 
arrangements have been made _ by 
the national commmittee for the in- 
stallation of permanent demonstra- 
tion exhibits which are to form the 
basis for lighting schools, 

A very interesting one reel motion 
picture has just been completed and 
copies of this film may be rented or 
bought from the national committee 
and likewise a portable projector. 
The film not only may be used in 
connection with the demonstration 
but also for Chamber of Commerce 
or other business club luncheons. A 
ten-minute talk has been written to 
proceed or follow the film. 

A card of invitation to the lighting 
demonstration, obtainable from head- 
quarters office, should be mailed to all 
prospects and plans perfected to 
make the demonstration run off 
smoothly. But don’t take the at- 
tendance for granted. Follow up 
each prospect and get him to promise 
to come; then remind him of it just 
before the demonstration takes place. 

Newspaper advertising can help a 
lot and a series of good ads has been 
written and is waiting to be used. 
Making the Sale 

All of this is preliminary to get- 
ting the business; to selling industrial 
lighting equipment. If ever anything 
could warm an industrial executive 
up to the point where he believes 
better light can help him and where 
he is willing to buy, it is just this 
sort of educational work. Thus far 
he has simply been presented with 
facts. Nobody has asked him to buy 
anything. No manufacturer, jobber 
or dealer has been mentioned, no 
order blank has been flashed. 

When that’s done; when he’s had 
a few hours to digest the lighting 
demonstration, it’s time to start to 
sell. All the names of prospects 
may be given to every one who con- 
tributed to the local campaign and 
all may start simultaneously on the 
selling job and devil take the hind-: 
most or the names may be appor- 
tioned in any way that is agreeable 
—that’s for the local committee to 
decide. 

The point is, everybody will have 
some real prospects and the salesman 
who calls shouldn’t have to do a lot 
of explaining—he’s there to tell the 
plant manager how much lighting 
equipment he needs and how much it 
will cost and please sign here. The 
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Ollow the 
Plan and 
Share in the 
Profit 


30,000,000 factory sockets — and 25,000,000 of them not 
equipped with proper reflectors. That's a field of profit for you 
and your dealers if you go after it! 


300,000 factories—and thousands upon thousands of them 
should be entirely or partly rewired, should have larger wattage 
lamps, should have empty sockets filled. There’s a chance for 
real profit for both you and your dealers! 


The Industrial Lighting Committee has started a big industrial 
lighting activity backed by powerful national advertising. Read 
the PLAN BOOK carefully. Then sell the idea to your dealers. 
Get them to follow the Plan and you'll all share in the profit! 


Write to the Industrial Lighting Committee, 
National Electric Light Association, 29 West 
39th Street, New York City, for a copy of the 
PLAN BOOK. It gives a complete plan for 
operation of the nation-wide campaign to 
increase sales and profits on industrial 
lighting installations. 


€) NATIONAL @ 
| MAZDA LAMPS 





A GENERAL ELECTRIC PRODUCT 
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2 2 
= Get in line with Ettco s 
= Products. The contractors Es 
=> ° = 
= and wiremen who know = 
= this line thoroughly 2 
= would use no other. Ex- P J = 
= plain the merits of [ttco _.- 7 = 
= Products to the rest of / = 
= your trade. = 
= = 
=> => 
= = 
= => 
= = 
= ts = 
= ~ Ettco Quality, Service and = 
= Square Deal have built up a = 
= nationwide distribution that = 
= make Ettco products easy to = 
= buy wherever you are. = 

= 
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IFLEXCO 


TRADE MARK y 


A Sate Body-Guard 
for Lamps 


The salesmen of this company are sell- 
ing FLEXCO and FLEXCO-LOK Lamp 
Guards and placing the orders through 
our jobbers every working day in the 
year. 

This complete line of lamp guards is 
only thirty-four numbers; the guards are 
well made; are practical and understood 
at a glance, giving them strong resale ad- 
vantages; they are packaged attractively, 
being nested compactly, ten to a carton, 
all but the portable styles which are pack- 
aged singly. The prices are reasonable 

— and customary trade distinctions are 
Regular, Reflector, Mill closely observed. 



































Type and Portable Styles INVESTIGATE! 

for standard brass and = ey EW IBLE STEEL LACING CO. 
weatherproof sockets. Key 4698 Lexington Street 

locking or plain. CHICAGO 
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salesman doesn’t need to explain the 
advantages of better light because 
the prospect has already been ex- 
posed to it and if it didn’t take, the 
bird’s immune; there’s nothing fur- 
ther you can say that will make any 
impression in the waste spaces be- 
tween his two ears. 

Nobody needs to tell you that this 
plan of taking a whole batch of fac- 
tory officials and educating ‘em en 
masse up to the buying point before 
trying individually to sell ’em is the 


| cat’s whiskers. You know it! It’s 


cheaper and easier and better than 
trying all by yourself to give every- 
one a personally conducted educa- 
tion on better lighting. 
Your Towns 

You are a_ jobber’s salesman. 
Maybe your territory is all in one 


_ city. More likely it includes several 
| good sized towns. You want a slice 
| of this industrial lighting cake and 
| maybe you'll have to cut your own 
| piece. 


Here’s what you can do. Write to 


| your Geographic chairman and give 
| him a list of the cities in which you 
| sell—places where you'd be willing 


to call on some factories if you stood 
a chance of getting the biz. Ask 
him to tell you if these towns are 


| putting on the industrial lighting 


activity and if so who are the local 
chairmen. Ask him to send you the 
Plan Book which gives in more de- 


| tail the plan of both national and 
| local campaigns than can be given 
| you in this present brief article. 


In your towns where the campaign 
is planned or is under way, get the 
co-operation of your house, get the 
local committee to count you _ in. 
Where no campaign is planned, it is 


| because of lack of leadership and it 


gives you a wide open chance to stir 


| up some action—your dealers, man- 
| ufacturers representatives, some kev 


men in the local central station— 


| prod ’em_ into starting something. 





Largest Incandescent Street 


Lamps for Cleveland 


Cleveland is the first city to adopt 
lighting units equipped with 25,000- 
lumen (2,500-candlepower) Mazda 
incandescent lamps. The largest 
lamps previously used in street light- 


| ing installations have been of 15,000 


| 
| 


lumens. It is significant that it is 
Superior avenue in which the 220 new 
units will be installed. Large sus- 
pended lanterns, ‘“Novalux” form 
23-B, will be employed. 
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Cne of the 9 ways 
of trimming a Tcrk 
Upandown Eracket 








Nine ways of lighting and the best 
way ol plugging—for any wall 


Do you know how much people misunderstand—and therefore resent—the cost 
of wiring in convenience outlets ? 


If you want to get a good slant on this just stand about while they are admiring 
Tork Upandown Brackets—their simple lines and beautiful untarnishable col- 
ors, and note the final satisfaction when they discover the gracefully concealed 
but instantly accessible outlet, ready for attaching appliances whether the light 
is on or off. 


Tork Upandown Brackets are designed to be trimmed for nine different 
methods of illumination. This makes them good to have in stock and easy to sell. 
Tork Light colors are moulded at such high temperatures that neither hot water, 
nor cleaning compounds, nor acids will deface. And this beautiful material of 


which Tork Lights are entirely built, is also better insulating material than any 
lighting fixture was ever made of before. 


If you understand Tork Lights you can’t help selling them. 


TORK LIGHTS 


Built of Bakelite to Use and Enjoy 





TORK SKYLIGHT TORK UPANDOWN BRACKET TORK TILTING BALL 
Electric charm for small 9 ways of lighting and the best way of Silent light wherever you 











room ceilings plugging—for any wall. write, read or sleep. 

















TORK COMPANY ~ 8 WEST 40th STREET ~ NEW YORK CITY 
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A finer electric 
bracket and a better 
service outiet in one. 





Safe and Conceals the 

sure for detachable 

dainty part of the 
Singers plug 





MOULDED COLORS 


Ebony 
No. 1011 $8.00 
Flame Orange 
No. 1022 $9.00 
Pottery Green 
No. 1033 $9.00 
O!d Mabogany 
No. 1044 $70.00 
Fine Bronze 
No. 1055 $70.00 
Ambergold 
No. 1066 $77.00 
‘SPRAYED COLORS 
White 
No. 1111 $7.00 
Ivor 
No. 1122 $7.00 


Prices do not include 
lamps and shades. 


Dealers 
and Decorators 


It you have no Tork 
Lightsin your show 
room, order one pair 
of each of the above 
colors and you will 
discover new possi- 
bilities in decorative 
lighting. 
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The Jobber’s Part in Merchan- 
dising Radio 

The radio jobber of today must do 
a thorough merchandising job on radio 
to maintain sales volume and to make 
a legitimate profit. By merchandising 
I mean selling the dealer and helping 
him in turn to sell the consumer. 


Just a word as to the future profit 
in radio. Heretofore the jobber has 
depended on a large volume of sales 
of 
means a proportionately large selling 
I believe the real profit in 


for profit. Large volume sales 
expense, 
radio will come from selling fewer 
dealers but selling better dealers more 
radio. The concentrated sales effort 
will produce more sales at less ex- 
pense. This leads to the proper dis- 


tribution of radio. 


Radio has swept the country with 
such a demand that up to the present 
time the jobber has been carried along 


SALESMAN 


OF THE 





with the demand. Then, too, many 
dealers claim to be jobbers and are 
selling to individuals instead of 
dealers. The legitimate radio jobber 
in many instances is also selling to 
most anyone himself a 
dealer, so that there is no recognized 
radio dealer in the small town. This 
haphazard condition brings us up the 
question of who is the logical radio 
jobber and the logical radio dealer. 

It is my opinion that the logical 
distribution for radio is the electrical 
jobber, for the reason that radio is 
an electrical product and can best be 
merchandised ‘through electrical 
outlet. 

The best radio dealer is the elec- 


who calls 


an 


dealer, the musical dealer or 
the best merchant in town regardless 
of what other lines he handles, as 


trical 


radio jis sold on performance and 
beauty of cabinet design 
nical construction. A merchant to be 


not tech- 
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classed as a radio dealer should carry 
a representative stock of radio, dis- 
play radio in his store windows and 
advertise in his local newspaper. He 
should also be prepared to. render 
proper service to his customer as to 
installing sets and making minor 
trouble adjustments. 

The jobber merchandising radio 
should carefully analyze the territory 
as to prospects for a good volume of 
radio, The jobber should then care- 
fully select the’ best radio dealer in 
town and sell him a representative 
stock of radio sets and supplies. In 
selling the dealer;.the jobber should 
outline a complete sales program for 
merchandising. 

This sales program should consist 
of store 
trims, advertising copy, sales circulars 
and suggested circular letters. Store 
layout is important. Unless radio is 
properly displayed in a 


layout, suggested window 


store and 








The Northwest Radio Trade Association and its president, Don 


C. Wallace, shown in the insert. 


Mr. Wallace is manager of the 
radio department, Peerless Electric Co., Minneapolis. 

The Association, which is incorporated, has a permanent office 
and a paid executive secretary and treasurer. 
promote the development of radio and increase the use of it in 


The purpose is to 





the territory included in Montana, North and South Dakota, 
Minnesota and a part of Wisconsin and Michigan. 

Seven standing committees are prepared to handle any impor- 
tant subject in 24 hours. 

The second annual exposition will be held the first week in 
October at the St. Paul Auditorium, St. Paul. 
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Read the following pages for an important announcement. 
to the nearest RCA distributor for descriptive bulletin and catalog. 


The 


RADIO CORPORATION OF AMERICA 


cCAnnounc ces 


a Selective Dealer Policy 


RCA herewith announces its selective dealer policy, to become effec- 
tive January 3, 1926. This policy has been most carefully developed with a 
twofold purpose in view—to benefit dealers by offering an individual 
franchise and to protect the public in their purchases of RCA merchandise. 


Dealers will be chosen upon the basis of active business in Radiolas, Radiola 
Loudspeakers, and RCA accessories during the months of September, 
October, November and December 1925. 


So that RCA may select its dealers on the basis of public preference, we are 
asking all our distributors to begin the preparation of a list of their dealers 
and to keep records of their purchases, credit and servicing performance, 
individually — furnishing us such records complete, from September 1 to 
December 31, 1925. 


Upon the basis of such preliminary evidence of public choice and satisfac- 
tion, RCA will issue Authorized Dealer signs. 


Our dealer distribution will be confined to those who maintain a definite 
servicing policy on RADIOLAS, RADIOTRONS, RADIOLA LOUDSPEAKERS 
and RCA accessories. Public acceptance of the prices at which we advertise 
these products permits the dealer a profit that is sufficient to warrant a 
liberal and expert servicing policy with moderate charges. 


The RCA franchise will be a valuable franchise. The number of dealers 
will be limited mainly on the basis of the service given to the public, but 
also witha frank recognition of the fact that RCA Authorized Dealers should 
have opportunities for profitable volume. We want to create a permanent 
business for them because it is the only way in which they can serve the public. 


The full strength of the vast national advertising program of RCA will be 
continuously behind its Authorized Dealers. 


Public demand and interest in Radiolas, Radiotrons and Radiola Loud- 
speakers and RCA accessories supported by our national advertising, has 


now reached a point where it insures to our selected dealers, not alone a © 


large turnover, but a profit as well. 


RADIO CORPORATION OF AMERICA 
Chicago New York San Francisco 
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RCA 


New Radiolas: featuring volume, 
tone quality, complete A. C. opera- 
tion and Dry Battery operation giv- 
ing volume in excess of Storage 
Battery operation. 





Radiola 


New RCA eight-tube Super-Heterodyne 
complete and self-contained in console 
cabinet, embodying new RCA special 
Cone Loudspeaker. Provides complete op- 
eration from 110 volt 60 cycle A. C. light- 
ing circuit, requiring no batteries. Extraor- 
dinary volume and perfection of tone. 


Radiola 


The standard RCA six-tube Super-Heter- 
odyne in upright cabinet with self-enclosed 
loop and famous RCA Doublette Loud- 


Radi 


“Jefferson desk” type new RCA uni-con- 
trol, eight-tube Super-Heterodyne with 
attached loop. As dry battery operated 
receiver, gives volume in excess of that 
obtainable from storage battery operated 
receivers. Space inside cabinet for all dry 
batteries. 


If used with Radiola Loudspeaker Model 


1E JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY- 


WTS OSTA AVIA OSTA 


Now 


This fall marks the announcement by RCA 
of new Radiotrons, of improved Super- 
Heterodynes, and revolutionary new Loud- 
speakers. It marks another step, too, in 
lowering the cost of radio to the public. These 
five pages of summary are a brief outline of 
a coming season of tremendous selling. 


30 

Supreme selectivity and super-sensitive- 
ness. The goal towards which engineers, the 
trade and the public have been looking 
since the advent of radio broadcasting. 


List price, complete with all necessary Ra- 
diotrons and Rectrons . $575.00 


Super- VIII 
speaker. List price, including 5 Radiotrons 
UV-199, 1 Radiotron UX-120 and Adap- 
ter UR-556 , $340.00 


ola 28 


104, Radiola 28 operates completely from 
the A.C. lighting circuit, eliminating all bat- 
teries. Tuning mechanism consists of new 
RCA uni-control system employing “straight 
line” frequency condensers giving equal 
spacing of all stations on tuning scale. 

List price, including 7 Radiotrons UX-199, 
1 Radiotron UV-877 and 1 Radiotron 
i: re vane . $260.00 


Radiola 26 


The universally popular portable six-tube 
Super-Heterodyne provided with extra 
battery cabinet for home use. Adapted to 
either loop or antenna operation. Has 


Radi 


New RCA six-tube, uni-control Super- 
Heterodyne, table type with attached loop. 
Dry battery operated with space in cabinet 
for all necessary batteries. If used in con- 
junction with Radiola Loudspeaker Model 
104, Radiola 25 operates from 110 volt 60 
cycle A.C. lighting circuit, requiring no bat- 









diola 


built-in loudspeaker, self-contained loop 
and space for all necessary batteries. 

List price, seers 6 Radiotrons UV- 
aa . $225.00 


ola 25 

teries. Tuning mechanism consists of new 
RCA uni-control system employing 

“straight line” frequency condensers giving 
equal spacing of all stations on tuning scale. 
List price, including five Radiotrons UX- 
199, 1 Radiotron — and 1 Radiotron 
UX-120 ... $165.00 








Rec. U. S. Par. Orr. 


TNO 


AN RCA PRODUCT 
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ecAAnnounces 


Important 


No. 1: Trade Protection: Where prices 
are reduced, dealers and distrib- 
utors are protected. 

Deliveries: Of the new models, 
some are ready for immediate 
delivery. For the rest, orders will 
be accepted, and deliveries made 
as production goes forward. 


No. 2: 


Established leaders 


at new low prices 
( Trade Protected ) 


Radiola Super-Heterodyne (semi-portable) 


ing Radiotron UX-120. Over 150,000 


The popular seller of the RCA Super- 
sold to date. 


Heterodyne group. Standard six-tube 
Super-Heterodyne which will gain new 
popularity when fitted with new amplify- 


Radiola 20 


manipulation, sensitivity, selectivity and 
quality of reproduction are outstanding 
features. Operates with relatively short 
aerial. 


List price, less accessories . . . $116.00 


A new pacemaker for radio receivers of 
the five-tube type. New RCA uni-control, 
tuned radio frequency receiver of balanced 
type with variable regeneration. An an- 
tenna set which, when dry battery opera- 
ted, gives volume considerably in excess of 
that obtainable from storage battery op- 


List price, less accessories . . . $102.§0 
List price, packed with 4 Radiotrons UX- 


erated receivers in this class. Ease of 199 and 1 Radiotron UX-120. . $115.00 
Radiola IIl-a 
The popular price leader among RCA Ra- List price, less accessories. . . . $35.00 


diolas. Over 100,000 sold to date. A four- 
tube Radiola which exceeds the perform- 
ance of many five-tube sets. Equipped 
with Balanced Amplifier for high quality 


List price, packed with 4 Radiotrons WD- 
llandheadphones...... . . $49.50 
List price, packed with 4 Radiotrons WD- 
11, headphones and Radiola Loudspeaker 


reproduction. Model UZ-1325 . . . $67.50 
Radiola Ill 
A receiver big in performance and low in List price, less accessories. . . . $1§.00 


price. Over 200,000 sold to date. Now sold 


at a price within reach of all. A two-tube List price, packed with 2 Radiotrons WD- 


Radiola of extraordinary performance. 11 and headphones . . $24.50 
Radiola Balanced Amplifier 
Increases the loudspeaker volume of any List price, less Radiotrons. . . . $18.00 


type of radio receiver. Added to Radiola 
Ill, constitutes a four-tube Radiola giving 
same performance as Radiola III-a. 


adiola 


AN RCA PRODUCT 


List price, packed with 2 Radiotrons WD- 
ern ee . . $23.00 








Ree. U.S. Pat. Orr. 
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New Developments in Loudspeakers 


Radiola Loudspeaker Model 104 


The outstanding loudspeaker develop- 
ment in the radio art, built on an entirely 
newprinciple. Reproduces orchestra, band, 
pipe organ and other musical instruments 
with volume equal to the original at the 
broadcasting studio, with acoustical fidel- 
ity hitherto unattained. Gives amazingly 
accurate voice reproduction. Volume of 
reproduction can be varied from mini- 
mum to maximum without impairment 
of quality. Operates directly from a 110 


volt 60 cycle A.C. circuit and when used 
with Radiola 25 or Radiola 28, supplies 
plate, grid and filament voltages for oper- 
ation of complete radio setas well as loud- 
speaker, thus replacing all batteries. May 
be connected to first audio stage of any 
radio receiver, but its capabilities are par- 
ticularly realized with RCA Radiolas. 


List price, including all Radiotrons and 
Rectrons. . . $245.00 


Radiola Loudspeaker Model 102 


A new RCA, A. C. operated Cone Loud- 
speaker equipped with rectifier-amplifier 
unit for operation from 60 cycle, 110 volt 
A.C. lighting circuit. Has same tone quality 
as Model 104 and provides volume far in 
excess of existing types of loudspeakers. 
Recommended for connection to firstaudio 


Radiol } Loudspe 


New RCA special Cone built on the new 
principle, achieving new clarity of tone 
and a far wider tone range than existing 
types. Designed for direct connection to 


Radiola Loudspeake 


The RCA standard of the horn type, uni- 
versally commented upon as providing 
clearest reproduction of horn types of loud- 
speakers. Equipped with an adjustable 


stage of broadcast receivers and particular- 
ly for use in conjunction with RCA Ra- 
diolas. Operated by new super-power 
amplifier tube, Radiotron UX-210andnew 
RCA Rectron UX-216-B. 


List price, including Radiotrons and Rec: 
WM... «as. es > veo. ee 


-aker Model 100 


output circuit of broadcast receivers. Par- 
ticularly recommended for Radiolas 20, 
25 and 28, dry battery operated. 


List price 
r Model UZ-1325 


diaphragm. Requires no external batteries 
for additional amplification. 


$35.00 


List price . . . $18.00 


A. C. Rectifier-amplifier 
RC 4 Uni-Rectron Model AP-9 45 


Rectifier-power amplifier unit—same as 
that supplied with Model 102 Loudspeak- 
er. May be used for operation of any type 
of loudspeaker from 60 cycle, 110 volt 
A.C. lighting circuit. Amplification ob- 


tained from new RCA super-power ampli- 
fying tube, Radiotron UX-210. 


List price, complete with Radiotron UX- 
210 and Rectron UX-216-B . . $105.00 


“B” Battery Eliminators 
RCA Duo-Rectron Model AP-937 


America’s first “B” battery eliminator de- 
signed to supply plate voltage to any type 
of radio broadcast receiver using any type 
of tube up to ten Radiotrons 201-A. Sup- 
plies plate voltages at 22/4, 45,90 and 135 
volts with maximum current output at 50 
milliamperes. Through use of RCA glow 


lamp, Radiotron UX-874, this model pro- 
vides uniform voltage at all current outputs 
from minimum to maximum. Operates 
detector as well as amplifier tubes from 
110 volt, 60 cycle A. C. source. A.C. 
hum completely eliminated. 

List price, with Radiotron UX-874 and 
Rectron UX-213... . . . $65.00 


Radiola LOUDSPEAKERS 
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Three new power amplifying tubes 


for increase of volume 
and quality of reproduction 


e 
Rad 
wake 


New RCA dry battery power amplifier 
tube which, when connected to last audio 
stage of a dry battery operated receiver, 


e 


. 


iotron l )X- 


provides volume double that obtainable 
from UV-201-A tubes. 


List oe « 6 e $2.50 


Radiotron U X-] | ? 


New RCA storage battery power amplifier 
tube for improvement of quality and vol- 


Radiotron 


New RCA super-power amplifying tube 
designed for use in A.C. operated power am- 


The standard RCA Ra 
with the new R¢ 


Radiotron WD-11 . . $2.50 
Radiotron WD-12 .. . $2.§0 
Radiotron *WxX-12 . . $2.50 
Radiotron UV-199. . . $2.50 
Radiotron *UX-199. . . $2.50 
Radiotron UV-200 . . . . $2.50 
Radiotron *UX-200 . . $2.50 
Radiotron UV- 201-A . $2.50 
Radiotron *UX-201-A . $2.50 


idiots TOMS VOU NOU sell— 
A standard ie yt 


ume in storage battery operated receivers. 


List . o -* . $6.50 
U X-210 


plifiers. The most powerful audio frequency 
amplifying tube on the market. List. $9.00 
SOrneE 


- PI j 
Guippe ai 


base 


Two new RCA Rectrons—rectifier tubes 
for use in “B” battery eliminators and de- 
vices serving similar functions. 


—A “UX” or “WX” tube provides precisely 
the same performance as the corresponding “UV” 
or “WD” tube, the only change being in the 
design of the base. 


Rectron U X-2 


New RCA full-wave rectifier using input 
voltages up to 220 per plate. Provides 


Rectron 


New RCA half-wave rectifying tube for 
use in “B” battery eliminators and similar 


devices. Operates at plate voltages up to 


UxX- 


current output of 65 milliamperes. 


List - ws . $7.00 
216-B 

550, with current output of 65 milliam- 

peres. 

List a P $7.50 


“Radiotron 





AN RCA PRODUCT 


DA EK ES LIN EXO S LIne OS Noo Soh oKo Sol no Ko Sal ire OSL IN Ko Shior KS rweKo Sake 


be ma a 


KOS ON SIN XSL. 


¢ 









66 


THE JOBBER’SMI)SALESMAN 






















































“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 





The Newest 


Sterling Radio Devices 
will prove PROFITABLE 


items for you. 
STERLING “HOME” TUBE TESTER 





Specifications: 


finish. Rubber feet. Silver etched dial with 
raised figures. Flange and tube socket of 
nickel Twenty-eight inches of green Hexible 


cord 


4x7x2 in. high, black frostine 


No. R-401 


lor the first time every radio 
fan can afford to buy a_ tube 
tester. The Sterling ‘“Home”’ 
Tube Tester No. R-401 tests the 
plate current and thereby shows 
the amplifying ability of vacuum 
tubes. It is reasonably priced 
and is proving a_ sensation 
throughout the entire industry. 
All indications point to an ex- 
tremely large sale and every 
jobber and jobbers’ salesman 
should investigate the opportuni- 
ties that this new product 
presents. 


STERLING VACUUM TUBE REACTIVATOR 


No. R-403 


Think of it—a tube reactivator for 
the home—one that will extend the 
life of a vacuum tube many times 
its original life. It is equipped 
with a Sterling filament emission 
meter which shows when a_ tube 
needs reactivating and just how 
much better it is after treatment. 


Sterling Products have been man- 
ufactured since 1906 and = are 
hacked by the entire resources of 


this old established company, the 
world’s largest manufacturer of 
small meters. Write for jobbers’ 


pre Ipositi MN. 


$1 De and $14 





Specifications:  6x7¥%x5 in., portable, 
handle on back. Black frostine finish, 
silver etched dial, rubber feet, nickel 
sockets for large and.small tubes, five 
teet lamp cord with socket, individually 
boxed. 


THE STERLING MANUFACTURING CO. 


2831-53 Prospect Ave. 


CLEVELAND, OHIO 


FOB UN ere 
a 











readily accessible to the customer, it 
will be passed by unnoticed. Window 
display is also very important. Thx 
window is the eyes of the store and 
should attract the buyer into the store 
There are many little tricks in making 
a window attractive with crepe paper 
that the jobber can show the dealer 
These window trims are very effectiv: 
and inexpensive. 





The dealer should consistently ad 
vertise radio in his local paper. Thx 

_ jobber should encourage the dealer to 
do newspaper advertising by furnish 
ing newspaper mats and copy and even 
pay for a small portion of this adver 


tising. 


The jobber should also encourag: 
the 
ters 


dealer to send out circular let 
The 


are furnished by the manufacturer 


with circulars. circulars 
and suggested letters can be writ 
ten by the jobber’s publicity man. 
In fact, the jobber should have a 
publicity man to sponsor the whole 


dealer’s sales plan. 


Another valuable aid for the dealer 
is a time payment plan on radio sets. 
The jobber should suggest 
financing company for the dealer to 
work with in making sales on this 





some 


plan. The financing plan will increas: 
the dealer’s sales and make it easier 
for him to operate. 

Every jobber should maintain a 
small service department on radio 
where minor adjustments can be made 
When sets 
are defective or seriously out of ad 


and questions answered. 


justment, they should be returned to 
the An _ elaborate 
department on the part of the jobber 


factory. servic 
would entail unnecessary expense and 
undoubtedly invite complaints. 

Periodically the jobber should send 
out sales messages to dealers giving 
them selling ideas and radio news 
These messages can be in the form 
of a letter or a small publication 
This publication could feature sug 
gested window trims, sales stunts 
used by other dealers and the newest 
developments in radio. 

The above plan of radio merchan 
dising by the jobber should have tl: 
unlimited support and co-operation 0! 
the radio manufacturer. 

A. B. Barry. 
Sr. Paut Evecrric Co. 

* * * 


Dave Jenkins, formerly with the 
Electrical Supply Co., St. Paul 
Minn., is now with the Sterling Elec 











tric Co., Minneapolis, Minn. 
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Below is a partial list of main chapter headings 
in The Master Radio Salesman. The book is 
full of selling helos and proven merchandising 


plans. 


1. Choosing The Line. 

2. Building The Prospect List. 
3. The Demonstration and Close. 
4. 
5 
6 


Improving Merchandising Methods. 


. Selling Radio to the Farmer. 
. Training Salespeople. 


This remarkable book, complete in itself, is but 
a part of the A-C DAYTON plan this year. 





The 


r A-C Dayton XL-10 Standard 
Cabinet, in two tone mahogany. 
$115.00 ($120 Denver and west). 


Fill out this coupon or clip it to your letterhead and mail it 
without delay. Get the complete particulars of the A-C DAYTON 
line and remarkable sales plan. Get ready for a big radio year 
with A-C DAYTON. 








Real Sales Help 


for the 
Jobber’s Salesman 


When you talk A-C DAYTON Radio to your trade this year 
you will have at your finger tips the most remarkable piece 
of selling assistance yet developed in radio. You are not 
only selling a wonderful radio receiver, you are giving the 
dealer a scientific merchandising method—one that he can 
put to work immediately—one that will get sales for him and 
more business for you. 


Here it is! The Master Radio Salesman—the backbone of a 
plan which exhaustively covers the entire field of radio sell- 
ing. It isa plan of business management as well as sales. It 
puts radio selling on the same highly organized basis as the 
automobile. Jobbers and Jobber’s Salesmen have been wait- 
ing for this kind of selling assistance. 


A-C DAYTON SHOOTS STRAIGHT with its dealers. 
A-C DAYTON Receivers have an established reputation for 
performance. The line is compact and saleable, and will be 
intensively advertised. This year A-C DAYTON dealers will 
set a national standard for successful radio retailing. 


It is a big story for progressive jobbers 
and their salesmen. Let us give it to you. 


The A-C Electrical Mfg. Company 


DAYTON, OHIO 


Makers of Electrical Devices for more than Twenty Years. 


A-C DAYTO 
=VSQRADIO @2= 


‘(For The Man Who Believes His Own Ears’’ 
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The A-C Electrical Mfg. Co., 
Dayton, Ohio. 


Gentlemen :— 

Send me the story for A-C DAYTON Jobbers this 
year, with complete description of the A-C DAYTON 
line and merchandising plans. 


Name 
Street Address 


J.S.-9 City State 
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The elaborate receiving sets produced 
by Federal for the past four years have 
won us a wide reputation. While of 
unquestioned quality—and superlative 
efficiency—they were instruments espe- 
cially sought by the technically inclined 
—the experts— the connoisseurs of art 
and music. 


Federal Quality Simplified 


We now announce the new line of Federal 
receivers for which many requests have 
been made by the trade. 


These sets are a real accomplishment. 
For, though simplified and brought to the 
level of the average home radio user, they 
retain all the quality of workmanship and 
efficiency for which the original Federals 
are so highly respected. 


Again our broad experience as the man- 
ufacturers of precision’ instruments for 
the transmission of sound has made pos- 
sible a remarkable improvement. 


The Ortho-sonic Principle 
An Exclusive Federal Feature 


With this new Federal line we introduce 
the results of a new development—an 
exclusive Federal feature—the Ortho- 
sonic principle of natural tone produc- 
tion. Through this principle and the Fed- 
eral Speaker, tone, whether human voice 
or instrument, is transmitted and repro- 
duced with amazing fidelity. 


Tests in our laboratories and by ex- 
perts and laymen convince us that in this 
principle our engineers have worked five 
years in advance of the industry and 
come closer to the ultimate perfect, life- 
like transmission of tone than has yet 
been accomplished. 


SALESMAN OF 


THE JORBBER IS THE 





eNow ready 


ThecA\éw 





We offer this Ortho-sonic principle as a 
feature of tremendous sales value, added 
to the hair-line selectivity and sensitivity 
for which Federal apparatus has been 
widely sought by critical judges, experts, 
musicians and other connoisseurs. 


A Range of Moderate Prices 


The new Federal Ortho-sonic line, with 
simplified control, is offered in a variety 
of sizes and types. 


It is the first time in the history of this 
company that a radio set of Federal 
quality has been available at so moderate 
a price. 

Listing from $75 to $350 to users, with- 
out accessories, they constitute a strictly 
quality line from which dealers can meet 
the-needs of a wide range of users. And 
each outfit is a Federal. We guarantee 
you that. It is built in the same labora- 
tories, to the same high standards, under 
as strict supervision as our finest quality 
technical sets. The Federal name and 
reputation is your assurance that the 
apparatus is right. 


Exclusive Selling Opportunity 


The Federal proposition offers every lati- 
tude to do business on a satisfactory and 
profitable basis. Wholesalers are given 
liberal territorial arrangements and profit- 
making discounts. 


Retailers appointed by wholesalers are 
also allotted protected areas in which to 
work. And Federal officials may be ex- 
pected, asin the past, to take every prac- 
tical means to protect and encourage 
both wholesalers and retailers to make 
money—to build prestige and a perma- 
nent, profitable radio business. 


Federal — 


ortho-sonic 


MOST 


IMPORTANT MAN IN THE 





eral 


Field Sales Help 


Federal will also maintain a force of ex- 
perienced territorial representatives 
whose sole function will be to assist 
wholesalers and retailers to develop a 
larger and more profitable volume on 
Federal products. 


Powerful National Advertising 
Campaign in Magazines 
and Newspapers 


To support Federal retailers and whole- 
salers, a powerful national advertising 
campaign in magazines and newspapers 
in many leading cities is already under 
way. Impressive space and striking copy 
and illustrations will be used. Through 
the new and revolutionary Ortho-sonic 
principle and unique demonstrations, 
Federal receiving sets and Federal re- 
tailers will be brought strongly into the 
limelight. Approximately 20,000,000 
readers will be reached many times over 
between now and the holidays. And we 
are quite certain the story we have to 
tell will be read with intense interest by 
the entire public. 


We Invite Your Inquiries 


Federal wholesalers are now established 
in many sections. There are still many 
opportunities—territories where connec- 
tions are possible. Upon request, we will 
have a representative call with details. 
Retailers who realize the possibilities 
in a recognized quality line at new mod- 
erate prices may receive the name of a 
wholesaler in territory by writing us. 


THE FEDERAL RADIO CORPORATION 
Buffalo, N. Y. 


(Division of The Federal Telephone and 
Telegraph Company) 
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EDERAL QUALITY throughout .. . simpli- 
fied control. . . new Ortho-sonic Principle 
of tone production... new range of 
moderate prices .. . beautiful cabinet work 


O-Ssonic fue 


*ORTHO-SONIC — Of, pertaining to, or 
producing tone values in sound reproduction 
corresponding exactly to the natural tones 























A-10 A Five Tube Receiver, Tuned Radio- 
. Frequency type, employing the new 
Federal Ortho-sonic principle. Extremely sim- 
ple to operate. Three tuning dials log prac- 
tically together. No other adjustments neces- 
sary in tuning. Only other instruments on 
panel are: a volume control with a filament 
switch mounted in its center; a single Rheo- 
stat to adjust the temperature of all five tubes. 
Adapted for operation with either ‘wet bat- 
tery’ or ‘dry battery’ tubes. Made with tilted 
panel. Housed in a well constructed cabinet 
finished in beautiful brown mahogany tone. 
Receiver incorporates same selected materials 
and careful workmanship which have made 
the Federal famous. Ortho-sonic principle 
provides the furthest advance in tonal quality. 
Dimensions: length, 24 in., height, 11 in., 
depth, 12 in. 

Price without accessories . . . . $ 75.10) 





B-35 Receiving Mechanism same as B-20 

only in a floor type cabinet. Equipped 
with the best speaking mechanism Federal can 
build. Wonderful breadth and quality of tone. 
Receiving Mechanism slidesin and out to in- 
stall tubes—an exclusive feature. Cabinet is 
made of mahogany woods selected for rich and 


harmonious markings. Beautiful two-tone 
effect. Space for batteries or battery substi- 
tutes. All apparatus is designed to give the 
user the fullest benefit of the Ortho-sonic prin- 
ciple of tone production. Dimensions: length, 
35in., height, 43in.,depth, 21 


















B-20 A Five Tube Receiver of the Tuned 
Radio-Frequency type employing the 
new Federal Ortho-sonic principle. Extreme 
simplicity of tuning obtained by micrometer 
controls. Station indicators located behind 
glass ports. All delicate parts completely 
shielded against mechanical damage and elec- 
trical disturbances. Combination volume con 
trol and filament switch conveniently located 
on the panel. Temperature of alltubes is varied 
by one Rheostat located behind the pane! 
under the lid, which, once set, requires little 
adjustment. Operates with either ‘dry bat- 
tery’ or ‘wet battery’ tubes. Panel conven- 
iently tilted. Housedina beautiful, genuine, 
mahogany cabinet, finishedinrich, brown tone 
which harmonizes with almost any room. Cab- 
inet arranged to accommodate all batteries or 
battery substitutes. Pronounced sensitivity 
and extremely fine selectivity. The new Ortho- 
sonic principle provides the furthest advance 
in tonal quality. Dimensions: length, 30 in., 
height, 13 in., depth, 15 in. nes 
Price without accessories $100.00 





B-36 The same as B-35 only design of cab 

inet has been changed so that the user 
might have a wider range from which to select 
Dimensions: length, 35 in., height, 43 in., 


depth, 21 in. 


: ‘ . S750) 
Price without accessories mF 

















Type C Receiving Sets 


Federal will shortly announce an addition to the above line which 
will be a most sensational development in the radio field. It will be 
a contained loop operated apparatus, very selective, very sensitive 
and above all, employing the ortho-sontc principle. This set, in its 
different housings, will comprise the dast word in modern radio 
equipment for the home, the best of operation with the latest prod- 
ucts of our designers in the way of convenient arrangement. 


(Note: We are continuing our models No. 141, 142, 143 and 144) 

















in. Price without accessories $250) (0) k | | 


ortho-sonic 
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New Radio Products, Illustrated 











On the left is the new model 
“Balkite B,’ manufactured by the 
Fansteel Products Co., North Chi- 
cago, Ill. It eliminates the “B” 
battery and is designed to serve sets 
of five tubes or less and will serve 
wherever four blocks of 22¥, volt 
“B” batteries are recommended. 

The “Balkite” trickle charger 
shown above is intended for use with 
sets having relatively small “A” cur- 
rent requirements. It will charge 
both four and six volt batteries at a 
rate of about five-tenths amperes. it 
may be used with either dry cell 
tubes or storage battery tubes. 





\\l 


te focteoyeogeal 





The Cruver Mfg. Co., Chicago, is 
making a low loss vernier condenser 
called the “Proudfoot.” One knob 
makes both the group plate and the 
vernier plate adjustment. All insu- 
lator material is of hard rubber. 
Two complete scales on one dial 
register independently the exact po- 
sition of the group plates and the 
relative position of the vernier plate. 








The Carter Radio Co, 800 S. 
Racine Ave., Chicago, is manutac- 
turing a new flat plug with cord- 


tips completely concealed = and. 
handle shaped to conform in ap- 
pearance to knobs and dials. 

It is also making a “Dialite” for 
illuminating dials and panels. It 
can be switched on or off by a 
quarter turn. 








Apex rheostat dials are made by 
the Apex Elec. Mfg. Co, 1410 W. 
59th St., Chicago. They are adapt- 
able to any 44 in. condenser shaft, 
and provide a ratio of two to one. 
The dial graduation is visible at all 
times while tuning and the needle 
point permits accurate reading and 
logging. 








The American Electric Co., State 
and 64th Sts., Chicago, has just put 
on the market a new type of loud 
speaker unit known as its “Concert” 
model. It has a great range, being 
particularly adapted to reach ex- 
tremes of the musical range. This 
unit may also be fitted to phono- 
graphs. 








The Anylite Electric Co, Ft. 
Wayne, Ind., has a new “King Cole” 
receiver. The cabinet is of mahog- 
any with a black formica panel 
trimmed in gold. The set is very 
selective and easily tuned. 





The “King Cole” audio trans- 
former is another product of the 
Anylite Electric Co. It is made in 
two types, the F-1 and F-2, the 
former having a specially designed 
coil. The latter has a coil of stand- 
ard design. 





The “Majestic A and B Current 
Supply” is a product of the Grigsby- 
Grunow-Hinds Co., 4540 Armitage 
Ave., Chicago. It operates on any 
alternating current circuit 100 to 
120 volts, 50 to 1383 cycles. This 








product is designed for the purpose 
of eliminating both “A” and “B” 
batteries. The cabinet is finished in 
mahogany tint crystalized lacquer. 
It weighs 35 Ibs. net and is com- 
plete with extension cord and attach- 
ment plug. 
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ORDER 
YOUR STOCK NOW! 


ET owners, as well as set builders, are interested in the Bradley- 
Amplifier. It is so compact that it slips easily into any set. It is 

wired, ready for instant use, and requires no rewiring of the set. It 
may be installed outside the set if desired. 
The resistance coupled amplifier is a big seller, this year. Get your 
share of Bradley-Amplifier sales by entering your order now. Write 
for latest literature today. 

ALLEN-BRADLEY CO., 492 Clinton St., Milwaukee, Wis. 
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mplifies 
without 


HE latest Allen-Bradley contri- 

bution to better radio is the new 
Bradley-Amplifier, a marveously com- 
pact three-tube audio amplifier of the 
resistance coupled type. 


Aside from its faultless tone quality 
and perfect reproduction, the Bradley- 
Amplifier is amazingly small in size. 
All circuits, resistors, and condensers 
are securely soldered within the base, 


leaving no exposed parts. 


Another outstanding feature is the use 
of Bradleyunits (Molded Resistors) 
which do not deteriorate with age, 
nor are they affected by temperature 
and moisture. The Bradley Amplifier 
requires no attention or adjustment. 


Resistance~-Coupled 


2ERFECT AUDIO AMPLIFIER 









THE JOBBER'S/AJSALESMAN 












‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








New Radio Products, Illustrated 

















































S. W. Hull & Co., Cleveland, O., 
announces a new series of “HER- 


CULES” aerial masts. These masts 


are made in three standard lengths, 


20 ft. 40 ft. and 60 ft.) all stee! 


construction. 
These masts are made of a spe- 


cial angle construction that gives 


great strength and light weight, thus 


making a rugged mast easily erected. 


At the same time presenting a pleas- 
ing appearance by its graceful lines. 
A specially designed foundation 


eliminates. the use of concrete and 


permits all sizes to be erected in the 


earth or on the roof, as desired. 


Every mast is tested at the factory 


to withstand a 500 pound pull at 
_ the top. The substantial construc- 
~ tion makes them ideal for support- 
_ing the heavy antenna used in trans- 
mitting. 
-within reach of those desiring an 
efficient aerial for reception. 


The low cost places them 


Kach 
mast outfit is furnished complete 
with galvanized guy-wires and mast- 
head pulley, ete. 





Two new products of the Remo 
Corporation, Meriden, Conn., are the 
Remo radio tube reactivator and 
the Remofone aerial shown here. 





The reactivator is designed to re- 
vive old or weak tubes and bring 
them back in volume as good as 
new. It will accommodate three 
UV 201A type or two UV 199 type. 
Detector tubes of the UV .200 or 
WD 12 type cannot be revived. 





The Remofone aerial is of the in- 
door type that can be quickly at- 
tached. The wire end is attached 
to the aerial post of the set and a 
telephone desk set or electric light 
portable placed on the metal plate. 
By moving the telephone about on 
the plate the signals are increased 
or diminished as desired. 








The Jewett Radio & Phonograph 
Co., 5696 Telegraph Road, Pontiac, 
Mich., is manufacturing a “Super- 


speaker” of the console type. It is 
made of American walnut or Claire- 
mont mahogany with the top inlaid 
with Arlington ivory. It has a 
leather composition grille, draped 
with silk. Its volume is controlled 
by an ebony knob. Overall size 101/, 
in., 1734 in., 10 in. high. 





The Globe Phone Mfg. Company, 
Reading, Mass., for nearly 20 years 
maker of supersensitive acoustical 
devices including earphones for the 
deaf, the “Vactuphone,” a vacuum 
tube device for the hard of hearing, 
auditorium phones and earth stetho- 
scopes, now announces the develop- 
ment of a new Globe loud speaker. 

Built on an entirely new prin- 
ciple the Globe loud speaker has a 
silicon steel diaphragm, extra large 
drop-forged magnet with carefully 
balanced coils mounted on a sound 
bridge with a special tone pocket 
beneath. This gives a surprising 
smoothness of tone and faithfully 
reproduces music or the spoken 
word in full, deep, mellow tones 
throughout the entire acoustical 
range. A vibrationless horn is used. 








H. B. Sherman Mfg. Co., Battle 
Creek, Mich., is manufacturing a 
battery clip of the one-piece type 
made of special spring steel. It is 
hot lead coated and makes a quick, 
tight, secure, electrically efficient 
connection. There are no_ loose 
pieces to fall out and no loose joints 
to corrode. 





On the right is the new number 
1302, 45 volt, upright “Ace” radio 
“B” battery of the vertical type 
manufactured by the Carbon Prod- 
ucts Co., Lancaster, O. This bat- 
tery has tapped negative, 2214, and 
45 volts. Its dimensions are: Width, 
81, in.; depth, 2% in.; height, 73, 
in. Its weight is 71/ lbs. 

A new number 1152 vertical 221, 
volt, large size, “B” battery has also 
been brought out. This battery is 
designed for newer receiving sets 
where vertical “B” batteries are re- 


quired. Its dimensions are: Width, 
114, in.; depth, 242% in.; height, 
734 in. Its weigth is 4 lbs. 
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KESTER Radio SOLDER 


pe na 
& tat aun the & 
the toning cee ‘ 
Fun of s two ste | 
poy enphter *° 























What force heteiadd tt 


A 





ROLLING stone may gather no moss but it certainly 

gathers a speedy turnover when you push it downhill. 
Speedy turnover is the most noticeable thing about Kester 
Radio Solder. 


The merits of the package itself give Kester Radio Solder a 
neat turnover, but we’re not satisfied with that alone—No, 
oir 

We are putting some real advertising force behind it and 
the dealer will have to hustle to keep up with the consumer 
lemand. In view of these facts, you can clearly see where in 
nearly all cases you can bank on an order of Kester Radio 
Solder to start a list on your book. 


d Kester Radio Solder is a fast selling item and leads to orders 
} for the larger size packages. 


Cash in on our advertising effort—mention Kester Solder 
n every one of your calls. You will be surprised at the 
rumber of orders that you can start by jotting down Kester 
Fadio Solder right off the bat. 


CHICAGO SOLDER COMPANY 


4251 Wrightwood Avenue, Chicago, U. S. A. 
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We Protect 
Every Sale! 


Every inquiry on Blandin Radio Cab- | 


THAT THE SALESMAN 


inets is turned over to our jobber repre- | 


sentative in the territory producing the | 


inquiry. That’s our idea of jobber coop- 
eration. It means we have a 100% job- 
ber policy that’s in effect continuously. 


Blandin Radio Cabinets are acknowl- | 


edged good sellers. They have every de- 
sirable feature of fine cabinet construc- 
tion. 

The console is so designed that it will 
hold intact, any standard set in a box 
cabinet up to 28” in length. 

Our complete jobber proposition will 
interest you. Ask for complete details. 
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(Patents Pending) 


Blandin Console 


75 E 


This beautiful Blandin Console is finished in 
a hand rubbed lacquer-Mahogany—in English 
Brown. It will take any panel up to 7” high 
with room for “A” storage battery. “‘B” and 
“C”’ batteries and battery charger. This is one 
of the finest radio cabinets on the market and 
will dress up any set. 


AA 


ae 7-7, 


—> 





Duplex 


The New Blandin Duplex shown here takes 
panel 7x18, 7x21, 7x24 or 7x26. Grooved for 
ts” panei. Panel may be mounted either ver- 
tical or slanting. Ample room for dry batteries. 
Handsomely finished—hand rubbed lacquer. 


Blandin Phonograph Co., Inc. 
1000 16th St., Racine, Wisconsin 





| 











OF THE JOBBER IS THE 


Merchandising Radio 


(Continued from Page 12) 


community in the selling of radio sets. 
It is very true that the electrical con- 
tractor often more nearly makes the 
best dealer but it most certainly is 
not always the case. Music dealers, 
drug stores, hardware stores, garages, 
and general stores sometimes go after 
the business in the best manner. The 
electrical jobber, does ap- 
preciate the fact that insofar as he can 
get his regular accounts interested in 
radio, it is better to do so, even if it 
is necessary to wait a long time in 
order to convince the dealer that radio, 
as well as electrical material should 
be handled by him. Fortunately there 
are but a few of these left, and so the 
simplifying 


however, 


conditions are rapidly 
themselves. 

The 
stabilizes the radio business, and keeps 
the terrible hit and from 
being predominant during the height 
of the A good season's 
business can in cases be done 
of provided the 
proper approach is made to the dealer. 
The salesman house 
greatly by cultivating this placing of 
tubes, and batteries, 


taking of future orders always 
miss rush 


radio season. 
many 
time, 


well ahead 


can assist his 
orders for sets, 
ahead of time by his dealers. 

There is little fear of 
difficulties in radio sets this year, and 
although this has been more or less 
of an important consideration in years 


mechanical 


the time seems to have arrived, 
when, except for rare cases, this need 


Manufac- 


past, 


no longer be considered. 
turing, engineering and the selling of 
the equipment have rapidly co-ordi- 
ated themselves into a homogeneous 
whole and difficulties in apparatus, or 
even in performance are rare. 

The increase in the number of high- 
powered stations certainly has clari- 
fied the situation and the dealer, 
the set is sold, has comparatively lit- 
The sets do perform, and 
perform well. There is not so much 
difference between a moderately good 
set and the best set there is—both will 
entertain entertain thoroughly, 
whereas in times past this was not al- 
ways true—the lower priced set had 
its limitations due to the scarcity of 
really powerful broadcasting stations. 


once 


tle trouble. 


and 


Manufacturers are advertising heav- 
ily this year, and the advertising has 
taken on a more truthful aspect— 
principally because of the conditions 
outlined in the preceding paragraph. 


MOST IMPORTANT MAN 


IN THE INDUSTRY.’ 


All Your Trade 
Is Interested 
in Loop Aerials 


They Will Buy 
the 





mW eX 
A RASKET WEAVE jij 
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With a definite demand already 
established and almost every tub: 
set owner a prospect, it is obvious 
that your trade should be inte: 
ested in the Bodine Folding Loop 
Aerial. And they are interested 
they see profits in its sale. 

The Bodine possesses beauty, 
efficiency and low price. These are 
the points which will induce you 
dealers to stock it for immediate 
sales and profits. 


Their trade will buy it, for it gra 
the most attractive home = surroundines 
with unusual artis 

tic design, mahog 

any finish and silk 
covered wire. = Thi 


Bodine is responsivé 
to directional Sel 
ting, gives great s 
lectivity and = allows 
one to tune out local 
stations. The cali 
brated satin-silver 
dial, marked off 

degrees, permits fu! 
use of the selectivity feature. It is fu// 
collapsible. The low list price of the 
Bodine Basket Weave Folding Loop 
Aerial is due to the elimination of cost- 
ly overhead through the use of material 
and equipment of our motor factory. 


There is a Bodine Loop Aerial for il! 
sets, but if desired our engineering <¢- 
partment will design special aeri:! 
Write for attractive jobber proposit 





Bodine Electric Co. 


2244 W. OHIO ST. CHICAGO, IL. 
Quality Electrical Products Since 1900 
ppm 
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You and Your Customers 
Have Been Waiting for This 


A perfected current supply unit at a reasonable price. 
About the size of the old storage battery alone, yet takes care 
of the entire “A” and ‘‘B”’ current supply for from one to eight 
5-volt, 14 ampere tubes. Also separate terminals for No. 199 
.type tubes. 


Maintains tubes at their highest efficiency. Longer distance, 
greater volume. Just plug into A. C. house lighting circuit. 


No hum or noises. Costs an average of half cent an hour. 
All complete ready to operate, including tubes, $57.50. 


Specifications: Cabinet handsomely finished in a rich ma- 
hogany tint crystallized lacquer. Compact: || in. by 8 in. 
by 7 in. Weight 35 lbs. net. Complete with extension cord 
and attachment plug. Model AB-1! is designed for use on cir- 
cuits from 100-120 volts alternating current, 50 to 133 cycles. 


Retail Price ‘4 wp -- Without Tubes 


GRIGSBY ~ GRUNOW ~ HINDS ~ CO 


Chicago, Illinois 





4546 Armitage Avenue 
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CONCERT 


No. 205B—With black fare 





THE HEART OF THE SPEAKER 


The large size of this Unit gives great range with tone of most pleasing 
quality which combined with the special amplifying properties of the 
Burns horn produces remarkable results. 


Horn is of a distinctive design 


with pyralin flare in several handsome finishes—pleases the eye as well as 
the ear. 


om .....$22.50 
No. 205D—Mahogany tinted flare......... : . 25.00 
No. 205P—Mother-of-pearl flare .................... 30.00 
No. 100 —Medium phonograph unit...... ..... 10.00 
No. 120 —Concert phonograph unit.... . 12.00 


GET OUR TRADE PROPOSITION NOW 


CHICAGO — 


U. S. A. 





MODERN 


MODERN TRANSFORMERS are 
leaders in their field of usefulness, 
having always enjoyed extreme 
popularity because of their quality 
of tone and powerful amplifica- 


tion, which are unsurpassed. 


6218) ll 
groievo 9 | | 
wed Ce 


MODERN TRANSFORMERS rep- 
resent the very highest possible 





achievement in quality, design 


and workmanship. 


Sold Through 
Jobbers Exclusively 


The Modern Electric Mfg. Co. 


World’s largest transformer manufacturers, mak- 
ing transformers exclusively for Radic 
purposes. 


Toledo, Ohio 











TRANSFORMERS 









4 Collapsible 
Loop Aerials 





Nationally advertised in lead- 
ing radio and general maga- 
zines and sold only through 
the legitimate jobbing trade. 


Write for catalog. 


Lincoln Radio Corporation 


224 No. Wells St. 


Chicago 








JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


Nevertheless there is a greater ten 
dency to be conservative in the claims 
and put more stress on the perform 
ance as a whole rather than on what 
actually happened with one set unde: 
what may have been extraordinar) 
circumstances. 

More confidence in radio as a grow 
ing healthy business will come out o1 
this fall’s activity. The jobber has it 
in his power to keep it coming his wa) 
—he is the logical source of distribu 
tion, but in knowing this, he too often 
takes conditions for granted. Th 
building of a loyal and efficient dealer 
organization must always be kept in 
mind. The dealer likes to see aggres 
siveness on the part of his jobber, and 
the jobber must be aggressive in such 
a fast-moving business as is radio. 


* * * 


Popular Contests at New York 
Radio Show 
The fourth annual National Radio 


Exposition will be held at Grand Cen 


| tral Palace, New York, September 12 


| to 19. 


All branches of the radio in 
dustry are co-operating to stage a 
series of amateur and popular con 
tests according to an announcement 
made by J. C. Johnson, general man 
ager of the exposition. Prizes will be 
awarded for homemade receiving sets, 
freak artists’ 


etc. 


sets, favorite contests, 

In addition to the contest the ex 
hibits of the latest achievements of 
the radio research laboratories at tli 


| exposition will hold the interest of thie 


fans. 


* * * 


Fine Radio Outlook in 
Northwest 
The W. S. Nott Co., of Minne 
apolis, which is doing a good job as 
distributors of radio and appliances. 
reports through Assistant Manager 
Paul Goldsborough that the Nortli 
west is just entering into a prosper 
ous fall and winter period. ‘““The fact 


| is, we can safely say conditions are 


| time since 1921. 





better than they have been at any 
We look for an ex 
ceptionally heavy radio and appliance 
business this fall and winter and are 
laying our plans to get our full share. 
Our new radio catalog was off the 
press about August 25. Only na 
tionally advertised standardized radio 
apparatus is shown. This is the foun 
dation upon which we are building 
tltis department.” 
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the Balkite Trickle Charger at 10 
and the new Balkite“B’ at $35 





Balkite Trickle Charger 


Charges both 4 and 6 volt radio 
“A” batteries at about .5 amperes. 
Usable in 3 ways: (1) Asa regular 
charger with a low capacity storage 
battery for sets now using dry cells. 
(2) With storage battery sets of 
few tubes. Furnishes more current 
than used by 6 dry cell or 2 storage 
battery tubes, so that if used dur- 
ing operation it need be used at no 
other time. (3) As a “trickle” or 
continuous charger for storage 
battery sets of as many as 8 tubes. 
Sizes 5% in. long, 2% in. wide, 5 in. 
high. Operates from 110-120 AC 
60 cycle current. 

Low capacity batteries especially 
adapted for use with this charger 
with sets now using dry cells are be- 
ing offered by practically all leading 
battery manufacturers this fall. 

Reputable manufacturers are 
also offering this fall for use with 
this charger special switches which 
turn on Balkite ““B” and turn off 
the charger.when you turn on your 
set. This makes the current supply 
for both “A” and “B” circuits 
automatic in operation. 


Price $10 
West of Rockies, $10.50 
In Canada, $15 





Balkite Battery Charger 


Che most popular battery charger 
on the market. It can be used while 
the radio set is in operation. If your 
battery should low you merely 
turnonthe charger and operate the 

t. Charging rate 2.5 amperes. 
crates from 110-120 AC 60 cycle 
« irrent. Special model for 50cycles. 


Price $19.50 


West of Rockies, $20 
In Canada, $27.50 





The Balkite Battery Charger is today the most popular 
charger on the market. It is the only charger commonly 
used while the set is in operation. Balkite “B” II is also 
well known. It replaces “B” batteries entirely and sup- 
plies plate current from the light socket. It was the out- 
standing development in radio last year. 


We now announce the Balkite Trickle Charger at $10. 
This low-rate charger is especially adapted to use with 
sets of relatively low “A” current requirements—any dry 
cell set and storage battery sets having a small number 
of tubes. Owners of dry cell sets can now make a very 
compact and economical installation with a Balkite 
Trickle Charger and a low capacity storage battery of 
the type being offered by leading battery manufacturers 
this fall. 

We also announce at this time the new Balkite “B” at 
$35. This new model is specially designed to serve sets 


of five tubes and less. It fits in your present “B” battery 
compartment. 


Noiseless—No bulbs—Permanent 
All Balkite Radio Power Units are based on the same 


principle. All are entirely noiseless in operation. They 
have no moving parts, no bulbs, and nothing to adjust, 
break or get out of order. They cannot deteriorate through 
use or disuse—each is a permanent piece of equipment 
with nothing to wear out or replace. They require no 
other attention than the infrequent addition of water. 
They do not interfere with your set or your neighbor’s, 
Their current consumption is remarkably low. They 
require no changes or additions to your set. 


An “A” battery, a Balkite Charger and a Balkite “B” 
constitute the most advanced power equipment on the 
market, one that is economical, unfailing in operation, 
and eliminates the possibility of run-down batteries. 


Manufactured by FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


Balkite 


Radio Power Units 


BALTKITE BATTERY CHARGER + BALKITE TRICKLE CHARGER - BALKITE“B” + BALKITE “3B”. 





SPINE I I 





May 21 ised 





Balkite ““B’’ 
Eliminates “‘B’’ batteries. Supplies 
plate current from the light socket. 
Operates with either storage bat- 
tery or dry cell tubes. Keeps “B”’ 
circuit always operating at maxi- 
mum efficiency, for with its use the 
late current supply is never low. 
lentes no changes or additions 
to your set. No bulbs— nothing to 
lace. Requires no attention 
other than adding water about 
once a year. 

A new model, designed to serve 
any set of 5 tubes or less. Size 84 
in. long, 8 in. high, 34 in. wide. 
Occupies about same space as 45 
volt dry “B” battery. Operates 
from 110-120 AC 60 cycle current. 


Price $35 
In Canada, $49.50 





Balkite “B”’ II 
The most outstanding develop- 
ment in radio last season. Same as 
the new Balkite “B”’ but will fit any 
set including those of 10 tubes or 


more. Current capacity 40 milli- 
amperes at 90 volts. Size 9 in. high, 
6% in. wide, 7% in. deep. Operates 
from 110-120 AC 60 cycle current. 


Price $55 
In Canada, $75 
= 


The Unipower, manufactured 
by the Gould Storage Battery 


Company, isequipped witha spe- 
cial Balkite Radio Power Unit. 


am 
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HE Music .Master line of 
Radio Products is complete * 
and every item in the line is abso- 
lutely the very bést obtainable. 















TYPE 60 


Five Tubes. Two stages of radio frequency, detector and two 
stages audio frequency. Selective, good volume and 560 
distance. Brown mahogany art finish cabinet. Price, 


Ten Styles of Receiving Sets 


(Every Successful Circuit) 


$50 to $460 


Nine Models of Reproducers 


(Horn—Cabinet—Pedestal Lamp 
and Hangers) 


$18 to $100 





TYPE 100 


Fivetube new Music 
Master Circuit, involv- 
ing special adaptation to 
radio frequency. Very 
selective. Good volume 
Exceptional tone and 
distance. Brown mahog- 


any art satin $100 
finish. Price . 








All Types and Shapes of Batteries 


(Multi-Cell Dry “A”, “B” and “C™ and 
Storage “A” Batteries) 


$.60 to $23.50 





A Complete Line of Accessories 
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HE Music Master Dealer 

Franchise is the most val- 
uable that any Radio Merchant 
can have. 


These Franchises are not granted in- 
discriminately and not many more can 
be issued this year. If you want -to 
tie up to Strength, write or wire to 
learn whether youarein open territory. 


Modern merchandising and aggressive. 
national advertising assure Music 
Master Registered Dealers a substan- 
tial volume of steady business on 
attractive terms. 

Get in touch with an authorized Music 
Master distributor or write us direct, 
regarding registration to handle Music 
Master in your territory. 


{lusic Master Corporation 


WALTER L. ECKHARDT, President 
Makers and Distributors of High-Grade Radio Apparatus 
128-130 N. Tenth Street, Philadelphia 
NEW YORK PITTSBURGH MONTREAL 
Canadian Factory: Kitchener, Ontario 





CHICAGO 





is Mae: a laa 


se 
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MODEL V 


Metal cabinet. Ma- 
hogany finish. Wood 


Pree. . . 918 





IN THE INDUSTRY.” 


PONG BL GP BENE Ta 


Tes ee 





- DheMost Complete Radio Line under a Single Trade Mark 
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SUPER 
PARTS 


Announcing—A New 
Line of Silver- 


Marshall Parts 


radio industry 
been eagerly 
awaiting the  an- 
nouncement ‘of the 
new _ Silver-Marshall ¢ 
line of Super Parts 
for the impending 
season. Now we are 
ready to start the big 
Fall push with some 
of the biggest and 
best sellers ever of- 
fered the radio trade, 
at the most attractive 
can 


The 
has 





The S-L-F Condenser 
Retails at $6.00, $5.75 
and $5.50. 
proposition you 

find. 


The new S-M Straight-line-frequency condenser 
leads the new line of S-M Parts. Entirely silver- 
plated, it presents an attractive appearance, and 
for actual performance it cannot be surpassed. 
Approved by authorities everywhere. 


New Transformers Ready 


The adoption of 
bakelite casings for 
the famous  Silver- 
Marshall long wave 
transformers has in- 
creased efficiency 30 
per cent and won in- 
stant favor with the 
fans. These trans- 
formers are known 
from coast to coast 
and are nationally 
advertised. 





The S-M Intermediate 
transformer, with new 

bakelite case. outstanding feature 
of the Silver-Mar- 
shall super-heterodyne design that won first prize 
in the recent Los Angeles Radio Show. Sold 
in sets of two 210’s and one 211. 


$8.00 ea. 


The S-M Coupler 


The Silver-Marshall Coup- 
ling unit, with new de- 
sign and increased effi- 
ciency, is another leader 
in the nationally known 
Silver-Marshall line—ad- 
vertised in all the radio 
magazines every month, 
and in the country’s lead- 
ing newspapers every 
week. Silver Designs 
have been’ before’ the 
radio public every month 
in the year. The demand 
for this Fall is already 
being filled. Orders placed 
now are assured of imme- 
diate delivery. 





The S-M 101B 
Coupling Unit. 


Silver-Marshall Follows a Strict Jobber 
Policy — Your Protection of a Square 
Deal. Write for Complete description 
of S-M Parts and Exclusive Jobber 


Proposition for your Territory. 


Silver-Marshall inc. 


115 S. Wabash Ave., 


Chicago 








They | 
were admittedly the | 


| his business. 


They’re After the Job- 
bers’ Radio Goat 


(Continued from Page 7) 

study, there is no getting around the 
fact that in order to do a constructive 
job he must at least have such a de- 
partment headed by a_ competent 
man, who shall preferrably have at 
least one assistant who can spend the 
best part of his time in the territory 
working with the general salesmen, 
giving personal attention to the selec- 
tion of dealers and “ribbing them up” 
as the saying goes. With a depart- 
ment of this kind and in view of the 
fact that radio is now a commercial 
line without technicalities to seriously 
stand in the way of the regular sales- 
man, progress can be made to en- 
trench the jobber more firmly in the 
strategic position he now holds. 

Many are of the opinion that a line 
of strictly radio jobbers will be built 
up to handle this business, but it 
seems very improbable that a single 
commodity such as this, however im- 
portant it may be, can support a line 
of wholesales of its own which will 
cover the country and give national 
distribution in the thorough way in 
which the established electrical job- 
bers are now doing. There will un- 
doubtedly be radio jobbers in the 
larger centers as now, but when it 
comes to the thousand and one small 
communities, which in turn supply 
the rural districts, with their millions 
of radio prospects, they have always 
been the stronghold of the electrical 


Retail at | Jobber and it will be a hard task for 


any special class of jobber to oust 
him or even make serious inroads on 
Especially is this true 


| when the special radio jobber is con- 





fronted with the same problem of 
and not carrying 
other lines to tide him over the slack 


seasonability is 


months. 





Radio Industries Annual Ban- 


quet in September 

The second annual banquet of the 
Radio Industries will be held the eve- 
ning of September 16, at the Hotel 
Commodore, New York. 

The banquet has a double signifi- 
cance and will attract a double audi- 
ence. Actually present will be more 
than 1,000 prominent members of the 
radio industry; officials of the manu- 
facturing and distributing corpora- 
tions, the broadcasting stations and 
all the important business enterprises 
that have to do with radio. 








JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY." 


EASY WAY TO 
INCREASE YOUR 
SALES 


—and income—is to induce your 
dealers to stock Apex Vernier Dials. 
The super quality of 


APEX 
VERNIER DIALS 


and the supreme satisfaction experienced 
by soory purchaser will establish an ex- 



























ceedingly pleasant and decidedly profit- 
able ae relationship. 


Royal Brass Finish— : 
4 in.—$2.00 list; 31% in.—$1.65 list 
Satin Silver Finish— 
in. —$2.50 list; 314 in.—$1.90 list 
DeLuxe Gold (24K)— 


4 in.— $3.50 list; 314 in.—$2.50 list 
Produced with watch-like precision. 


Handsome finish. Clockwise and counter 
clockwise. 


Quality Radio Apparatus 


APEX ELECTRIC MFG. CO, 
1414 W. 59th Street, CHICAGO 

















EAGLE 


sews 
H $ 
rt j 


The Peer of 
Neutrodyne Receivers 


PAYS THE 
SELLER 


PLEASES THE 
BUYER 


Designed to dominate the field 
in quality. Backed by a Sales 
and Service Campaign that pro- 
tects you against any depreci- 
ation in your investment. 





‘Eagle Life’’ sent on request. A 
helpful, interesting and amusing 
monthly. Get on the mailing 
list. 





Eagle Radio Company 





17 Boyden Place - Newark, N. J. 


— 
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MATTHEWS 
ELECTRICAL SPECIALTIES 


Poe ne years experience in the manufacture of dependable products have placed 
Matthews Electrical Specialties second to none in their field. The name “Matthews” 
on a product is a mark of quality, which removes sales resistance. This fact has been 
brought about not only by the merit of the product, but also by continuous and exten- 
sive advertising—that has brought home the story of the excellence of these products to 
the buyer in the electrical industry. 





MATTHEWS SLACK PULLER 
Takes the place of block and tackle for pulling guys, changing 
insulators, etc. 








MATTHEWS SCRULIX ANCHORS 


Type O K Matthews Fuswitch 
Rating 100 Amperes, 7500 Volts 


Matthews Handy Holdfast 
Portable 





‘= 


Ca 








Type H O Matthews Fuswitch 
Rating 200 Amperes, 7500 Volts 




















N° 1200 N°1000 N° B00 N°B5BR N°758-R N°GSOR N°6I2 4 
Matthews Holdfast Lamp Guard —— » = 








Matthews Scrulix Anchors. Specifications of Anchors and Tools 


us Size of Cross Arm 

Trade Diameter Galvanized Ss. Length } Strap Not 

Nos. of Anchor Rods . Overall _ Furnished 

612-R 6 in. ¥% in. round 750 6 ft. 4 _ 

658-R 6 in. 5@ in. round - 6 ft. 

758-R in. 5S in. round 2 6 ft. 

858-R 8 i ¥% in. round 6 ft. 

567 Wrench 2900 5 ft. 4 in, 

865 Ratchet Handle 1500 37 in. 

300 Auger (3 in.) 1650 5 ft. 11 in. 

375 Auger (334 in.) 1750 5 ft. 11 in. 

800 8 in. 1% in. square 3700 6 ft. 

1000 10 in. 1% in. square 5700 6 ft. 

1200 12 in. 1% in. square 7900 6 ft. 

No. 567 must be used with 612-R, 658-R, 758-R and 858-R. No. 865 

is used with No. 567 where a ratchet handle is needed. No. 300 

Auger is used in hard ground before installing 612-R, 658-R and 

hews Cable Clamps for Dead 758-R. No. 375 is used in hard ground before installing 858-R, 
Ending and Corners 800, 1000 and 1200. Longer rods and wrench tubes can be furnished Open Type Matthews Fuswitch 
» 1,000,000 C. M. Cable on special order at additional charge. Rating 100 Amperes, 15000 Volts 


W.N. MATTHEWS CORPORATION 
3712 FOREST PARK BLVD., ST. LOUIS, MO. 


BETTER DESIGN BETTER SERVICE BETTER RESULTS 
SINCE 1899 











<WATTH 
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“Shorty”. Circurt the Counter- 
man Says: 
“Why hullo, Measles! Which 
cyclone blew you in; or mebbe a side 
door pullman? Me? Alive an’ kickin.’ 
Which is I'd like to kickin’ some o’ 
them there guys what dopes me up 
wid them dumb questions they ast. 

“Sure. One o’ them blokes, all 
dressed up like a Long Island boot- 
legger, slips in the store an’ wants 
to know if we got a good saddle. I 
tells him as he’s in the wrong stable 
as this a first jclass ‘lectric shop, 
dealin’ out everythin’ from blow-outs 
to short circuits, But lhe owns up as 
it’s just the place he’s lookin’ for to 
I begins to think 
he’s only ridin’ me 


get a good saddle. 
(get the ‘wise 
crack) when he settles the thing by 
sayin’ he wants the saddle for one 0’ 
them there ‘lectric horses. 

“Before I could fall he tells me as 
he’s makin’ one o’ his own an’ he’s 
What he 
needs now is a saddle, reins, an’ stir- 
rups; yuh know the rigamajigs yuh 
put your hoofs in. Oh Gawd! that 
baby’ll never be troubled wid brain 
fever. 

“Well I starts in to outfit this in- 
door jockey. For a saddle I hands 


got almost all the parts. 


him a roll o’ tape wid instructins to 
it around the belly ; 
this’d make him stick on an’ also make 
him shock proof sort of. 


wind horse’s 


The reins 
I gives him is some asbestos covered 
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wire, tellin’ him as he wouldn’t need 
no gloves as this is to avoid friction 
an’ heat. As to stirrups I slips him 
two half inch straps wid the advice 
that he use his legs toes in mountin’. 

“As he’s about to walk out in a huff, 
I says as I have a fine polo outfit to 
go wid that ‘lectric horse, an’ I shows 
him a piece o’ wood mouldin’ for a 
mallet an’ a adjustin’ ball as the old 
pill. 

“After this nuisance goes up like 
a hot boiler, in pops sumpin’ else what 
He wants some 
Mindja just wire. I asks him 
what size an’ what he wants to wire 
up. But innocent like, he pipes up 
as he wants some wire to hang a pic- 


shoulda been caged. 
wire. 


ture. 

Kin you just imagine askin’ such a 
question off me; the best ‘lectric clerk 
what ever blew a fuse. 

“But bein’ brainy as brains go, I 
ups an’ hands him some 14-2 wire 
B. X. cable. I does this thinkin’, yeh 
I think, to put a wise one over on 
this African Ape. Well, he just 
smiles back pleasant like an’ owns as 














I could: 
I wonders. 


it’s just the stuff he wants. 
past out o’ the picture. 
out loud sorta, as mebbe he might 
hang a livin’ picture o’ hisself. I don't 
thing he heard me altho I’m hopin 
as I am that he did. 

“Just as soon as I gets fumigated 
from that scarlet fever, in walks 
another contagion. This boy says li 
wants a very good iron plate. I asks 
him as to what kind o’ plate, push, re- 
ceptacle, etc., an’ anyway all 
plates is brush brass. He agrees nice 
wid me as it’s just the thing he wants, 
a good brass iron plate. I didn’t know 
whether to hit him or send for the 
wagon. 

So I decides to humor him along 
so I polite like asks him what, how, 


our 


when, why an’ where it’s gonna be 
used. He flares up like a high fever 
an’ wants to know if I know anythin’ 
about the ’lectric business or the U. S. 
language. 

What’s more, he goes further by 
sayin’ as it’s a plate wid a receptacle 
which is made to connect up a ‘lectric 
iron to an’ so it must be called a ‘iron’ 
plate. 

“Yep. The pictures in the papers 
said, “X marks the spot where the 
body was found.’ 

“Well, Adiose Measles, I’m hiking. 
Yeh, that’s goodbye in French. Also. 
Carbolic Acid, which is goodbye in 
any lingo.”’ 

Mervin Hirschfeld. 














In the center is the new plant of the Brown-Camp Hardware 
Co., Des Moines, Ia., showing the desirable feature of a rail- 


road siding. 


chutes which saves so much money, time and energy. 


On the left is one of Brown-Camp’s famous spiral 


right is the packing department of the company and above are 


Merriman; S. V. 


C H. Moore; F. 
On the B. F. 





some of the members of the organization. 


Pennington; W. E. 
Cord, and W. ‘Il. McNerney, assistant secretary. 


Left to right: J. ‘I 
Camp; P. E. Johnson; E. A. Edwards; E. Turnquist; E. |. 


Alltmont, manager electrical departme: |; 
Henry; H. A. Steddom; C. Riley; R. Hur 


Englebrecht; A. Franklin; E. |. 












September, 1925 THE JOBBER’S (2) SALESMAN 83 


‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








BEAUTY, EFFICIENCY 
And a Good Profit 


Due to its scientific design, the new 2354 line of Cora 
Cased Glass is much more efficient than ordinary com- 
mercial lighting glassware. This high efficiency, combined 
with beauty of ornamentation, makes it easier for you to 


sell at a better price. 


CONSOLIDATED LAMP & GLASS CO. 


Coraopolis, Pa. 











84 THE JOBBER’SfJ|SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





RIGID OR FLEXIBLE 
CONDUIT 


WE ARE HEADQUARTERS FOR SUCH 
MATERIALS — GOOD GOODS, GOOD 
SERVICE, COMPLETE CO-OPERATION. 


Let us demonstrate 





“The proof of the pudding” and 
all that; you remember the old saw? 


Well, the proof of the Quality of 


“ELECTRODUCT” or “XDUCT” 


Rigid Steel Conduit 
and of 


LOOMFLEX 


Non-metallic Flexible Conduit is 
in the sample. Let us mail you 
one —then convince yourself. 


THESE CONDUITS ARE USED IN IMPORTANT 
WORK 


AMERICAN CIRCULAR 
LOOM CO. 


90 WEST ST., NEW YORK 


Boston Atlanta 
Pittsburgh Portland 
Chicago Los Angeles 




















Western Electric’s New K. C. 
Home 

A new building at Seventeenth and 

Baltimore streets, Kansas City, Mo., 

with lots of room and light and many 

modern features, is making the West- 

ern Electric crowd of that city mighty 








happy and efficient at the same time. 
It is three stories high, and several 
more can be added, as the concrete 
supports and even the elevator shaft 
have been run up above the present 
roof, 


The illustrations show part of the 
general office, one of the heavy stock 
sections, and the building as a whole. 
The decorative features on the build- 
ing were added as a matter of fore 





| sight, as this district is expected some 


day to be a retail section. The build- 
ing is painted white inside. 

Among the new features are auto- 
matic elevators, absolutely safe; steel 
shelving, spiral chutes, special con- 
duit racks, ete. A distinct step for- 
ward in providing for the comfort of 
employees has been taken. There has 
been installed an enlarged washroom 
for the men with a shower bath, and 
a finely furnished room for the gir’s. 


The stock rooms are replete wit! 


| features for easy and rapid handling 


of material. One worthy of mention 
is the mounting of all barrels 0! 
porcelain knobs, tubes, etc., on small 


wheeled “‘dollies.”” Any barrel in tlie 
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Installation Advantages Are Sales Advantages 





ONE OF THE MANY SWITCHES IN THE WADSWORTH LINE 
WHICH IS OF PARTICULAR INTEREST TO THE CONTRACTOR 
BECAUSE OF ITS INSTALLATION ADVANTAGES 














Branch circuit type channel switches, for banked meter installations. Service switch and branch circuit 
fuses in same cabinet. Illustration shows one No. 372 and two No. 362. Banked and wired, branch circuit 
porcelain is removable and will not interfere with the running of the service wires. No wiring space in 
the channel has been sacrificed. 


THE CREATION OF A DEMAND 


An Important Part of Wadsworth’s 
Jobber Proposition 


Aside from getting a line of Safety Switches of the caliber and types de- 
manded by contractors and industrials, you get created demand in the 
Wadsworth Jobber proposition. 


The Wadsworth line of Safety Switches is being brought to the attention 
of practically every contractor and industrial in the entire country. They 
are being told of the exclusive features and what they mean to them in eco- 
nomic installation and satisfactory service. 


See our double page ad in the September “Electragist.” 


It is obvious that the jobbers who stock Wadsworth Safety Switches 
and the J. S. who sell the line are building a greater and better Safety Switch 
business. 


May we submit our full proposition of co-operation and show 
you what it means to you in terms of dollars and cents? 


Wadsworth Electric Mfg. Co. 


COVINGTON, KENTUCKY 


DISTRICT REPRESENTATIVES 


CHICAGO DETROIT ATLANTA CLEVELAND PITTSBURGH 
ST. PAUL KANSAS CITY NEW YORK 
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PUSH 


THE OLD RELIABLE 


“RELIANCE” 


AUTOMATIC TIME SWITCH 


For more than 16 years “Reliance” 
has proven itself to be reliable 
Its simplicity of construction, high 
quality of materials and accuracy of 
manufacture are responsible. Every 
switch is fully guaranteed for one 
year and any defective part wiil be 
replaced free. Runs a full week 
with one winding. Made in 12 dif- 
ferent sizes for 10, 20, 30 and 50 am- 
a Priced from $28.00 to $36.00 
ist. 





“RACINE” 


AUTOMATIC TIME SWITCH 
TO MEET COMPETITION 


Here's a 


most Satisfactory 8-day 
time switch that’s made to meet 
competition. It successfully meets 
all the conditions you will experi- 
ence in selling lower priced time 
switches. Made in 2 sizes, 10 and 
20 amperes. Sells for $19.50 and 
$23.00 respectively. 


Send for full jobber proposition and 
other data. 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 
RACINE 


WISC. 
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| stock can be quickly rolled out and 


returned to its place. This system 
eliminates dumping into bins with con- 
sequent breakage. 

A side-car delivery has been added, 
resulting in a speed-up of service on 
rush calls for lighter material. The 
loading facilities are above the aver- 


age as to space and convenience. 


* * * 


Stock Record Form 


This form, 814 ins. wide by 934 ins. 
high, from the Boggis Johnson Elec- 
Co., Milwaukee, Wis., 
money, time and lost orders all through 
the year. 


tric saves 


Every day the stock record operator 
lists on this sheet all items which are 
low. Then the sheet is handed to the 
stock men, who quickly count the 
items listed and put the result in the 
column “on hand per count.” Any 
discrepancy is immediately discovered 
and the necessary correction made on 
the card. If the amounts agree, and 
the stock is really low, an order is 
placed on the factory. Sometimes 
there is plenty in stock and unneces- 


sary buying is prevented. 





Again mistakes have been made in 
inventory and these are discovered by 


double check. The 


means of this 
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best thing about it is the prevention 
of overstocking. 

It also helps the stock record clerk 
to give accurate information when 
customers call up to see if material is 
in stock. Without this daily check th 
customer was often told the item was 
not on hand when in reality there was 
enough in stock to fill his order. It 
in a hurry he would buy elsewhere. 
This meant a loss of business. 


ee «& © 


Some Questions Edison Might 
Ask Purchasing Agents 


Are wire nails improved by mani 
curing? 

Who was Mike Crometer? 

Where do hexagon nuts grow? 

Why were there no pickets em- 
ployed in the recent bnyers’ strike? 

Do brushes shed or moult? 

What is the R. P. M of a new 
bottle of hootch? 

Do salesmen ever use the word 
Proposition? Quality? Service? 

Can flexible hose be darned with 
screw threads? 

Do you understand Swedish iron? 

Who first “got down to 
tacks?” Which end was up? 

Who invented the Hem Lock? 

Where do you buycarbonate? 

Who was Al Paca? Dan de Lion? 

How heavy is light paint? 

Does refined iron ever lose its tem- 
per? 


brass 


Who invented the cotton gin? Does 
it contain more than one-half of one 
per cent? 

Where is the cotton belt? 
leather belt? 

Is it criminal to forge an ironbound 
contract? 


The 





DESCRIPTION 











a 


MILWAUKEE, Wis. 


| AVERAGE | QUANTITY 
MONTHLY TO se 
ORDERED 


Ee SION, Ree 
ON HAND | ON ] R cost oF cost © 
AS PER as ven over SHORT units oisne 





< 
































Stock record form used by Boggis-Johnson Electric Co., Milwaukee, whic» sive! 


it an accurate check on the condition of its stock. 
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Shurlok 





P&S 59108 


Standard Wiring Devices 





P&S 540 


Shurlok 
P&S §hurlok Sockets---made in 


Porcelain, High Heat Composition 


P&S 9366 


Shurlok, 


and Brass Shell Types. 





P&S 54 


P&S 61988 


The Most Popular Sign Receptacles in the World 





P G&S 870---With Stud Box as a Suggestion 



































ad ddadda 


77 ft fr 





a 


High Heat Keys Won’t Get Soft when used with Gas Filled Lamps 








CA-S 29 Brass Socket 


P &S 1299 Key must be ordered special 


P&S All-Porcelain 


Receptacles 


Send for Form 1527 
Fifteen Numbers for All Styles of Outlets 


With All-Porcelain Shade Holder 
With Porcelain Ring for Ball Lamps 
Flush Back and Deep Back 


P&S 





P&S 139% 


Transformer Cutout 


Fluto Key Sockets 


Double Pole with High Heat Keys 


The Double Pole Movement 
A---Key Shaft Never a part of the 
Circuit. 


B, B---Double Pole. C, C---Current 
breaks on Center Contact and 


Lamp Shell. 


D---Center Contact. 


Shell. 


E---Lamp 


Pass & Seymour, Inc. 


Solvay Station 


Syracuse, N. Y. 
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Prize W 


MANUFACTURERS ELIGIBLE 


Arrow Electric Go..:.<..:..<......:--css<e 


Benjamin Elec. Mfg. Co.| 
(Two Prizes) \ 
Chicago Fuse Mfg. Co..............-.--+ 


Chicago Solder Co 
Cutler-Hammer Mfg. Co.............. 
Curtis Lighting, Inc........ 
Dictograph Products Corp 
Eastern Tube and Tool Co. 
Economy Fuse & Mfg. BE cca: 
Fanstee] Products Co.................... 


CHE CSS Ge re 


Mid-West Metal Products Co...... 
Music Master Corp./ 
(Two Prizes)  § 
Mutual Elee. Machine Co............. 
National Metal Molding Co..... 


National Carbon Co., Inic. | 
(Three Prizes) st 


U.S. Rubber Co... 








Hart & Hegeman Mfg. Co............ 


bay CELE Ca a 
Indiana Rubber & Ins. Wire Co.... 


Jefferson Glass Co......................-. 


Roach Appleton Mfg. Co............ a 


ef Re ee aS 
Trumbull Elec. Mfg. Co................ 


Tubular Woven Fabric Co.............- 


Waage Electric Co............... Ae ate 
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inners in July Contest 


Twenty-Five Dollar Prizes Will Be Given by THE JOBBER’s SALESMAN to Men 
As Listed Below—the Result of the July “Summer Sales Prize Contest.” 
Those Entered in the August Contest Are Urged to Send Their 
Records in Early. Juicy Cash Prizes Await the August Winners. 


Propucts Prize WINNERS 
Whole Line..... Le 

L. A. Woolley, Inc., Buffalo 
\ Industrial Howlers.......... B. S. Weis, Interstate Electric Co., Birmingham, Ala. 
l““Benco” Sockets......................0. C. Siegel, Boss Elec’] Sup. Co., Providence, R. I. 
Se IE Rs vissbictenseonclceemmmeeeeate V. McK |murray, 


Commercial Elec. Sup. Co., Detroit 


SWhele Danex..2 22230 6 oe) Soe Baily, 


Franklin Electric Co., Philadelphia 
Convenience Outlets Le «2 Fe 
Iron City Electric Co., Pittsburgh 


Re ee D. W. Peterson, 
Illinois Electric Co., Los Angeles 
ee ee: Maurice Shugg, . 
Franklin Electric Co., Philadelphia 
..Non-Metallic Conduit (Loom)................L. Silverman, 
Hirschfeld Elec’l Sup. Co., New York 
SS TI 8 sic. 5 «ci saimnsircientsaiabiaaddecsanan W. B. Conrey, 
Collins Electric Co., Des Moines, Ia. 
nee Fs 8 A 
Electric Appliance Co., Chicago 
“Hyperion” Line of Glassware.............. Morris Rosenberg, 
Morris Blumberg Electric Co., Detroit 
ee Saree L. Agnew, 
Franklin Electric Co., Philadelphia 
Harvey Hubbell, Inc....... Sbiatouatinans Twin Te-Taps Nos. 7010 and 7035........Paul Donnelly, 
Franklin Electric Co., Philadelphia 
Hemingray Glass Co........ ‘ecieaalal ie a dM og re 
Indianapolis Electric Sup. Co., Indianapoli- 
Whole Line baila tech Lessesseseeeceeee--edVOSEPh Ezkovich, 
Interstate Electric Co., New Orleans 
SONG NE G00 iicluttstaeal adents W. C. Feistel, 
Centra! Electric Co., Chicago 
RIN MI cesses berate caewendileani dbcianeee Ferd. Stérn, 
Interstate Electric Co., New Orleans 
ee. sevssssascsecssccssseeeess A, Ee Eleddie, (Valparaiso; Ind.) 
Otto Reiman, Inc., Chicago 
Cae H. Hoffman, Triangle Electric Co., Chicago 
(Receiving Set.....................0...-... _........ H. Hoffman, Triangle Electric Co., Chicago 
“Bull Dog” Safety Switches..................E. H. Weigle, 
Iron City Electric Co., Pittsburgh 
eS ere A R. L. Van Meter 
Terry-Durin Co., Cedar Rapids, la. 
(“Eveready” Flashlights..........Wm. T. Thomas, Franklin Electric Co., Philadelphia 
4“Columbia” Dry Batteries......M. J. Clark, Central Electric Co., Chicago 
|‘‘Eveready” Radio Batteries...Arthur Barit, Morris Blumberg Electric Co., Detroit 
Wiltole«Itine......:.... 22>... be ee Henry Adlersheim, 
Garfunkel Bros., Inc., Jersey City, \. J. 
Went ~ Line.......... date Lh KE. F. Soutar, 


American Electrical Sup. Co., Chicage 
No. 2221 Tumbler Motor Starting Sw..C. F. Gottschalk, 
Republic Electric Co., Clev: land 
NTI 520: cccnttaccs/satiebiaiaieae af w.--2-dhe J. Natho, 
Indianapolis Electric Sup. Co., Indians lis 


..U. S. “Royal” Portable Cord................E. J. Stapleton, 


Inland Electric Co., Ch «age 
Whole Line.............. vuss.........-.- Arthur. Bant, | 
Morris Blumberg Electric Co., D: ‘ro! 
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No. 14 is especially adapted to the 

needs of motion picture theatres, 

x-ray department of hospitals or 

anywhere large capacity receptacles 
and plugs are required. 
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No. 80—30 amp., 250 
V., selective 


No. 8l1—a similiar type— 
may be had in 30 amp., 
250-v., 3-wire. 




















Combination 
as Illustrated 


Catalog No. 3000 


Height, 6 inches over-all. 
Furnished complete or in 
part. Moulded composi- 
tion receptacle for tan- 
jem or parallel blade 
lugs. Standard finish, 
rush brass. .Heavy 
rass receptacle housing. 
Srass extension, % inch, 
standard pipe size. Lock 
flange of heavy brass, 





Combination 
as Illustrated 


Catalog No. 2630 


Height, 6 inches over,all. 
eee especially for 
telephone or annunciator 
work. : 

Moulded composition 
busbing, brass extension, 
44 inch, standard pipe 
size .and “wa brass 
lock flange. tandard 
finish, brush brass. 

No. 1942 has % inch 
standard pipe size exten- 
sion and calls for cor- 
responding flange No. 
2620, 





floor box for use in wood 


RES 


Frequently the electrical contractor is “hard-put” to place 
his hand on electrical devices that are specified for some 
out-of-the-ordinary purpose. 


In the thousands of items in the R & S line will be found 
the device that will fit, exactly, every conceivable condition 
in wiring practices. 


R & S HEAVY DUTY PLUGS and RECEPTACLES, 
for instance, are specially well known to architects and elec- 
trical contractors. In their capacities, from 10 to 100 amperes, 
they cover a very wide range of service. In their use they 
have solved some perplexing problems and their sturdy con- 
struction set at rest any question as to serviceability in such 
installations as motion picture houses, schools, hospitals, 
hotels, etc. Made in 2, 3 and 4-wire types. 


And the “Number 2696”—this, together with the well-known 
R & S bushed stand-pipe, provides an ideal combination for 
high and low tension applications—light and telephone or 
similar requirements. 


R & S Service means close cooperation with the entire elec- 
trical industry in the solution of common or unusual electrical 
problems. Our experience and facilities are subject to your 
command. Send for Bulletins 52 and 53. 


RUSSELL & STOLL COMPANY 
53 Rose Street, New York, N. Y. 


Cleveland Detroit Buffalo 
Birmingham Boston Los Angeles 
Portland, Ore. San Francisco 


Chicago 
Philadelphia 


No. 2580 
Non-Adjustable 
FLOOR BOX 


High grade, inexpensive 


floors. Easily installed and 


on those “hard-to-fill” jobs 



































can be firmly secured. Box 
is of galvanized cast iron; 
floor plate is heavy brass— 
gaskets make it watertight. 
Furnished with or without 
receptacles and plugs, pro- 
viding for uniformity in 
either high or low tension 
installations. 


Send for Supplement to 
Bulletin No. 52 
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Protective Supply Has Big 
Doings 

A representative of THe JoBBer’s 
SaLesMAN had quite an _ interesting 
chat with Herbert Henline, 
manager of the Protective Electrical 
Supply Co., Fort Wayne, Ind., not so 
long ago. He seemed quite pleased 
because A. C. Spiegel, manager of the 
lamp department, had burrowed under 
the Indianapolis boys while they were 
away on their summer vacations and 
annexed the state of Indiana $10,000 
On asking whether 
“sody pop” 


sales 


lamp contract. 
Spiegel had had to buy 
for the governor and the entire state 
legislature, Mr. Henline allowed it 
was not quite so bad as that! 

He waxed real enthusiastic over the 
picnic the Protective bunch had on 
the 15th. All the officers and em- 
ployees of the company were there and 
consumed innumerable fried chickens, 
seven cases of soda pop (ah, you In- 
diana prohibition law) and over 150 
cakes of ice cream, besides six water- 
melons, among which was not included 
those eaten by the fair Misses May, 
Lightfoot, Forbes and Maurine Kep- 
len (the winner) in the watermelon 
eating contest, which naturally fur- 
nished wild hilarity. 

All kinds of sports were indulged 
in—baseball, volley ball, etc. Fred 
Hurd, who works in the territory of 
the Cleveland and Toledo jobbers, 
was so stiff on Monday that he 
couldn't go out and work so he spent 
the time hanging around the office. 

The horseshoe pitching contest was 
won by Fred Wibeke, who infests the 
territory of the Indianapolis jobbers. 
The dart throwing contest (whatever 
that may be) was won by C. Bush, 
who works in the trade territory of 
the New York and Los Angeles job- 
bers. Mr. Henline also started to tell 
something about what he called a 
clothespin contest, but about that time 
someone called up and wanted ten 
“Erla” radio sets shipped at once by 
parsnips post, which distracted his 
attention from that item. 

E. M. Popp (treasurer), and C. 
Bush did the old time fiddling contest 
up in the hay mow. This met with 
such applause that a collection was 
taken up, “collections” being Mr. 
Popp’s hobby. This consisted of 10 
cents and a street car ticket. 

Prizes were distributed. by Mr. 
Larimer, president of the company 
with his well known oratory. He, by 
the way, made seven of the eight runs 


SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


scored by his side in the ball game. 

The festivities were held on the 
farm of Prof. H. A. Popp, one of the 
directors of the company, who off- 
ciated in his official capacity as one 
of the directors of the occasion, 

Mr. Henline then got so enthus- 
iastic over the possibilities of selling 
“Erla” radio sets in the 27 counties 
where they have been appointed as 
distributor that there was no time to 
ask him what he did at this picnic, 
but it is presumed that he had a good 
time. 

* * * 


John R. Olsen 


(Continued from Page 21) 


Olsen, his steady advancement in the 
company must give heart to many 
young men whose ambition it is to fol- 
low in his footsteps in that organiza- 
tion. He naturally says, “I believe no 
young man can do better than to 
choose a company for whom he would 
like to work and in that company set 
a goal for himself. If his aim is sin- 
cere, his purpose sound, and his ability 
to apply himself satisfactory to the 
company, nothing can stand in the way 
of his advancement.” 

Mr. Olsen has some pretty definite 
views on specialists. ‘I am a firm be- 
liever in the necessity of a jobber hav- 
ing specialists working in co-operation 
with the salesmen. We have lighting, 
radio, contractor-dealer, engineering, 
and street lighting specialists. These 
men work out of the departments spe- 


cified and are supposed to help the 
salesman as much as possible on any 
special work. It is an absolute im 
possibility for a jobber’s salesman t: 
know all the lines thoroughly no mat 
ter how much education and experi 
ence he has had, and he certainly ap 
preciates having these men availabl 
on whom he can call when necessit 
demands. 

“That brings me to another point 
It is pretty well set in my mind that 
no one can be a jobber’s salesman 
without going through a course in th 
house. We have an intensive training 
course outlined in which we start th 
prospective 
clerk. He rapidly advances to stock 
clerk, counter man, service depart 
ment, and, finally, sales department 
After he has finished this course lh: 
should be thoroughly familiar with our 
policy and organization work and in 
addition should have a fair knowledge 
of the lines he will handle.”’ 

These sketchy comments of Jolin 
Olsen give one an idea of his know! 
edge of the business and the vision 
which he has of its problems. 

Another factor in his work which 
keenly interests the man is the devel 
opment of good-fellowship among the 
personnel of the organization. Mr. 
Olsen lends a great deal of enthusiasm 
to the company’s bowling league. He 
has arranged six teams of five men 
each who compete during the winter 
season for the company championship. 
And, he is not too big to partake in thie 


salesman as 








This picture should be framed and hung in the national gallery. 
attempt to get a good photograph at the Central States Electric Co., Kansas City, \!0. 
Left to right: P. J. Amos, salesman; E. F. Hardey, president; W. F. Cleveland, v' 
president, and “Bill? Carter, assistant to Mr. Hardey. This company is doing a 1'1¢ 
job on all its lines. : 





It is the third 


receiving 
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The insulation of “‘U. S."’ Paracore Wire thwarts the well-known wander- 
lust of electric current. It takes a bold ampere to rush the armed guard 
of high grade rubber and impregnated braid which keeps watch on every 
side. When the road to the rock-pile lies along “‘U. S.’’ Paracore, there are 
few breaks from the ranks before these frisky electric prisoners have done 
their work and marched back to their cells. 


The code requirement on insulation resistance is 1,500 megohms insulation 
resistance. Current doesn’t break through this extra-stiff resistance even 
when the wire is in contact with moisture for many hours. 

Contractors can put in “U. S.”" Paracore under the most adverse conditions 
and expect—and get—full delivery of current. 


Go to your trade with this story and drive it home at every chance. Most 
contractors know something of “‘U. S.”’ Paracore’s strong points—its well- 
tinned conductors, long-lived rubber wall and fine, slick finish. Make its 
efficiency as a current-carrier the clinching argument to close more sales. 
Let us send you a “U. S.”’ Paracore catalog. It will help you sell. 


United States Rubber Company 


1790 BROADWAY NEW YORK CITY 


COMPLETE STOCKS CARRIED IN THE FOLLOWING CITIES 


Atlanta Denver New Orleans Salt Lake City 
Baltimore Detroit New York San Francisco 
Boston Houston Omaha Seattle 

Buffalo Indianapolis Philadelphia Spokane 
Chicago Kansas City Pittsburgh St. Louis 
Cleveland Minneapolis Portland, Ore. Syracuse 


LOTTA 


Trade Mark 


No Current Breaks Through This Insulation 
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enjoyment, in fact, it is said that he 
sets the pace by bowling 200 whenever 
called upon. 

No, the man is not all business. Sur- 
prisingly young for such a weighty 
responsibility you will find a person 
of pleasant though forceful manner 
ready to receive you. You will find a 
man whose chief interest in life out- 
side of business is “knocking old man 
bogey for a goal.” A day of sunshine, 
three compatible companions, a rolling 
country, sprinkled with 18 flags, and 
all clubs working in unison, is John 
Olsen’s idea of Utopia. 

No better close to this brief outline 
of a successful life could be made than 
to show his staunch loyalty by insist- 
ing on speaking of his chief. “Mr. 
McKinlock’s well ordered life is one 
which we all might imitate and fol- 
low. Re-organizing a company at an 
age when it would have been far easier 
to lock its door and enjoy life was an 
action past all trivial commendation. 

“Where years ago we received or- 
ders kind but firm, today we get but 
mere suggestions. A mistake is made, 
there is no flare-up, but just a sugges- 
tion which clarifies the situation. 

“A man who might sleep until noon, 
but who prefers to be down at 8:00 
a.m. A man with the unselfishness to 
share with others the success he has 
attained.”’ 

Such was John Olsen’s expression 
of his president, but somehow or other 
it seemed as if he were speaklng un- 
consciously of himself. 


Controlling Credit Limits 
(Continued from Page 9) 


tail trade or how many regular jobs 
Shouldn’t it be based upon 
his requirements? don’t take 
much chance on the material require- 
ment basis as against the dollar basis, 
not worth 


he does? 
You 


because if a customer is 
his legitimate requirements you ought 
to have him on a C, O. D. basis. 

I suppose I ought to qualify on this 
theory of mine by telling how we han- 
dle credits in my department. I have 
two assistants who pass on all orders 
or credits, on all but those from cus- 
tomers who are in this doubtful class 
and must be watched steadily. These 
as I have said before are a very small 
percentage of the total credits, but are 
nevertheless the ones that require care 
and nursing if they are to grow. I 
handle these accounts myself, not be- 
cause I am any better than the other 
fellow, but because I can give them 


closer attention since, as a rule, the 
party passing on regular credits is 
usually too busy to dig deep enough. 

They give me all the information 
available, they get the reports from 
the N. E. C. A. office, they get reports 
from wherever we have associations, 
and I then start my own “gum shoe” 
work. 

Wherever possible, I call on the 
customer, whether it be a new ac- 
count or one that we have had and 
keep in touch with it as best I can. I 
find out how he 
munity and what his banker thinks 


stands in his com- 
of him, 

I hear all the troubles that these 
customers have; I read over the con- 
tracts that they take, to see what their 
chance of collection is and do any- 
thing and everything that can be 
called special service, (I kept books 
for one customer for two years, gratis, 
until he could afford a bookkeeper) 
and I handle these accounts until I 
can safely turn them over to the reg- 
ular credit desk. That’s where I slip 
of them still need 
watching, but the percentage is still in 
my favor. 


sometimes—some 


In closing, I want to say that I 
speak from the standpoint of a job- 
ber only, I don’t know how this com- 
pares with the credit man’s activities 
I have taken the 
liberty of expressing what my own 


for a manufacturer. 











The cigar may identify the gentleman 
behind the smoked glasses. If you look 
close you will recognize Harry Byrne, 
president of the North Coast Electric Co., 
Seattle, Tacoma and Portland. 
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views are based on, my own experi 
ences only. 

I want to go on record as one who 
considers character and ability to per 
form, the essentials in credit granting. 
and that where an account must | 
limited that the limitations be based 


upon proper merchandise requir: 


ments rather than on a basis of do! 
lars. 

I grant that you will have losses 
on this basis too, but I believe they 
will be far less than on any other basis 
of limiting, and I hope that I have 
not been too inconsistent with what- 
ever system you have used, in placing 
credit limits. 

I admit that in the little I 
said I have not handled this subject 
as thoroughly and educationally as 
any one else might, but you have my 
best interpretation of something, that 
when I asked about 15 fellow credit 
men for their views and help on what 
would be a safe rule for placing and 
controlling credit limits, said, “there 
ain't no such a thing.” 


Who Gets Credit 
(Continued from Page 9) 

“I'd like to emphasize that it’s not only 
a question of character but it is primarily 
a question of whether that man is so con- 
ducting his business as to enable him to 
pay his bill as well as being willing to pay 
it. 

“Just one other thing I have come in 
contact with that has always seemed to 
me to be rather peculiar. I am speaking 
now more from the manufacturing stand- 
point. When we come in contact with a 
new jobber, one of the first things he does 
is to bring out a lot of big accounts he 
already has. He will show you a state- 
ment and say ‘Here, I get $11,000 credit 
from this man, I get $6,000 credit from 
that man,’ whereas perhaps his financial 
statement and his other statements might 
not indicate that he warrants that. He 
seems to feel that because So-and-So has 
given him a very large credit limit, it is 
an indication that he is good, whereas it 
has always seemed to me that the fact 
that somebody has given him a credit 
limit in excess of what his financial state- 
ment would indicate he is entitled to is 
the most dangerous thing he can show me. 
because it means that every dollar he is 
going to get is going to go into that 
account to keep it going because he’s mak- 
ing money on it. 

“So it has always seemed to me that 
the fact that a man tells me that some 
body else is giving him a very big credit 
limit is more likely to be a warning t? 
the credit manager than it is a recommen 
dation.” 


have 


PERSONAL CONTACT VS. INFOR- 
MATION 

An interesting anecdote was related by 
Mr. Hearl to throw light on this phase of 
credit work. 

“We had a salesman in Wisconsin who 
three years ago called on a new customer, 
a partnership. I had never heard of one 0! 
the partners; the other was a man who had 
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A BETTER JOB OF SELLING 
AND A BETTER WIRING JOB 





; The jobbers that stock the Paulding Line are 
Persie: Tent Cw Pees making it possible for their men to do a better job 
of selling. 


The superiority of this line is recognized by wire- 
men and contractors everywhere and the jobbers’ 
salesmen that have the privilege of talking Paulding 
Devices can and will do a better selling job. There's 
confidence in both buyer and seller and it’s a justi- 
Receptacle Screw With Leads fiable one. 





Paulding Wiring Devices have always given the 
utmost of satisfaction in quality and service. They 
deliver a better wiring job and build repeat custom- 
ers. 








Stock Paulding Wiring Devices and expect a bet- 
ter selling job from your salesmen. You'll get it too. 


Yd 
JOHN I. PAULDING, INC. 


NEW BEDFORD, MASS. 








Receptacle for Conduit Boxes New England Push Button Mica Socket Entrance Switch Pony Type 
With Metal Cover Shallow Type 
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a reputation that was against him, by vir- 
tue of his having been in partnership pre- 
viously with somebody else and which con- 
cern failed. The salesman got all the 
information he could on the basis of a 
financial statement, etc., and that new 
partnership could not have been given 
safely a credit limit above $200. I replied 
to them on that theory, that they were not 
entitled to credit. 

“It seems they had a third partner, a 
silent partner who was a very wealthy man 
and well connected and he expected to get 
them some good business. 

“Had I tried to stay in the office and 
analyze that order, we never would have 
shipped over $200 worth of goods but I 
just jumped on the train and went up 
there and spent a day with these fellows 
and I learned their character. 

“I was particularly interested in the 
man who had previously failed with an- 
other partner. It necessitated my going 
to another town near-by and looking up 
his former partner and determining in 
my own mind that it was not the fault 
of the man we were interested in but of 
his former partner that the failure had 
come about. 

“This fellow seemed to be all right and 
the new man he was going in with was 
above reproach. He was a man of very 
good character. I spent the day with 
them and then I stayed until next day 
and went over to the bank and got a lot 
of information from the bank with the 
result that the bank agreed to give them 
a $8,000 line of credit.” 


RATING VS. ECONOMIC FACTORS 

“Accounts on the West Coast for the 
past two or three years have been terribly 
slow,” Mr. Lindsay informed the members. 
“But there has been a big economic fac- 
tor entering into it. We have had consid- 
erable difficulty in that territory, and 
have been forced to carry accounts along 
that we previously thought deserving of 
credit, who had been in business for a 
number of years, and who had previously 
paid promptly and are now beginning to 
pay promptly again. Had we placed a 
limit here and not granted any leaway 
we feel we would have made a grave er- 
ror. 

“In our business we must take into con- 
sideration, after we once grant credit, ec- 
onomic factors which have their influence 
on various parts of the country.” 


INDIVIDUAL CUSTOMERS VS. 
CLASSIFICATION 

“The biggest problem of all,’ Mr. Stev- 
enson, Perry-Mann Elec. Co., commented, 
“is deciding which classification a man 
comes in when you first start out with 
him. I can understand that especially in 
new businesses this is a mighty big fac- 
tor, because all are new customers. That 
isn’t so big a proposition with us, but 
every once in a while an absolutely brand 
new customer does come up, and I watch 
very anxiously for the 30-day period to 
go by to see whether he is going to pay 
on time or give me an excuse for holding 
him down to where I think he belongs. 

“As I see it, it isn’t a question of put- 
ting some money in to lose or win, but 
it’s a question of sizing the man up. 
There is a certain inter-relation between 
every individual customer and a certain 
definite sum of money. For instance, I 
don’t know that anyone here would offer 
to loan me a million dollars, but there are 
people in this country to whom he would 
loan that sum of money. Why? Because 
So it is 
We have customers 


that man is a million dollar man. 
with our customers. 





who are $100.00 men, and we have custom- 
ers who are $500.00 men, and then $1,000.00 
and up. That is about the classification 
we have. Of course larger jobbers would 
have a longer range of classification.” 





CONCLUSION 

“We will have to close this discussion,” 
announced President Shepard. “We are 
of the opinion that the most interesting 
part of the credit job is in determining 
how far to go. It isn’t so much ‘Is this 
man entitled to credit?? but ‘How much 
credit is he entitled to? ” 

Most of the men here have said that 
character is fundamental, it must be pres- 
ent, but the ability of the man to make 
money in his business and pay his bills 
usually determines how far you want to 
go with that man. If you are furnishing 
material for his jobs, you can give him 
more credit than you can if it goes into his 
warehouse. 

Refering to Mr. Morgan’s famous state- 
ment of giving a man a million dollars 
based on character alone, I think Mr. Mor- 
gan in his interpretation stated that a man 
of real character would not buy anything 
which he could not pay for, and that im- 
plies business ability as well as character. 


Sayers Resigns from Lawrence 

Warner Sayers, secretary and di- 
rector of sales of the F. D. Lawrence 
Electric Co., Cincinnati, O., has re- 
signed to become associated with 
Harry S. Leyman and the Leyman 
interests in Cincinnati. 

* * * 
Tampa Hardware Co., Adds 
Electrical Department 

Following its plan of expansion 
this summer, which includes the erec- 
tion of a five-story building, doubling 
present space, W. C. 
Thomas, vice-president and general 
manager of the Tampa Hardware 
Co., Tampa, Fla., announces the ad- 
dition of a complete jobbing line of 
electrical equipment and appliances, 
as well as radio, including complete 
receivers and parts. 

This department will be under the 
management of W. R. Phillips, for- 
merly of the Western Electric Com- 


pany, Richmond, Va. 
x ok x 


Figuring a Pole Line Job 


(Continued from Page 10) 


warehouse 


this purpose. A cross arm, of course, 
has to be braced. Figure on two 114- 
x1,x28 in. cross arm braces. 

The braces are fastened to the pole 
with one 1x4 in. lag screw. 

The braces hold the cross arm by 
means of carriage bolts. Figure two 
3¢x4 in. carriage bolts. 

Each through bolt should have two 
214 in. square washers. Each carriage 
bolt requires one 114 in. round washer. 

Two 2300 volt insulators are re- 
quired for each cross arm. Two 114x 


9 in. locust pins are necessary for the 
insulators, 

The line must be guyed of course to 
stand the general service strain. One 
practice is to guy the line every tenth 
pole, using about 35 ft. of guy wire, a 
strain insulator and an anchor. An- 
other practice is to storm guy the lin 
every twenty poles, using four length: 
of guy wire, four strain insulators and 
four anchors. Guying is, however, 
matter of local conditions, and no set 
rules can apply. 

Summing up the material required 
for 2%4 mile of 2300 volt, single phase 
would be as follows: 


5’ miles (approximately 1450 
Ibs.) number 8 hard drawn bare cop- 
per wire. 


100—30 ft. 6 in. top poles 

100—cross arms, 

200—11,,x114x28 in. 
braces. 

100—1x4 in. lag screws. 

100—5gx12 in. through bolts. 

200—21,, in. square washers. 

200—*%x4 in. carriage bolts. 

200—114 in. round washers. 

200—2300 volt insulators. 

200—116x9 in. locust pins. 

3500 ft. guy wire (assuming ever) 
tenth pole is guyed). 

10—-strain insulators, 

10—anchors. 

It is apparent that there is nothing 
very difficult about that. Where turns 
are made in the line two cross arms 
are used instead of one, the balance of 
the material is in the same proportion 
and of course double arming bolts are 
used. 

To cross a railroad 35 ft. or 40 ft. 
poles are used, depending upon loca! 
conditions and requirements. All of 
this information the buyer has or 
should have. 


cross arm 


These facts probably sound simp! 
to the well seasoned jobbers’ sales 
men, but many of the men do not 
know how to figure a line of tliis 
character. It is obvious that there is 
nothing difficult about it. Anyone 
can quote on the material with a little 
intelligent questioning of the buyer. 

There is nothing which carries s 
much weight with a central station 
as the ability of a jobber’s salesman 
to figure on a line with no hesitation. 
All jobbers’ salesmen can create good 
customers by equipping themsel\«s 
with the small information necess:'y 
to give an immediate quotation of 
pole line hardware when request: 
to do so. 
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Don’t Take Sockets For Granted 
Use Only The Best 


ARROW FEATURES a 
All sockets electrically tested. 
Large binding posts. 


Ample wiring room. 
Strong shell fastenings. 




















PULL SOCKETS 
Break more current. 
Interposing fibre baffle plate Mi 
smothers arc— 
No. 65250 Chain can’t cause short circuit. No. 59480 
Contacts protected by two fibre 
discs, double insulation. 
Brushes won’t break. 
Long flexible contact. 
No flickering lights. 


Center contact soldered direct 
to brush contact. 


























Mes KEY SOCKETS 


Break on center contact. 







ay 


KEYLESS SOCKETS 


No loose connections. 
One piece center contact, 


lo) 


| 





da ii ee 























i horseshoe and binding posts — 
‘e Ze PUSH THRU SOCKETS 
660 Watt mechanism. 
No. 7001 No. 8009 


Arrow Service will mean something to you this Fall 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


RRO 


The a line o oe Devices 
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Successfully “Driving’’ Sales- 
men 
No matter what you as a salesman 














may think on the subject, there is no 
question whatever that in order to 
get the best results out of ourselves, 


» 
we must be driven. There are of 
where it 1S course many ways to do this driving. 
Some methods are better than others. 
needed most 


Many of the most successful con- 
cerns in the country today—manufac- 
turers, jobbers and retailers—do their 
sales driving by extra commissions 








— on certain goods, by prize contests 
between salesmen and very generally 
by the quota system. 

If you have not read, “The Auto- 





biography of Benjamin Franklin,” be 
isure to get it. Franklin tells how in 
‘his early years he managed himself. 
He used the first card system on 
record. He not only kept track of 
how he accomplished the things that 
he laid out for himself to do, but he 
‘kept track of the things he should 
not do. These cards of Franklin, as 
told in his autobiography, were ruled 
Franklin admits 
Every 
time he yielded to one of these weak- 











for a daily record. 
he had certain weaknesses. 





nesses, he made a note on his card. 
By studying his cards from week to 
week, he could tell whether he was 
He also 
ilaid out plans of the things he desired 


Here > © eEypenee that improving or sliding back. 
will help you sell more split 


knobs. , 
aca |to accomplish and then he kept a 


record of how nearly he worked to his 
In Franklin’s account for his 


The top piece of split knobs is subject to most 
abuse, therefore Bull Dog Split Knobs have the 
this piece which strengthens it. 
The recess is in the bottom piece. 


se, | plan. 
ee icard system we have the basis of all 
ithe driving systems of today. 
Get the buyer to agree with you that the top Now vou can say what vou please, 
piece gets most of the hammer abuse when being | é ‘ é 

| 


installed. Then take a Bull Dog Split Knob and hee if there are two houses doing 


show him where instead of the usual recess in | business in the same town, with the 


the top piece that the projection is on the top same amount of capital, with the same 


piece, giving it more material and thus making |. 
‘inventory and with the same number 


This argument seldom fails to con- 
Bull 


it stronger. 


customer that he should order 


ull Dos 


REGISTERED 


ASSEMBLED 


Split Knobs 


a grip like its namesake, manufactured by the 


ILLINOIS 


Electric Porcelain Co. 
MACOMB, ILLINOIS 


vince the lof employes, you can put it down as 


a. ian absolutely sure thing that the 
|house that intelligently lays out its 
sales campaign in advance, gives a 


quota to each salesman and_ then 


‘checks up these quotas of sales from 


jmonth to month, at the end of the 


year will show a far greater accom- 
plishment in results along the desired 
lines. 


Success in any line of business 


depends very largely, indeed, upon 


| the character of the goods sold. You 
.of course know 


that some of your 


goods pay a very slim margin of 


| 

| profit. Other goods pay a very satis- 
factory profit. It is naturally neces- 
sary in the general course of business 


ito sell both kinds of goods, but the 














house carrying on an intelligent selling 
campaign will drive their sales on 
those lines that pay the most satis- 
factory profit. They will naturally 
increase their sales on these goods. 
Where the salesmen of two jobbing 
houses, for instance, are practically 
dividing the business in dollars and 
cents with a certain retail merchant, 
the salesman who pushes certain lines 
talks about these lines to the retail 
merchant and shows samples of these 
lines will naturally develop his sales 
on these profitable lines while the 
other salesman who does not give much 
thought to his work but who just 
takes business as it comes every day, 
without knowing it, will accumulate a 
nice line of business on staple, un- 
profitable goods. 

The writer of this 
trained under a sales 
was always out for the business on nice, 
juicy, profitable lines. I had to sell 
these lines or there was trouble ahead. 
When I went to headquarters I was 
I carried sam- 


article was 


manager whio 


trained on these lines. 
ples. After I had been on my terri- 
tory a year or two, what developed? 
In the store of almost every customer 
we sold, we were getting the cream of 
the business, while the salesman of 











Geo. J. Freeman and daughter Made- 
line—Tel. Electric Co., Houston, Tex.— 
preparing for a vacation trip. When the 
vacation is over, Geo. will work as ard 
on the road as he is now working on the 
car. Madeline seems to be doing the 
bossing, which is customary with the ador- 
able sex. 
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©For All Your 
@ustomers 


There's PARANITE for all your 
customers. There's PARANITE 
for Underground, Aerial, Submar- 
ine and inside use. There's Lamp 
Cords, Portable Cords, Heater 
Cords, Ignition Cables and Fire 
Alarm Cables. There's cables for 
Telephone and Telegraph use. 


PARANITE is used everywhere, 
in every line of business requiring 
the use of rubber-covered wires, 
cables and cords. 


. « a 
Your customers use them on irons, SED 
washing machines, vacuum clean- 


ers, toasters, radiant heaters, lamps, lighting fixtures, electric drills, hammers, industrial 
machinery of all kinds, telephone lines and in hundreds of other places. 


Users can confine their purchases solely to PARANITE. Sell ‘them PARANITE, the wire with 


a quality that is “more then cede requires. It will fill all their requirements. 


INDIANA RUBBER & INSULATED WirE CoMPANY 


As Aza Bige, SN ~— a NS 
4 fies, 
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CHICAGO JONESBORO, INDIANA NEW YORK 
1 MARQUETTE BLDC. WALTER I. FERGUSON & CO. THE THOMAS & BETTS CO. 
208 Baltimore Bidg., Kansas City, Mo. 63 Vesey St. 


Western Representative 
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The lnsittetell 
Timberlake Reflector Screen 


| For attractive colored lighting effects in display windows 


This new improved light reflector screen is made in two sections (see 
illustration) which is a decided advantage over the old type screen. 
The colored Gelatine is quickly inserted between the two screens, which 
when closed hold the Gelatine firmly in place. 

The Timberlake improved light screen is the most efficient and, we 
believe, lowest priced device of this kind on the market. It is instantly 
adjustable to any glass or metal reflector not over ten inches in diam- 
eter. Furnished either with or without the colored Gelatine sheets. 
Proper lighting is the making of attractive window displays. 


Write for Circular No. 
36, you'll find it valuble. 


J. B. Timberlake & Sons Co. 
Jackson, Michigan 


lsisasimal a 












































The Jobber’s Salesman is the only newspaper 
of the jobbing branch of the industry. 


It is the only clearing house for ideas and sales 
suggestions of those engaged in the jobbing 
branch of the industry. 


It is the only publication that is devoted exclu- 
sively to the business in which you are en- 
gaged. 


Why not take advantage of this helpful, interest- 
ing service? A dollar a year brings it. Subscribe 
now. 
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our principal competitor was rejoic 
ing in a large volume of business on 
nails, barbed wire, shot, bar lead, 2m- 
munition and other classes of gous 
that paid a very slim, if any, profil 
over the cost of doing business. 

Every salesman, whether in manu 
facturing, jobbing or retailing, should 
be impressed with the fact that when 
he simply enters an item on his order 
book, given to him by his customer, |i 
is not selling any goods. If the sales- 
man allows the customer simply to 
give him what he wants and aids 
nothing whatever to this list, he |as 
not done any selling whatever. ‘This 
salesman has rendered a service, ut 
he has not sold anv goods. This idea 
of the differences between service and 
selling should be clearly brought out 
in every selling organization. You 
have telephone men. A_ customer 
rings the house and this telephon 
man takes down the items the cus- 
tomer wants, This is not selling. This 
is simply rendering a service. In 
other words, if Mr. Edison would in- 
vent a telephone that would record an 
order by connecting one of his 
graphophones with the telephone, then 
the order could be recorded withou! 
the use of any so-called salesman. 
The service would be automatic. Now 
of course the service of taking orders 
is a very necessary thing in business. 
Where it is done carefully and clearly 
so there are no mistakes or errors, it 
is a somewhat valuable service, but 
does not compare with the value o! 
selling because as a general rule, wliat 
you might call service salesmen sim- 
ply write down orders for staple and 
unprofitable goods. The most profit 
able part of the business does no! 
come so easily. 

Therefore we find that in the cours 
of time two classes of salesmen d 
velop in every house—the service man 
and the real salesman. Now the real 
salesman not only has ability to act as 
a service man writing down orders 
that are given to him, but he intro- 
duces new goods. He works with 
manufacturers developing a profitable 
business through his house in_ his 
territory. This real salesman opens 
new accounts and when there hap)" 
to be trouble between his customers 
and the house, he fixes up the trouble. 
He regains lost acccounts. All the 
great rewards flow to this real s«les 
man. This is a simple thing to un ler 
stand because in developing his usi- 
ness and his ability to sell, this s«les 
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When Success Attends 
the Salesman 


(Continued from Page 14) 
department, to size up the applicant 
from the angle of possible salesman- 
ship, while considering his fitness for 
the open position. 

It is a very difficult job to engage 
a salesman—one who has had experi- 
ence. His recommendations are good, 
lis clientele is the very best, his claims 
exceptional. Usually he is put through 
the third degree, and you size up the 
proposition thus: If his prospects 
and business, when discounted 50 per 
cent, still measure up, he is just the 
man you want. As a rule, not as an 
exception, he is hired. 

After being given a fair trial, an 
analysis of his business perhaps re- 
veals a woeful disappointment, and 
the conclusion reached is that he may 
he a good fellow, familiar with the 
goods and prices, with an apparently 
fine clientele, but he simply can’t sell. 
So he hangs on until fired, and drifts 
along. To be sure, there are excep- 
tions, more particularly those whose 
claims are plausible, whose reasons 
for quitting their former engagements 
are well founded. Many develop into 
good men, build up a nice business 
and there’s a mutual satisfaction in 
signing the checks, 

I size up the jobber’s salesman as 
follows: He is persistent yet polite; 
truthful yet enthusiastic. He tries to 
study your particular requirements, 
yet does not attempt to tell you how 
to run your business. When he tells 
you he will be at your office at a cer- 
tain time, he will be prompt. He 
never knocks the other fellow; in- 
stead, he can stand on his own feet at 
all times. He can take a licking and 
still come back for more. He is a 
“vood fellow,” yet respeetful and 
divnified. 

But the embryo salesman has a lot 
to learn, and must carefully watch his 
He will find it not good form 
to be too forward, and rather detri- 
mental to be loud. He has a position 
that lives on repeated calls and he 
must do all in his power to make each 
an] every visit acceptable to the con- 
tractor or buyer. He must study his 
prices, his goods, his topics, not for- 
gel ing the customer himself, so as not 
to .e too persistent when the customer 
dos not wish to see him, nor a nuis- 
ani: when a matter of more impor- 
tarce is holding down the office. 

fe must be a faithful attendant at 


step, 











C. Closman of the Electrical Supply Co., 
New Orleans, La, takes a good picture 
under adverse conditions. He gets orders 
the same way. 





sales meetings, allowing other engage- 
ments to go, for these meetings are 
held mostly for his benefit, to say 
nothing of those salesmen who are 
slipping and need assistance. It is 
very discouraging to observe the ab- 
sence of inexperienced 
from the monthly, or bi-monthly sales 
conferences, or strutting in when the 
meeting is half over. I have noted 
that just such absentees and late 
comers are the very ones who need 
the information most, and whose sales 
reflect the loss of such education. 

Our youthful salesmen must not be 
too easily discouraged. Some days are 
cruel, indeed, furnishing lots of abuse 
and an empty order book; but such is 
also the case, with those in the office, 
who have bitter times when things go 
wrong and who meekly sigh when the 
day is done. 

He may be reminded not to make 
promises on which he is certain to fall 
down. This gives rise to much dis- 
satisfaction, and can be just as easily 
avoided, Better get the promise from 
the office so as to hold some one else 
responsible. It is also important to 
make note of the verbal quotations 
made to customers, for nothing nettles 
him worse than incorrect invoices. 
These written quotations are usually 
passed to the price clerk. Likewise, 
do not allow any complaint or inquiry 
go unattended. There is always a fire 
smouldering somewhere that is certain 
to break out, sometimes resulting in 
the loss of an account, or in the sales- 
man getting a severe reprimand. 


salesmen, 





It is advisable for salesmen to read 
the electrical journals so as to keep 
informed on new material, and follow 
the advertising of manufacturers of 
the various lines. Incidentally, make 
note of the names of contractors com- 
ing into the field. Many wide-awake 
salesmen make good use of “Dodge 
Reports” and similar issues covering 
new construction, and follow the elec- 
trical contract awards with much suc- 
cess. Some journals compile lists of 
contractor-dealers, which lists are in- 
dispensable to the salesmen, and not 
a few central stations publish periodi- 
cals that contain lists of 
prospects, 


desirable 


To aspiring salesmen, I would ad- 
vise not to be dismayed; to take your 
set-backs as incentives; to try harder; 
to be generous rather than close—no- 
body likes a tightwad; to know your 
goods and your prices; to carry sam- 
ples as an introduction of interest to 
the buyer; to follow your prospects 
diligently and not too persistently; to 
study your customer, his disposition 
and wants, and cater to them. 

Above all, make a good impression, 
which may fructify in a friendship 
that assuredly brings business and 
success. 





A Marriage Epidemic 

The most married jobbing com- 
pany in the country is no doubt the 
Montana Electric Co. of Butte. Two 
months ago they received a card 
from E. K. Bacon, Idaho salesman, 
that he had taken the fatal plunge. 
This started it, for just one month 
later H. T. Johnson, retail manager 
and Miss Mary Little, prize ste- 
nographer were absent for a day and 
came back Mr. and Mrs. H. T. John- 
son. Then the esteemed assistant 
manager B. J. Farrell went and took 
unto himself a wife. Finally John 
Woolcock, truck driver, completed 
the circuit and was married August 
15. 

The only eligible person left now 
is the red-headed bookkeeper, Har- 
old Brew. Harold, if you will get 
married in the next 60 days you will 
be presented with a years subscrip- 
tion to THe JopBer’s SALESMAN as a 
wedding gift, than which, nothing 
could be more appropriate. 

The Montana Electric Co. 
treat its employes splendidly and 
likewise pay some jack, otherwise, 
how could they do it? 


must 
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Sterling 


Flood-O-Light, Jr. 


for 
Spot and Flood Lighting 


The ever-increasing desire for 
merchandise displays particularly 
at this season of the year, means 
that Flood-O-Lite, Jr. and Color- 
Lites will again be in big demand. 
It is well to anticipate this popu- 
lar demand and be prepared with 
Flood-O-Lite, Jr. by placing or- 
ders NOW. 





Sterling 
Stipple Reflectors 


Furnished with UNIVERSAL 
Adjustable Holders, which fit all 
| standard brass and porcelain sock- 
ets and receptacles. These hold- 
ers are adjustable to accommodate 
200, 150 or 100-Watt Type “C” 
Lamps. Only ONE size in Col- 
or-Lite Attachments required for 
Sterling Reflectors. 


Reflector & Illuminating Co. 
Manufacturers and Engineers 
575 W. Washington Blvd. 
Chicago, U.S. A. 













































beautiful and spectacular effects in. 























Here is the main body of the Tri-State Electric Co., Sioux Falls, S. D. 
more loyal bunch would be mighty hard to find. 
Allen E. Graham, vice-pres.; W. 


Left to right: 
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A livelier, 
Just about 100 per cent. 
H. Gibbs; H. V. Flora, George 


Richards & Co.; Margaret Langle; M. E. Markham, treas.; Ruth Achatz; Harry 
Frank; J. C. Abbott; R. H. Kelley, purchasing agent; B. C. Gregorson, salesman, 


Y 


and N. 'T. Ronan, secretary and sales manager. 





man naturally develops himself. 

If, for instance, his house has a 
poor selling organization or no sales 
policy whatever, this salesman, like 
Benjamin Franklin, becomes his own 
He drives himself. 
Just for the fun of the thing he gives 
He keeps track of his 


sales manager. 


himself quotas. 


progress and his failures. He is in- 
terested in the game of getting the 


It is 
curious when a force of salesmen get 


most possible out of himself. 


this slant on themselves how they 
change. 

I have seen an entire force of sales- 
men change in their selling ideas and 
in the manner in which they worked. 
I once saw a sales manager and a num- 
ber of his assistants who were very 
successful in building up the business 
of one house, transferred bodily to 
the sales management of another house 
who were not making any money. 
This house practically did not know 
anything about sales managing. Their 
salesmen were selling staple goods, 
drawing large flat salaries and turn- 
ing in very fat expense accounts. 
This new sales organization took this 
of salesmen and in three 
years’ time about 25 per cent of the 


men had been fired. 


same lot 


They were hope- 
less, but the other 75 per cent under 
their 


selling ideas and the results were not 


direction completely changed 
only very surprising but also very 
satisfactory. Of course under the new 
management these salesmen worked 


harder. They worked more intelli- 
gently. They thought more about 


their work. They were praised for 


success. Their attention was called 
to their weaknesses. A plan of com- 
pensation was adopted by which they 


shared in their profits. Their expense 


accounts were taken into this plan. As 
a result, not only did their volume of 
sales increase but by reason of the 
fact that they were selling a better 
character of goods, their percentage of 
profit increased. It is also interesting 
to note that after three years, both 
by reason of more care in their ex- 
pense accounts and also by reason of 
their territories being changed so they 
were more compact, there was a sav- 
ing of $50 per month in the average 
expense of each salesman. The sav 
ing in expenses alone was a big item 
in the net profits. 

Another interesting fact is that 
increased their own 
compensation in the way of extra com- 


these salesmen 


missions very much beyond what they 
had ever earned before. At the same 
time their fixed salaries or drawing 
accounts were not increased at all. In 
other words, they were simply given 
an opportunity by the new compensa- 
tion arrangement to largely increase 
their earnings. At the same time they 
were shown how the trick could be 
turned and they were kept track ot 
by daily records so the management 
knew exactly what they were doing. 
It was the old idea of the 
Franklin card system of accomplis!i 
ment. 


Jenjamin 


The whole system of modern sales 
management is the problem of getting 
the best results out of the average 
man. Super-salesmen and_natural- 
born salesmen are far between. Usually 
they are hard to handle. After many 
years’ experience I am convinced tat 
the best results are obtained by taking 
an average man of average ability and 
training him how to sell goods «nd 
how to handle himself.—Pacific Coast 
Traveler. 
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sa — This full-page advertisement in color, illus- 
——— trated by Norman Rockwell, appears in the 
—_ Saturday Evening Post of September 12, the 


You sell to Agents- ~ 
but don’t forget the consumer 


HEN you sell Edison MAZDA Lamps you And this is so because we have made sure 

know you are selling lamps your Agent the consumer knows Edison MAZDA Lamps 
can sell, too. That means the best kind of | and buys them where he sees the embletn 
business for you both. of the Edison MAZDA Lamp Agent. 


EDISON MAZDA LAMP 


A GENERAL ELECTRIC PRODUCT 


(GD 












iy LL. 
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Your Train’s 
Not Due for 


an Hour or 
Two--- 


why not pick out one or two 
good prospects in the town 
for Hartford Automatic 
Time Switches and help 
friend contractor land the 
orders. 


It’s a cinch to prove to a 
progressive store-keeper 
that he needs a Hartford to 
control his window lights ;— 
that it will pay for itself 
many times over every year. 
You can always depend on 
the Hartford Time Switch. 
There is none better made. 


Latest Bulletin and new 1925 
prices sent on request. 


A. HALL BERRY 


General Sales Agent 
71-73 Murray St., New York 


HARTFORD 
TIME 
SWITCHES 











| Value of Self Training 
| By H. J. TAYLOR 
Office Manager Jewett Tea Co. 
| A few years ago the American 
\Bankers’ Association published a 
booklet entitled “Thrift” which con- 
‘tained statistics showing what hap- 
‘pens to the average young man who 
|starts into business life at the age of 
25. This analysis, which was based 
ion life experiences of thousands of 
‘men, brought out the fact that of 
every 100 men, starting at the age of 
5, the following is what had hap- 

pened to them at the time those still 
living reached age 65: 

Thirty-six had died. 

Five were wealthy, or well to do 

and retired. 
| Five were working and living on 
| their earnings and savings. 
| Fifty-four were not self support- 
| ing. 

These figures show that on the 
average only one man out of 10 start- 
ing into business life at age 25 will 
‘be self supporting at age 65. 
| Every man wants to be numbered 
|among the self supporting at age 65. 
‘Very few men desire to be dependent 
ben others for their support, or be a 
iburden on others in their old age. The 
man who wants to be certain that he 
he be self supporting at age 65 finds 
‘the answer to his problem in hard 
‘work and self training. 
| If some one offered you $25.00 an 
hour for part of your spare time, 





\2 
‘as 
| 


‘would you take it? I believe most of © 


ius would. Yet that is what corres- 
‘pondence schools, night schools and 
‘colleges have found to be the average 
‘return in later life for every hour 
‘that one spends in doing instructive 
‘reading. 

The reason. why one man who has 
been with a concern about 10 years is 
‘now an executive, and another man 
‘who has been with the same company 
the same number of years is still on 
the job at which he started, is in most 
eases due to the fact that the man 
‘who is the executive had prepared 
himself by means of self training so 
‘that he was ready to grasp opportun- 
ity of promotion when it came. 

Every real Jewel salesman, every 
active member of the Jewel organiza- 
tion has a desire to go ahead, to at- 
‘tain greater success and greater re- 
‘ward. These benefits do not come by 
‘means of “good luck,’ but are re- 
|ceived as a reward for hard work and 
self training. The man who succeeds 
lin life is usually the man who is not 
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‘ afraid of hard work, and who puts 


forth added effort in training himself 
in order that he may be qualified for 
the opportunities which will come to 
every trained man in the _ business 
world. He is the type of man who 
desires to build up a financial wall of 
protection about the lives of his fam- 
ily and himself in his old age. He is 
the determined man, the man with am 
bition in his heart. The ideal Jewel 
man is that type of man. 

Since self training and hard work 
are the means of success, it may bx 
asked of what does self training con 
sist. Everyone knows what hard 
work means, especially every Jewel 
salesman, but all may not be as cer 
tain as to what self training means. 
Some men feel that self training im 
plies that one must attend school- 
high school, college, or other institu 
tions of training—but this is not the 
case. The very words “self training” 
imply that the training is secured by 
one’s own effort. Training is the or 
ganized and directed preparation of 
one’s self. Training implies learning. 
While we may secure training by 
means of lectures, business talks and 
personal instructions of teachers, at 
the same time books are the great and 
lasting sources of information and 
learning which are essential to train 


ing. 




















George Heyer, Telephone supply s:'¢s 
manager, Western Electric Co., New York, 
with a borrowed dog. Picture taken at 
the Texarkana, Texas, pole yard of the n- 
ternational Creosoting and Const. Co 
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Porcelai: : 
Outer J receptacles 








HUBBELL =~ 








18s 
Note the metal 





back plate— 


designed to take either a round outlet box for conduit 


or the flat type cable box with fixture stud 


A new Hubbell Product—with a new advantage and 
convenience. For use with either 314, in. or 4 in. outlet 
boxes, on metal ceilings and concrete or tiled walls. 


Neat in design. Easy to wire. 


For hospitals, laboratories, bathrooms, basements and 
other places where porcelain receptacles are required. 
Pull Type, with 6 feet of cord—No. 829. Pull Type, 
with 8-inch insulated chain—No. 830. Keyless Type 


—No. 860. 


HARVEY HUBBELL 


ELECTRICAL WIRING DEVICES 
BRIDGEPORT CONN. U.S.A 
NEW YORK. N.Y. CHICAGO. Ibb. 





~ BLECTRICAL WIRING DEVICES 
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SAMUI 








National 


Loxon and 


Contractors, dealers and 
portable hand lamps. 
petty made, 
sasy to sell! 


base. 
Crescent- 
usage 
metal rings, copper plated. 
without socket. 
National—The best medium 
handle rigidly fastened. The 
tinned. 


Levolier 


Pull Sockets 





TT )| 


Hickeys 








builders have 
They are also approved by The National Board of Underwriters. 
they will last years 


Bulldog—A very strong portable lamp guard made of Bessemer steel, copper plated. 


Furnished with key or keyless socket, 
Adapted for any size cord and for 60-watt lamp. 


-A light but very strong and convenient portable, 
Recommended for — il service. 


Porcelain keyless socket in handle. 


Full Particulars in Our Catalog No. 20. Send for it. 


i PECGILL/'= 


{MANUFACTURING CO. 


VALPARAISO 


HN 





Bulldog 


Crescent 


Loxon Guard 


Portable Hand Lamps 


aupseres the McGill Loxon Guards and 


giving excellent service the while. They are 


HUUMULLULL LAL NLEL 


securely imbedded in handle, giving a rigid 





built to withstand hard 
Made of Bessemer steel rods, stamped 
Standard Brass Socket. Furnished 


Takes any %-inch 


priced guard made. Has no weak spots. 
convenient open end makes quick lamp change 


Guard and 
Heavily 





INNO 


Sul 


7 


ESTABLISHED 1904 


- INDIANA 






Blow Tore 
Lamp Changers 





Nearly 30,000 of 


Your Contractors Are Learning 


More About Fitz-M-All Outlet Box Hanger and 
Kruse Switchbox Supporting Strip Through an 
Extensive Mail Campaign 


Fitz-M-ALL 


OUTLET BOX HANGER 












FITZ-M-ALL 
Trade Mark 193347 


Patented 


KRUSE 
Trade Mark 193160 


MID-WEST 


Muncie 





Thousands Are Placing Orders 


The direct by mail campaign we are run- 
ning is bringing in an avalanche of requests 
for trial orders of both Fitz-M-All and the 
Kruse. These contractors are becoming 
familiar with the time and labor-saving fea- 
tures of these products through actual use 
and will become customers of yours and will 
place future orders through you. 


The number of your customers 
will be increased and it will 
necessarily increase your total 
sales and profits. It will reduce 
selling Fitz-M-All and Kruse to 
practically a matter of order tak- 
ing. 

Cash in on this advertising by 
getting after your trade while 
they are getting samples. 


METAL PRODUCTS CO. 


Indiana 











IN THE INDUSTRY.” 


Republic Buys Out Elliott 


Important news comes from Cleve 
land in the announcement that th: 
Republic Electric Co. has bought out 
the entire electrical supply department 
of the Elliott Electric Co. The latter 
will, however, continue to serve its 
motor and Mazda lamp customers at 
its previous address—813 Superior 
Ave., N. W. 

The Republic Electric Co., of which: 
Louis Griesser is president and gen 
eral manager and A. C. Kinzie vice 
president and sales manager, is lo 
cated in a large, modern building at 
1740 Chester Ave. 

* *& 


Lost Motion 


Allowing a windmill to run with 
the pump pin out, while possibly 
spectacular, means wasted oil, 
wear and eventually a-defunct outfit. 

Selling merchandise below cost may 


much 





cause some seductive buzz and activ- 
ity but pumps no water. Like the 
windmill, best put in the pin for 
profit or fold up the tail and drift 
with the breeze.—Wesco “Red 
Shield.” 

* * * 


New Radio Jobber in Atlanta 


It is reported that a new radio job 
bing house has been opened at At 
lanta, Ga., under the name of the 
Cochran Electric Co., B. W. Coch 
ran being the president and general 
manager. The address is 34 Madison 
avenue. Radio sets and parts are to 
be handled exclusively under a policy 
of assigning dealers in exclusive ter 
ritories. 

* * * 


Men Prominent in Association 

J. H. Richards, manager of thie 
Varney Electrical Supply Co., Evans 
ville, Ind., has been elected president 
of the North Side Civic Association: 
also president of the Evansville }lec 
tric Club. 
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The all-copper loop 





LE CO! 


° STTON WRAP 


It’s easy to sell 


Months of investigation fol- 
lowed by practical tests have 
at last given us a loop antenna 
wire that might well be the 
standard for the radio industry. 
It is all copper — 60 strands of 
No. 38 wire and 5 strands of 
No. 36 wire covered with a cot- 
ton wrap and a Rome-Glos 


braid over all. 


[It is exceptionally easy to work 


without kinking, because of its 


flexibility. In appearance, it is 
second to none. Of course, 
there is the same quality work- 
manship and high grade ma- 
terial in it that is found in every 


Rome wire. 


Ycu will find this new product a 
most attractive item to sell. It 
meets with a ready response 
wherever it is shown—and sales 
quite naturally follow. If you 
haven’t a sample, write for one 
today. 


ROME WIRE COMPANY 


Mills and Executive Offices: Rome, N. Y. 


Diamond Branch: 


New York 
50 Church Street 


Detroit 
25 Parsons Street 


San Francisco, J. G. 





Little Building 


Cleveland 
1200 West 9th Street 


Buffalo, N. Y. 


Chicago 
14 E. Jackson Blvd, 
Los Angeles 
J. G. Pomeroy, Inc. 
336 Azusa St. 


Pomeroy, Ine., 51 Federal St. 


ROME WIRE 













antenna wire 


_ Rome 
Radio Wires 
for the Radio Dealer 





Rome Lead-In Wire packed 50 
ft. to the carton, 141/32 solid 
single braid (either black 
glazed braid, black weather- 
proof saturated, or white 
weather-proof saturated). 





Rome Stranded and Solid 
Antenna Wire—packed 100 or 
150 ft. to the carton, stranded 
7 wires No. 22 B & S Gauge 
(tinned or bare); 7 wire No 
20 B & S Gauge (bare). 

















Rome Magnet Wire—packed in 
cartons, on spools and reels of 
from 5 to 40 lbs.; plain enamel, 
enamel single or double, cotton 
or silk insulation. Plain cop- 
per wire with single or double, 


cotton or silk insulation. 





- RomecWire ag = 


et Neer 


ze 
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Faith in Our 
Product 


Our liberal guarantee is as follows: ‘‘All Deca- 
tur products are guaranteed to be free from de- 
fective material or workmanship for a period of 
one year, and we will repair or replace, without 
charge, F. O. B. Decatur, Ill., any part or unit de- 
livered to us for inspection, proving defective 
y within this time.” 


You can back your dealer, for we will back you. 





The Burke Super-Turbine unit—the fool-proof, 
shallow well water system for the home. 


We still have some territory open to electrical 
jobbers. 





Fig. 802-803 
Home Water System 


Old No. I—has been continuously 
operating for over forty-six months, 
equivalent to 100 years actual service 
without a repair or adjustment of any 
kind whatsoever. 





Write One Moving Part 


DECATUR PUMP CO. 


Decatur, III. 











Dealers Say 







| “Emerson Junior 


? 
PMERGON FANS | Can't Be 
with the Opyear guarantee B e at r 


Emerson Junior is increasingly popular with your dealers—Emerson 
Quality all thru—with the famous Emerson 1-inch hollow hardened 
steel shaft—rigid cast frame—highly polished black enamel finish—can 
be used as a wall fan—sliding lever switch in base. Lists with cord and 


plug for $11.00. 


Boost your June fan sales with 
this popular-priced fan and the 
complete line of Emersons. 


Immediate Shipments. 
The Emerson 


Electric Mfg. Co. 


2018 Washington Ave., 
St. Louis, Mo. 
50 Church St., New York City 


Emerson 
Junior 
9-Inch Fan 


For 
110 V., 60 Cy. 








| 
| 








Too Much Lost Motion in 
Selling 

The Domestic Commerce Division 
of the Department of Commerce is 
sued on February 19 a scathing in 
dictment of all salesmen who rus! 
through a territory and fail to wor} 
it thoroughly. It also takes a fling 
at the sales manager who permit; 
salesmen to route themselves accord 
ing to their whims instead of accord 
ing to time and road reports. 

The report is the first of a series 
of studies the government is making 
of waste in selling. It has created 
a furore in sales circles. It not onl) 
ridicules the generally used state line 
method of dividing a sales territory, 
but intimates that sales managers and 
salesmen alike must give more 
thought to working sales territorics 
than they have in the past. It states 
that thousands of dollars could be 
saved if salesmen were made to 
recognize it is not the volume of 
business they secure that determines 
their worth, but the profit the busi 
ness yields. 

While there is a feeling in some 
quarters that the report is too harsh 
on the salesmen, nevertheless tlic 
general belief is that one of the next 
biggest developments toward more 
efficient selling, and lower selling 
costs, is an awakening on the sales 
men’s part that they are just as mucl) 


_the sales manager in their territory. 
as the general sales manager of tlic 





| of it, just as he would have to stud) 





business as a whole. ( 

The salesman’s job is not mere]) 
to get orders, but to get orders at 4 
profit. That means a salesman, to 


remain successful, and climb stil! Sti 
higher up the ladder, must truly r 

gard his work as being in business for Be 
himself. He must study every phas sw 


every phase of his own business. 

A salesman’s greatest handicap is M- 
his non-productive time. Few sales er 
men average more than three hours 4 wit 
day in actual selling. The remain his 
ing six hours is spent in getting from of 1 
place to place, waiting for trains. 
waiting for buyers, ete. Any portion 
of these six hours that you can save 
from the waste pile, means just tliat 
much more time available for actual!) bf 
closing business and in face-to-face | 
interviews. The Department of 
Commerce is right when it states tat 
too much time is spent in non-pro- 
ductive effort. We all ought to giv 
serious thought to cutting down our 
non-productive time. 
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SNAP SWITCHES 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Sy) Years with the Gurrentof Popularity 


THE old original all-purpose switch —it is 
still the all-purpose switch. 


Before Tumbler switches, before Push-Button 
switches, the H&H ‘‘Snap”’ carried the 
current to pioneer wiring jobs. 


Many a veteran leader in the trade, started 
with an installation of these switches. And 
his work of that day still speaks for his work 
of this! 


know it has the demand. 


Your sale of switches for surface wiring should take in 
Surface Tumblers, too. As to types of switches, your 
H&H Line is limited only by the demand—and you 


THE Hart & HEGEMAN Mre¢.Co. 


For surface wiring, the H&H ‘‘Snap’’ is the 
standby it always was. For cottages, 
bungalows, garages, out-buildings—from 
playground pavilions to factory buildings— 
it lasts. 


On ‘‘old work’’ or new, always in style, 
positive in action; permanent in supporting 
good work. 


Made in all sizes for lighting circuits, and 
for modern control of heating and power 
units in industrial use. 
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Boeaeoceetetettetetetetntetetntetentetotnintnintnintnintnntnintnnennereniet: | New Orleans League Passes 
° 3 + 
+ z Muscle Shoals Resolution 
o b3 ry’ A . Ty 
53 z The Electrical League of New O: 
Q . 
B f * | leans has adopted a resolution favo: 
Kf OW $ ing the leasing or selling of Muscle 
4 ad ¢ | Shoals to some privately owned com- 
3 ~ P 
53 + pany for the purpose of developing t 
BS ss the maximum capacity and distribut 
: I % | ing electrical ener to h di 
‘ such dis 
: can give |= ey to such di 
BS *§ | tances as may be economically possi 
'° 3 e 
4 * | ble, such lease or sale to provide suc! 
$ you t e ~ supervision or regulation by the Go. 
* # | ernment as will at all times protect 
“ ° 4 the public interests. 
x Ind O ¥ * * * 
+. 
3 ¥% 
< : 4 Sager Opens Two New 
-¢ 
: ee 
Service : Branches 
d 4 The Sager Electrical Supply Co., 
Bs *° | Boston, Mass., advises that on Sep 
o¢ 3 ° ° ] 
5s : Ou want | tember 1 it will open two new brancli 
% 4 | stores, one at 349 Worthington St.. 
~ | . . . 
: 4 ¢ | Springfield, Mass., the other at 217 
ee es > . r 
i . ' ’ taviight” ol ' 5S | Commercial St., Worcester, Mass. 
** ere am in my new tactory—-a regular “daylight ylant, run Dy my own } ¥ 
“ iiny this ec ciiliediae. ; a bai % | Albert D. Murphy will manage the 
+ organization, fully equipped with the proper kind of machinery, and + i adiaaichil at : hile G. B. D ; 
Pe toh ye | Springfie re while G. B. De 
Rs making shipments right now on my complete line of TRAFFIC CON- > | ! 8 oer ms oilers W — 
% TROLLERS, MOTOR FLASHERS, THERMOSTATIC FLASHERS, @ | £00 will manage the one at Worcester. 
SS COLOR CAPS, BELL TRANSFORMERS, ete. < | [his company also has branches in 
¢ + | Brockton, Lynn, and Boston in addi 
‘, ; ; ue ; ; ~~ | os oe : 
4 | am starting with an up-to-date organization, and the finest equip- ‘ | tion to the main house in Boston. 
. . « ' 
$ ment and new enthusiasm because now I can be in personal touch with 4 ' = 
SS the work going thru. When I tell you that I will ship on such-and-such RS | Aggressive Work of Diamond 
% a date, 1 MEAN JUST THAT. 4 i 
: + | . Electric 
de ss — During the past few months th 
oo My Thermostatic Flashers operate on a simple, tried and thoroughly 4% , — ’ >. 
BA a — : - a % | Diamond Electric Supply Co., Peoria. 
a efficient new principle which will be fully protected by patents. You'll 4 é . 
x, a = Ill., has been putting a great deal o! 
x find lots less trouble and much lower cost of upkeep on my Motor * li | 1 th 
e ° oe q ag = y . 
s IMashers. And as for my Color Caps, I have a new tethod of posi- & | stress on selling by mail throughout 
ee = aed Sto ; y sto oh Ce 
SS tively securing them so they can’t wobble or fall off. They stay put x its territory through _ its Deseo 
> e rp 
% where you want them. < Handbook,” an_ illustrated pocket 
Y é BS | catalog of supplies. The company is 
SS 4 | also adding to its inside facilities by 
t *° | double-decking its shipping room 
‘ : which adds about 50 per cent more 
Bs SS | space. 
6 
+e 3 
Bs & | 
* p 4 | 
 € & | 
* = Shall I send you one i | 
+ of my Bulletins?  - | 
4 , , i | } 
+2 | 
5S 4 
4 A 
*° p 
+* t3 
7 +9 
BA a 
+ 4 
*° a 
+ *¢ 
4 - 
+ Reice Ks 
A Corner of My Machine Shop » 
°° oe 
: & 
4 = 
oe t 
+ Zz 
2 4 | Starting from the chap gazing at ti 
+ * z | aeroplane and rapidly passing our eye 
* SS | down the line to the gentleman in the 
¢ INCORPORATED % | “ice cream” suit we find: O. W. Cox; G. H 
+ Bs Leonard; A. E. Johnson; R. S. Smith and 
ee Tes 
: « | E. L. Johnson, manager of the Wester? 
Ox e ° 3 . . 4 4 
z 1393 Sedgwick Ave., New York City % | Electric Co., Davenport, Iowa, whic! 
= & | position includes managing all of “ 
: *“’ | men except Mr. Smith who is with th 
Ke + ee ee se ss se se ene 8 Economy T ruse & Mfg. Co. 
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jdie. they are 
o in sleep 


New York 





a neat weler pool steel case 
In every dry ry fy 
EVEREADY Columbia Dry Batteries have this 
reputation! For two reasons: first, there's more 
vital material built into them; and second, when 
idle they renew their energy The choice of 
electrical experts for dry battery work, the pref 
erence of the public for radio and for the thou- 
sand and one dry battery tasks in home and 
farm, mine, camp and field, afloat and ashore 
Fahnestock spring clip binding posts on the 
Ignitor at no extra cost to you There is an 
veready Columbia dealer nearby 


Popular uses include — 


EVEREADY 
\ Bo Batteries 
Dry Batteries 


longer 


OMPANY., INC 
San Francisco 





-they last longer 

















Make the last quarter first! 


HERE’S another volley of shots 
from the Eveready Columbia Dry 
Battery artillery. These news- 
paper advertisements, seven in 
number, are accurately aimed, 
properly timed projectiles that 
will fall before the eyes of con- 
sumers during the fall months. 
They are for you and your dealers, 
to help you and them make the 
last quarter of the year lead the 
others in sales. 455 newspapers 
will carry them. Tell your trade 





about this campaign and advise 
them to tie in with it by dressing 
Eveready Columbia windows. 
Make sure your dealers get our 
window display material as well 
as sufficient stocks of Eveready 
Columbias to handle the increased 
fall battery business. 


Manufactured ani guaranteed by 


NATIONAL CARBON COMPANY, Inc. 


New York San Francisco 
Atlanta Chicago Dallas KansasCity Pittsburgh 


Canadian National Carbon Co., Limited 
Toronto, Ontario 


EVEREADY 


COLUMBIA 





DryB 


atteries 


-they last longer 
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MANUFACTURERS) 
NEWS 

















Farmer Discusses the Fixture 


Market 

In an article to appear in “Beards- 
lee Talks,’ Fred R. Farmer, presi- 
dent of the Beardslee Chandelier 
Mfg. Co., Chicago, will tell fully of 
his stand in regard to the Annual Fix- 
ture Market. It is his belief that the 
refusal, on the part of the National 
Council, to vote for a continuance of 
the Market was a distinct “backward 
step.” 

While Mr. Farmer is not alone in 
this opinion, there are a considerable 
number, particularly among the east- 
ern manufacturers, who are of the 
opposite opinion. Therefore the ar- 
ticle is on a subject of much interest 
to the fixture trade in general and 


—_ 


- 





undoubtedly Mr. Farmer will be glad 
to send a copy to any one making a 
request for it. 
* * 
New Plant for American Tube 
Announcement has been made that 
the American Tube & Pipe Bending 
Co., formerly located in Cleveland, 
has recently moved to a new plant 
at Mineral Ridge, O., which gives 
them a greatly increased capacity 
for making “American” products. 
i a 
Buhrke Moves Plant 
The R. H. Buhrke Co., Chicago, 
manufacturers of linemen’s safety 
belts, straps, etc., announces the re- 
moval of its factory to 4538 Fullerton 


avenue, Chicago. 


At the “Hemco” convention, top row, left to right: John B. Behan; Laurence B. 
George; Leslie A. Drew; William L. Geuder; Arthur R. Macy; John G.. Engler; 


Charles F. Danz; George C. 


Richards; John P. Hopkins; Benjamin P. McKinley. 


Bottom row, seated: Charles D. Spaid; C. Wendel Muench; Emil T. Gunther; Miles 
A. Tierney; Harold FE. Colliver; Harry V. Flora. Missing: John F. Lamar. 











“Hemco” Sales Convention 


George Richards & Co., Chicago. 
held its annual sales convention at the 


Hamilton Club. from July 30 to Au 
gust 1. 
urst day were: M. A. Tierney, Mr. 
Roach and Mr. Wilson of the Roach 
Appleton Electric Co.; W. A. Stone 
of the Ackerman-Johnson Co., and 
A. W. Dunham. 
the remainder of the afternoon and 


Following these men 


evening was given over to an illus 
trated lecture “The Story of Bake 
lite,” by Sanford Brown of the Con 
densite Company of America, followed 
by B. P. McKinley of the “Hemco” 
plant. 

At the beginning of the second day 
of the convention, Mr. Richards an 


nounced new lower prices and larger 


discounts on “‘Hemco’”’ products, ef 
fective August 1, 1925. C. W. 
Muench, sales manager, then outlined 
briefly the factors that enter into the 
setting of a “Hemco” price. After 
Mr. Muench, the following men 
spoke: Howard Ehrlich, president of 
the Electrical Trade Publishing Co.; 
James H. Picken, of the James H. 
Picken Co., advertising counsellors: 
L. A. Drew, of George Kirkgasser & 
Co., advertisers, and W. E. Smith of 
the Saturday Evening Post. 
Advertising was the theme of dis- 
cussion—advertising in general and 
advertising as related to the “Hemco” 
organization, for in August “Hemco” 
released the largest publicity cam- 
paign and by far the most ambitious 
in its history. In this campaign there 
are seven main features: A national 
advertising campaign; a daily radio- 
broadcasting program; a_ direct-by- 
mail campaign to dealers; 
trade journal advertising; a Novem- 
ber broadside offered free to distrib- 
utovs under their names, to be sent 
by them to dealers and prospects; lct- 
ters for the use of distributors in cir- 
cularizing dealer trade; and_ the 
‘“HemCO-Operator,” the ‘“Hemco™ 
house organ for distributors’ salesmen. 
The national advertising will consist 
of half pages in the Saturday Even n¢ 
Post” and “Liberty,” appearing from 


special 





Among the speakers of the 
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B. D. Horton, president of the Square D Co., Detroit, at the readers’ right and 
O. R. Reinicke, Square D machine shops superintendent, are demonstrating that 


all fish don’t come from the butcher. 


This beautiful string of pike and bass came 


from Fagan Lake, Mich., and explains where Mr. Horton is when he isn’t making 


electricity safe for everyone. 





September to the end of the year 
The broadcasting programs are being 
sent out nightly from station WHT, 
Chicago, from 8 p. m. to 9 p. m. 
every other evening. The direct-by- 
mail advertising campaign will reach 


almost every recognized electrical 
store, hardware store, department 


store, and so on that is a recognized 


outlet for electrical goods. The list 
to be used totals more than 40,000 
names, 


% % * 


Brandt-Dent Appoints Chicago 


Distributor 
The Brandt-Dent Co., Watertown. 


Wis., manufacturers of electric light- 
ing fixtures for the jobbing trade, 
has appointed Joseph W. Taylor its 
Chicago representative. Mr. ‘Taylor 
is located at 309 Clinton Ave., Oak 
Park, Ill. Telephone Euclid 3604R. 
* * * 
Gray Appointed Sun-Ray 

Representative 

Geo. A. Gray Co., 910-12 
street, Francisco, 


The 
Howard San has 
been appointed exclusive factory rep- 
resentative of the Pacific Coast by the 
Sun-Ray Lighting Products, Inc. The 
Gray company operates branch offices 


in Los Angeles, Portland, and Seattle. 
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When and where these four husky individuals stood for a picture does not appear 


mm the data at hand. 


H. N. Goodell, western district manager of the Western 
ectric Co., St. Louis, is on the extreme right. 


Next to him is Joseph A. Fowler, 


ner of the Fowler Electric Co. and president of the Association of Electragists, 


| ternational, Memphis, Tenn. 


Third is Fred B. Adam, Frank Adam Electric Co., 


Louis, and at the extreme left George Corrao, sales manager Western Electric 


Cy», St. Louis. 





As Ross D. Cummings would say: “They are the Cats.” 
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“AMERICAN Brann” 


WEATHERPROOF Wire AND CABLES 
HAS NO EQUAL 














Quality Makes Sales 


The outstanding sales 
argument for the ‘“‘Amer- 
ican Brand” and “A-1” 
Lines is their quality. A 
dominating factor in wire 
selling. 


It will pay you to get 
acquainted with it. 


Samples will show you 
the quality and proof. 
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Jobbers and 
Jobbers Salesmen 


Remember These Points When 
You’re Calling on Your Trade 
for Insulator Sales. 


Sell Them 
Hemingray 
































Their efficiency has been estab- 
lished over many years of long 
and satisfactory service. 


They combine the qualities of 
durability, uniformity and low 


cost. 


They are known universally to 
the trade. 


They are immediately available 
for prompt shipment. 


They are particularly suitable 
for all low and medium volt- 
age lines ranging from 2300 


to 15000 volts. 


These Points Will Make Hem- 
ingray Glass Insulator Sales 
for You. 





HEMINGRAY 
GLASS COMPANY 
MUNCIE, INDIANA 








| 
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| Lick Springs, Ind. 
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This snapshot was taken at Pistakee Bay, IIl., the summer home of Arthur Harri 


son of Arthur Harrison & Co. 
fraternity. 


Reading from left to right the names are as follows: 


The group shown are all members of the lighting 


W. T. Kettering. 


Friedley-Voshardt Co.; H. A. Framburg, H. A. Framburg & Co.; C. E. Tuohey, 
Beardslee Chandelier Mfg. Co.; F. R. Farmer, Beardslee Chandelier Mfg. Co.; C. G 
Everson, C. G. Everson & Co.; W. S. Snow, T. W. Wilmarth Co.; W. G. Warren, W 
G. Warren & Co.; Arthur Harrison, Arthur Harrison & Co. 





| French Lick Meets Convention 


Requirements 

Europeans, in their propaganda, are 
wont to tell us about their marvelous 
recreation resorts. They send us pic- 
tures to print in our Sunday supple- 
ments. ‘They inflict scenes of what 
they believe is the last word in lux- 
uriousness and fine living upon us in 
our picture theatres. And we just lit- 
erally swallow it all hook, line and 


Associate Manufacturers Elect 
Section Officers 

The chairmen elected at the recent 
annual meetings of the sections of tli 
Associated Manufacturers of Electr 
cal Supplies are as follows: 

Laminated Phenolic Products, D. J. 
O’Conor, Formica Insulation Co., Cin 
cinnati, O. 

Signalling Apparatus, G. K. Heyer. 
Western Elec. Co.. New York. 





r 











French Lick Springs Hotel 
Radio Apparatus, G. A. Scoville. 


sinker and come back for more. 

As a matter of fact, the United 
States has health resorts fully as 
beneficial, and when it comes to hotels 
and equipment ours are much more 
complete and elaborate. Because of 
the surroundings and the facilities for 
handling great hosts of people, these 
resorts are favored for conventions. 

One of the most popular is the 
French Lick Springs Hotel, French 
In respect for the 
growing demand for convention pur- 
poses, a new addition has just been 
completed which contains one of the 


| finest auditoriums in the country. 


Tel. Co., 


Stromberg-Carlson Mfg. 
Rochester, N. Y. 

Attachment Plug, O. H. Van Am 
burg, General Elec. Co., Bridgeport. 
Conn. 

Outlet Box, H. G. Knoderer, Gen- 
eral Elec Co., Bridgeport, Conn. 

Non-Metallic Conduit, W. FE. 
Sprackling, Tubular Woven Fai ric 
Co., Pawtucket, R. I. 

Armored Conductor & Flexible 
Conduit, A. J. Young, General Fee. 
Co., Bridgeport, Conn. 

Election of officers of other sect ons 
is not announced, 
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© Yor DEAD~ENDING and GUYING 


HUBBARD STRAIN INSULATOR CLEVISES 


Hubbard Strain Insulator Clevises are drop forged from open hearth 
steel, giving the strength and the dependability required for such 
important line work as dead-ending and guying. 


All galvanizing 
by the The Standard and Eye Type Clevises will develop a tensile strength of 


Double Hot-Dip Process 13,000 pounds, the Light Type Clevis, 8,500 pounds. 


Clevises for all standard sizes of strain insulators made by the various 
insulator manufacturers are carried in stock. Special Clevises to meet 
you specification can be made up promptly. 


Hubbard Hardware and Peirce Specialties are carried in stock 
and sold exclusively by leading Electrical Jobbers. 


(HubDald awcompany 


PITTSBURGH *” OAKLAND, CAL.“ CHICAGO 
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New Electrical Products, Illustrated 








Harvey Hubbell, Inc., Bridgeport, 
Conn., has a new line of porcelain 
outlet receptacles for use with either 
3°/, in. or 4 in. outlet boxes, on metal 
ceilings and concrete or tiled walls. 
The feature is the metal back plate 
designed to take either a round out- 
let box for conduit or the flat type 
cable box with fixture stud. These 
are made in pull type with 6 ft. of 
cord, with 8 in. insulated chain, and 
also in the keyless type. 


The clamp strain relief 
cap, brought out by Har- 
vey Hubbell, Inc., Bridge- 
port, Conn., is made in 
both two and three wire 
types. 

This cap is exceptionally 
strong in construction and 
is completely steel-armored 
An important advantage is 
the adjustable clamps feat- 
ure which provides a great- 
er range for different sizes 
of cord. 








The Waage Electric Co. Chicago, 
is manufacturing a low priced per- 
colator called the “Redio”. It is of 
sturdy construction and fine ap- 
pearance. It can be used in refined 
surroundings as well as for every 
day purposes and is easily cleaned. 





























The ‘Electro-Kold” is an electric 
refrigerator manufactured by the 
Electro-Kold Corporation, Spokane, 
Wash. It consists of the frost tank 
located in the ice chamber and the 
compressor usually located in the 
basement. 











A new electrical device which 
promises to be of especial value to 


opticians is an_ eyeglass’ rim 
stretcher for use with eyeglasses 
whose rims are made of celluloid 
or other material requiring the 
application of heat in stretching. 
This device is manufactured by H. 
J. Stead Co., of Geneva, N. Y., and 
bears the trade name, “Steadfast 
Rim Stretcher.” 

The stretcher uses electric heat, 
a General Electric cartridge heating 
unit being incorporated in the de- 
vice. 














Above is the improved “Union” out- 
let box manufactured by the Chicago 
Fuse Mfg. Co., Chicago, for use in 
buildings of concrete, construction. 
These boxes have flanged back cover 
plates which can be removed, and 
after the required number of knock- 
outs have been taken out the conduit 
can be attached and the box nailed to 
the wooden form. After the concrete 
has set, the wooden form is torn away, 
the openings in the box affording easy 
access for fishing wires. 


























‘he *Port-O-Lite” consists of 25 
ft. of “Flex-O-Cord” equipped with 
plug, socket, lamp and guard all 
ready to plug in. It is a product 
of the Packard Electric Co., War- 
ren, O. 








The Rodale Mfg. Co., New York, 
announces that it is just in produc- 
tion on a new type of 2 way outlet. 
This is the smallest of its kind ever 
designed and as shown in the illus- 
tration is made of very highly 
polished black cold molded composi- 
tion. It fits into all plates and base 
receptacles, providing for two addi- 
tional outlets. 














“NoBRAKuM” electric signs are 
the product of the Opalume Sign 
System, Inc., Battle Creek, Mich. 
These signs are designed especially 
for jobber distribution as they have 
a standard list price with any letter- 
ing desired. The letter face is con- 
structed of one continuous sheet of 
unbreakable glass. The letters are 
white with black background. The 
signs have an inter-changeable feat- 
ure allowing for change of adver- 
tising copy. The sign faces are pat- 
ented and the process of making 
them is not revealed. 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER 

















ji 
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FRICTION TAPE 

















Applying Firestone Friction Tape and Firestone RubberTape 
on main feeder from transformers to switchboard. 


High Voltage 
Current Can’t 
Break Through 


Here’s the safest tape made for use on 
high-voltage power lines. Firestone 
Friction Tape in dielectric strength ex- 





‘cels the strictest commercial and govern- 


ment specifications. 


Moreover,its adhesion, tensile strength 
and ageing qualities are far beyond gov- 
ernment standards and the require- 
ments of leading electrical equipment 
manufacturers. 


The special Firestone sulphur-free 
rubber compound with which this Tape 
is frictioned insures an instant, firm hold 
and lasting weather-proof insulation. 


Your customers, whether buying for 
industrial or domestic use want the 
extra safety, and economy of Firestone 
Friction Tape. 


Sold in convenient display cartons. For 
prices and specifications write the Home 
Office at Akron or the nearest Firestone 
Branch. 
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New Electrical Products, Illustrated 


















The “Buffalo 
Breezo” is a 12-in. ex- 
haust fan designed tor 
the home. It is manu- 
factured by the Buf- 
falo Forge Co., Buf- 
falo, N. Y. The fan, 
motor, frame, and 
switch all come assem- 
bled, packed in one 
box. 
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The “Trojan” vacuum washer is 
a product of Hogan-Spencer-Whitley 
Co., Erie Pa. Five vacuum cups are 
so arranged that they move down- 
ward and upward in rapid succes- 
sion, no two cups being in the same 
position at the same time. 





The 
mington, Dela., is making a “Sad- 
dle” full adjustable ground clamp. 
It fits odd sizes or brass pipe with 
same ease as it fits standard pipe. 


Mertz Specialty Co. Wil- 


Strip is of non-corroding bronze, 
remainder of brass. 

















A new smaller size has been added 
to the line of “FLEXCO H. D.” 
belt fasteners. The new size is in- 
tended for use on belts from ¥% to 
7/16 inch thick on both conveyor 
and heavy duty power transmission 
service. It, like the four other mem- 
bers of the series, provides a tight 
joint with a _ great surplus of 
strength. Made by Flexible Steel 
Lacing Co., Chicago. 
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The “Copperweld” ground rod is 
now a product of Hubbard & Co., 
Pittsburgh, Pa. The solid steel cone 
is covered by a molten-welded ex- 
terior thickness of copper which 








permanent  non- rusting 
qualities. It has no fittings being 
of the one-piece type. The ground 
wire connection being copper-to-cop- 
per is permanent. 


provides 








The Moe-Bridges Co., Milwaukee, 
has designed and is now manufac- 
turing the new safety holder for 
commercial installations. It oper- 
ates on the gravity principle, the 
glassware being securely held in 
place by three supporting members 
which lock it from the inside. The 
shell of the holder is _ perfectly 
smooth, being entirely free from 
slots or any clamping devices. 








The Arrow Electric Co., Hart- 
ford, Conn., is making a new tumbler 
type candle socket. It is of one- 
piece design, one screw adjustment, 
and all hickeys have bushings and 
set screws. 











The Superior re- 
frigerator is made 


“White Lily Ace” 
is the name of the 
washer made by the 
H: F. Brammer Mfg. 
Co., Davenport, Ia. 
The washing action is 
furnished by a four 
blade aluminum dash- 
er, 14 in. in diameter. 


by the Superior Re- 
frigeration, Inc, 
Lima and Wapakon- 
eta, O. The refrig- 
erating capacity of 
the machine is the 
equivalent of 500 lbs. 
of ice. A one-cylin- 
der compressor is 
used. 
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DURA WIRE 


MAKES GOOD ON ANY JOB 


On E_cposed Work 


The smooth waxed surface looks neat and trim. 


On Concealed Work 


Its rugged insulation keeps the current on the wire. 


These things make DURAWIRE a good wire to install. 
The surface shows the Contractor that you are giving 
him good material. The inside protects you against 
short-circuits and all the troubles that go with them. 





Why not sell these advantages—they are in every foot 
of— 


DURAWIR 








Tubular Woven Fabric Co. 


Pawtucket, R. I. MaKe it a Durable Job. Sell all the 
DURABILT Products 
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James H. Betts Organizes New 
Manufacturing Business 
James H. Betts, formerly of the 
Betts & Betts Corporation, has an- 
nounced the 


formation of a new 
manufacturing business under the 
name James H. Betts, Inc. Mr. 


Betts iss president of the new con- 





James H. Betts 


cern. Randolph M. Mann, formerly 
of the Federal Electric Co., the Gen- 
eral Electric Co. and the New York 
Kdison Co. is vice-president. Farron 
S. Betts is the 
The company has been capitalized at 
$100,000, all paid in. 

Thermostatic flashers, socket flash- 


secretary-treasurer. 


ers for window displays, flashing 
plugs, motor flashers, color caps, and 
bell ringers are some of the devices 
that will’ be made by the new con- 
cern. All of the products contain 
new and interesting features, which 
should make them readily salable. 

The plant is located in the old De- 
Forest building on Sedgwick Ave., 
bordering on the Harlem River, near 
Highbridge, New York City. A 
unique feature of the new plant is a 
Spanish roof garden and restaurant 
facilities.for supplying meals for the 
officers; office force and factory em- 
ployes. — 

2. * 


Scott Handles Fralick Radio 
Sales 

Homer V. Scott, formerly’ district 

for the Splitdorf 

Electrical Co., Chicago, has joined 

the selling force of S. R. Fralick & 


Co., Chicago, having charge of radio 


sales supervisor 


sales. 


Jefferson Glass on Fifth Ave. 

At 200 Fifth Ave., New York, is 
an unusually attractive display room 
devoted wholly to lamp glassware and 
lamps. It has recently been fitted up 
by the Jefferson Glass Co., of Follans- 
bee, W. Va., and in it jobbers and 
dealers will find the company’s com- 
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Jobber Boys Now With Manu- 
facturers 

Jules (Dutch) Hensgen, one of the 
old favorites in St. Louis and the 
southwest, is now firmly established 
as St. Louis representative of the 
United States Rubber Co., wire de- 
partment. Dutch was hopping Com- 








This Attractive Show Room on Fifth Avenue Is a Meeting Place for 
Jefferson Buyers 


plete line of illuminating glassware as 
shown in the new catalog. There is 
also a complete sample line of deco- 
rative table and boudoir lamps and 
torchiers. 

The place is always open and the 
visitor is greeted by the smiling faces 
of Don Cathcart, Bob Gunther (for- 
merly with the Miller Co.,) and Miss 


Olsen. 
* * * 


More Time for McGraw 
Awards 
The closing dates for the filing of 
for the James H. McGraw 
Awards for electrical men have been 


entries 


extended to provide a little more time 
in which contestants may present their 
September 1 had been 
the. time set for the closing of the 


suggestions, 
contests for each award. To provide 
more opportunity for the discussion 
of the awards and the presentation of 
entries the closing date has been ad- 
vanced to October 1 in the case of the 
manufacturer's and jobber’s medals 
and the medal for co-operation. The 
closing date for the contractor-deal- 
er’s medal will be September 15, just 
in time so that the presentation of this 
award may be made at the convention 
of the Association of Electragists, In- 
ternational at West Baden Springs, 
Ind., on September 24. 


mercial’s counter when “‘Cholly” Pat- 
terson was in politics, 

Ray L. Casey, formerly Missouri 
man for Manhattan, is now repre- 
senting Pass & Seymour in the St. 
Louis territory. Ray came from the 
ranks like all the good ones. Back 
in 1910 he and Duke Smith were the 
two dirtiest guys in the Western 
Electric stockroom, 


Jules W. Beneke (not named after 
Hensgen), is another old jobber’s 
man to take on the manufacturer's 
game. He represents the Martin- 
Copeland Co. Years ago, on Wesco’s 
baseball team, he struck out 15 men 
and won the nickname ‘‘Fan-’em-all”’ 
Beneke. 


* * * 


Mohawk Completes Selling 


Arrangement 


Announcement is made by the Mo- 
hawk Electric Corp., Chicago, that it 
has recently completed arrangements 
with the Zinke Co., Chicago, to +'ll 
the entire line of Mohawk Products. 
The Zinke Co., which has been estb- 
lished for 20 years will maintain ‘ts 
policy of selling through the jobbet 
Mohawk receiving sets and Mohawk 
parts. 
is planned for the sale of the Mohawk 
one dial receiving sets. 


An extensive selling campaign 
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Who uses the 
EMF ELECTRICAL YEAR BOOK 











The EMF 
Electrical Year 
Bock Contains 


Over 3,100 practical defi- 
nitions of electrical prod- 
ucts. 


Over 51,000 listings of 
manufacturers under the 
products they make. 


Over 7,700 company 
entries. 


Over 6,800 electrical 
trade names. 


A Geographic Section 
for locating nearest source 
of supply of any electrical 
product. 


All alphabetically ar- 
ranged—as easy to use as 
a telephone directory. 


Condensed catalog ex- 
hibits of prominent manu- 
facturers. 
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and how they use it 


Warner Sayers, Director of Sales, 
F. D. Lawrence Electric Co., Cincinnati, O. 


“T am not exaggerating when I 
say the EMF ELECTRICAL 
YEAR BOOK is used here every- 
day. It is the outstanding book 
in our files and the one which 
shows the greatest usage.”— 
Warner Sayers. 


Many jobbers, the F. D. 
Lawrence Co. included, have 
made themselves known as the 
headquarters for electrical infor- 
mation through their dependence 
on the EMF. 


In this day of strenuous com- 
petition, service is a vital factor, 
and there is no more important 
angle of jobber service than 
being able to supply what the 
customer demands—whether that 
be products or information. 


If you are not availing yourself 
of the information contained in 
the EMF, start now. Profit by 
the experiences of Mr. Sayers and 
over 600 other jobbers. 


If you have a copy of the EMF use it; 
if not, get in touch with us. 


ELECTRICAL [RADE PuBLisHING Co. 


Also Publishers of The Jobbers Salesman 
53 WEST JACKSON BLVD. CHICAGO 


Whatever you want zo know-if its electrical-look in the EMF 
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Are Well Known 


They need no introduction to the 
theatre and auditorium field. That’s 
why you and every other jobber’s 
salesman can sell complete in- 
stallations of Aislelites to motion 
picture theatres and auditoriums 
in your territory. Furthermore, 
the field is unlimited. 


Aislelites are used almost everywhere to 
light the aisles of motion picture theatres 
with a diffused light that eliminates over- 
head and sidelights and makes going in 
and out of theatres safe and quick. 

Every architect and electrical contractor in 
your territory will buy or specify Aisle- 
lites if he knows all the excellent fea- 
tures. You tell them and you'll sell therr 
Aislelites. 


EXHIBITORS SUPPLY: 
COMPANY 


825 S. Wabash Ave., Chicago, Il. 
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| New Westinghouse Catalog | 


| 


The Westinghouse Electric and 


| Manufacturing Co., is distributing its | 


new 1925-27 catalog of electrical sup- | 


| 


| 


plies. 
plete representation of the apparatus 
manufactured by the company, or ob- 
tainable through its district offices or 


The catalog embodies a com- | 


agent jobbers, and gives detailed in- | 


formation on electrical supplies. 
The publication, which contains 
1200 pages, is profusely illustrated 


_with 4500 engravings, lists all new 


| 


| 





apparatus designed and manufactured 
in the past two years, as well as all 
the previous established types. 

Four indexes for the convenience 
of the user have been included in the 
catalog. A very complete subject 
index in the front of the book is 
printed on blue paper so that it can 
be quickly located, and a style num- 
ber index for checking invoices is lo- 
cated in the back of the book. A classi- 
fied index under such classifications 
as central stations, electric railways. 
industrial plants, mines, etc., gives a 
complete list of apparatus applicable 
to each of these groups of industries, 
and the thumb index enables the user 
to locate any section of the catalog. 

* * * 
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Steelduct 


Steelduct electro galvanized conduit 
has an exceptionally clean and smooth 
surface both inside and out. It is noted 
for its lasting qualities. 


Steelduct enameled conduit is dis- 
tinguished by its tough black enamel. 


Both types of Steelduct rigid steel con- 
duit appeal to particular architects, 
contractors and engineers, Every length 
of enameled conduit is fitted with a 
thread protector of an improved type. 


Jobbers and their salesmen will find 
Steelduct easy to sell. Get in touch with 
us regarding our jobber’s proposition. 


The Steelduct Company 


YOUNGSTOWN 


OHIO 










Norfolk 


| 

| 

| On page 101 of the July issue, cuts 
were shown of the “Norco” push but- 
ton plate made of glass. The Switch 
Plate Corp., 1819 Broadway, New 
York, was said to be the manufac- 
turer. It is now pointed out to us by 
the Switch Plate Corp., Norfolk, Va., 
that it is the manufacturer of this de- 


vice and not the New York concern 





above referred to. 
+ aes 


| Dreyfuss Secures Additional 
Territory 

Jules J. Dreyfuss, the popular dis- 
trict manager of Henry Hyman & 
Co., and U. S. Elec. Mfg. Co., whose 
headquarters are in Chicago, has been 
given additional territory. Under his 
supervision, the Chicago district of- 
fice will have charge of the states of 
'Tennessee, Arkansas, Oklahoma, 
/Texas and Louisiana. These states 
| will be traveled by Paul J. Stern who 
|has just joined the Chicago office and 
who will make his headquarters in 
Dallas, Tex. 
| Mr. Dreyfuss is glad to get this 
additional territory, not having had 
the opportunity to work in this terri- 
torv for the past seven vears. 
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SELL ’EM 


“SLIPKNOT” 
FRICTION TAPE 


“Slipknot” Tape has so many out- 
standing advantages that it sells itself 
and it’s marketed through jobbers 
only. 


You have our protection and we so- 
licit your cooperation. 


“Slipknot” cannot dry out and it 
meets the highest electrical specifica- 
tions. Made in one, two, four and 
eight ounce rolls in attractive orange 
and blue containers. 


Sell ’em “Slipknot”. 


Plymouth Rubber Co. Inc. 


Canton, Mass. 

















“A GOOD 
BUY 


A majority of the job- 
salesmen of this 


THE 


bers’ 


country consider 


JOBBER’S SALESMAN the . 


best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 
little ironman! Subscribe 
today and _ recommend 
THE JOBBER’S SALESMAN 


to your friends. 
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OUPLINGS and 

elbows, enameled 
and galvanized, and 
the patented Thread 
Protected Enameled 
Conduit — there are 
quick sales, steady 
sales for you in 
Pittsburgh Standard 
Rigid Conduits. 


Enameled Metals Co. 


PITTSBURGH, PA. 




















AW ORICATED 





(Enamelled) 





} 
, 


(Electro-Galvanized) 


CONDUIT 


“Time has proved their 


worth.” 


They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 














‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 














Left to right—A. E. Herzberg, manager 
of transformer sales and L. L. Goding. 
manager of fan seles, Wagner Electric | 
Corp., St. Louis, Mo., at the Hot Springs 
convention of the E.S J. A. 





Dorian Assists Eckhardt 

Music Master Corp., Philadelphia, 
has announced the sppointment of 
Frank Dorian as assistant to President | 
Walter L. Eckhardt. Mr. Dorian | 
joined the Music Master Corp. Jan- 
uary 1, 1923, and was sent to the} 
Pittsburgh headquarters, from which | 
office he has been transfered to Phil- | 
adelphia. 

He brought to Music Master a val- 
uable experience gained in more than 
30 years of activity in the talking | 
machine industry. For several years | 
he served in an executive capacity 
with the Columbia Phonograph Co., 
where he came in close contact with | 
President Eckhardt during the latter’s | 
long association with talking machine | 
interests, and became thoroughly fa- | 
miliar with the Eckhardt policies. | 

* * *# 


Wood & Lane Open Branch | 


. . | 
In order to give better service to | 


|its customers in western Missouri, 


Kansas, Iowa and Nebraska the Wood 


i& Lane Co., St. Louis, Mo., has 


opened a Kansas City branch at 3732 
Wyoming St., telephone Hyde Park | 
9750. | 

The branch will be in charge of | 
Otto E. Heilman who has been eid 
nected with the St. Louis office sa 


many vears, 





A Silent Partner 


“CENTRAL” 
Rigid Steel 
CONDUIT 


UPPORTS the “Central” 

jobber’s salesman—pro- 
vides the reason why “Cen- 
tral Black” and “Central 
White” help make sales. Per- 
formance talks louder than 
words—and every installation 
of “Central” Conduit by de- 
pendable service on the job is 
telling, selling “Central” 
quality and economy. 


“Central Black” 


—Enameled Rigid Steel Conduit 


“Central White” 


~—-Galvanized Rigid Steel Conduit 


Central Tube Company 


PITTSBURGH 











BlueBell 


Bell Ringing 
Transformer 






Salesmen— 
Here are 5 points to remember when selling 
the BlueBell: 

1. Guaranteed by the manufacturer. 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


$5. May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS, MO. 
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SATISFACTION 
IN EVERY | 
POWERLET SALE 


Powerlet Switch- 
box Series are 
made in deep and 
shallow, in single 
and two gang for 
mounting all 
makes of push 
button switch and 
rectangular _ base 
receptacles. 
Twenty different 
types for % and 
% inch conduit. 
Large wire cham- 
bers. 











4 
° 

n 
ico} 


The conduit hubs 
are an_ integral 
part of the body, 
so that rigidity 
and alignment are 


assured. 





Write for our 
k.ndy pocket size 
catalog on Power- 





lets. There you | 
will find all the 
selling points of 

this well known 4071 

line. Cover 


MULTI ELECTRICAL MANUFACTURING CO. 


1848 W. 14th St. CHICAGO, ILL. 








For SERVICE and DEPENDABILITY 


TECCO Wiring Devices 


CONSULT AGENCIES 
A. 8S. DE VEAU 
53 Park Place 
New York, N. Y. 


S. H. STOVER & CO. 
Century Bldg. 
Pittsburgh, Pa. 


E. R. BRYANT 
Congress St. 
Boston, Mass. 


W. A. LEISER & CO, 
1607 Sansom St. 
Philadelphia, Pa. 

POPKIN BROS. 
Madison Theatre Bldg. 


Wea e D CO. 
A. I. CLIFFOR Detroit, Mich. 


Odd Fellow’s Bidg. 
Indianapolis, Ind. 





J. P. LANE, 
Chemical Bldg. 
SAGE & HEARL 
208 N. Canal St. St. Lauls, Mo. 
Chicago, Ill. ELECTRICAL SPECIAL- | | 
TY CO. | 
J. F. MEYN San Francisco, Cal. 


406 Mutual Bldg. Los Angeles, Cal. 
Kansas City, Mo. Seattle. Wash. 


Trenton Electric & Conduit Co., Inc. 
Trenton, New Jersey 











Every Business 


of oonsequnnss gaan to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 

Send for 
tab of speci- 
mens, detach 
them one by 








SALESMAN OF 


Edison Holds Sales Conference | 


value of light, 





one and ob- 
serve their 
sharp edges 
and genera) 
excellence, 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


8. 
oy ecnaiee aan Gale. CHICAGO 











THE 


The junior sales conference held at 
the Edison Lighting Institute, Har- 
rison, N. J., from July 20 to 25 was 
attended by representatives from 
about 30 wholesale and central station 
companies, and 20 representatives 
from various divisions of the General 
Electric Co. The woman’s confer- 
held from July 27 to 31, was 
attended by 30 representatives from 
various central station companies. 

Lectures were given by lighting 
engineers and merchandising  spe- 
cialists of the Edison Lamp Works on 
the fundamentals of _ illumination, 
store and window lighting, the sales 
industrial lighting, 
street lighting, home lighting, and the 
development of the Tungsten lamp. 

The lectures were accompanied by 
correct 
demonstration 


ence, 


demonstrations of 
given in the various 
rooms of the Institute. 

* * * 


Latest Trade Literature 

Dayton Fan & Motor Co., Dayton, 
O.—Air Telephone Directory and In- 
struction Book incorporating the lat- 
est changes and additions in broad- 
casting stations. The book will be 
kept up to date and changed in ac- 
cordance with the information re- 
ceived monthly from the Government. 

General Electric Co., Schenectady, 
N. Y.—Bulletin G.E.A.-66,. “Plan- 
ning and Judging Street Lighting,” 
outlines plans for different types of 
street lighting installations. It offers 
recommendations for the proper in- 
illumination for different 
and considers the 
in judging the 


tensity of 
classes of streets, 
different factors used 














C. F. Kamp, Pennsylvania, New Jersey, 
Delaware, Maryland, Virginia, and West 
Virginia representative of the Jefferson 
Glass Co., lives at Hlackettstown, N. J. 
We might say he “Kamps” in a lot of 
states, but that would be a pun and puns 
are terrible. 


JOBBER IS THE MOST IMPORTANT MAN 


IN THE INDUSTRY. 











“A Manufacturer’s Agent with a Policy” 


Wm. Timanus McDowell, 
50 Church Street, New York, N. Y. 


Telephones Cort'andt 2267 and 2855. 


Agent for:— 
Bremer Elec. Mfg. Co. 
Toggle & Push Switches. 
Federal Steel Products Co. 
Safet oes 
Merwin Mig. 
Pipe Siveec” 
Titchener Iron Works. 
BX Staples that Fit. 
Paragon Insulating Co. 
Soldering Paste 
Cpe Wood Corp. 
Loud Speakers 
Armstrong & White. 
Cutouts, Receptacles, etc. 


EVERYTHING IN KNOBS, TUBES AND 
CLEATS. 








lighting | 





GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 











YAGER’S 


Soldering 


Salts _ Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 
ALEX. R. BENSON CO., Inc 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 
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MITCHELL MOULDING CO. 


FOREST PARK - - ILL. 





Manufacturers of pole or ground 


wire moulding, tree and _ other 


mouldings used in electric wiring. 


Write for list of styles and prices. 








PUT — brie ON THE SURFACE WITH 
@ 


JIREMOLD 


YY THE WIREMAN’S FRIEND 


















PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 

























Wrigley for Quality 


STEEL TOGGLE BOLT 
nt 


HOOD RIVETED ON 


Wrigley Toggle Bolts 


Made of heavier gauge steel. 
Can be put through smaller holes 
han average toggle bolt. 


First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Ohicago, IH. 
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bulletin is illustrated with numerous 


stallations. 


| Elkhart Rubber Works, Elkhart, 
| Ind.—A four-page pamphlet describ- 
ing in detail 





| Security Electric Mfg. Co., 
|Canton St., Chicago.—New two-color 
\ ratalog coveiinn “security” 
‘appliances. Several items have been 
included, recently added to the line. 


* * * 


worth of a street lighting system. The | 


OF THE JOBBER IS THE’ MOST 


photographs of typical lighting in- 


“Hydro-Proof” tape. It) 


|is written to interest central stations. | 


2635 | 


heating | 


_ See the West Baden Exhibits | 


Considerable interest is being man- 
ifested in the forthcoming exhibit of 
manufacturers at the annual conven- 
tion of the Association of Electragists, 
International, at West Baden, Ind., 
| Sept. 23 to 25. 

A committee of 
under the 
Campbell, 


manufacturers, 
chairmanship of W. G. 
of the Central Tube Co., 
Pittsburgh, is endeavoring to make the 
exhibit representative from the stand- 





the same time insure each exhibit 


point of number of exhibits and at) 


| being of genuine interest to the at-| 


|tending delegates. 


Definite periods have been set aside 
each day for inspection of the displays 
|at which time representatives of the 
manufacturers exhibiting are expected 
to be in attendance at their booths. 


of the exhibition 
in addition to Mr. Camp- 
bell are: D. R. G. of the 
AA Wire Co., Fred B. 
Adam, of the 
Co., St. Louis; 
the General Electric Co., 
and Samuel A. Chase, of the 
| inghouse Electric & Mfg. Co., 
| field. 


Other members 
committee, 
Palmer, 


New York; 


* x * 


Cushing Makes Change 

L. G. with | 
Sparrow & Cushing, Chicago, has or-| 
ganized the L. G. Cushing Co., 9 S 
Clinton St., Chicago. This company | 
as manufacturers’ representatives will | 
|represent manufacturers of radio and 
electrical products, 


Cushing, formerly 


One or two more | 
|lines would be considered . | 

Mr. Cushing was connected with | 
ithe Connecticut Electric Mfg Co., | 
Bridgeport, Conn., 
of which were 


for 12 years, eight | 


coast. 
|manager of the Chicago branch. 


Frank Adam Electric | 

J. O. Weatherbie of | 
Bridgeport, | 
West- | 
Mans- | 


spent on the Pacific) . 
The balance of the time he was | ’ 


IMPORTANT MAN IN THE INDUSTRY.’ 





Radio Products 


Audio Transformers 
Voltmeters 
A. C. Tube Step-Down 


Transformers 


A. C. Tube Audio 


Transformers 


DONGAN ELECTRIC MFG. CO. 
2993 Franklin Street Detroit, Mich. 


“Transformers of Merit for 15 Years’’ 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 











cf Xe Galvanized 

_ Pipe 
and 

> Conduit 

= Straps 


f MERWIN 


MFG. CO. 


ERIE, PA. 
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NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


a 
SS a). 


BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashIn On BELL Foles 


SEND FOR ovabbaae T CONTAINING 


S>= 
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Hooking up with advertising 


increased sales materially, 
says Althotf-Howard 


THE Althoff-Howard Electric Company, of 
Evansville, Indiana, has been handling Ever- 
eady Flashlights and Eveready Columbia 
Dry Cells for quite some time with much 
success. 


‘“We have enjoyed very good business on these 
products right along,” says Mr. Althoff, “but 
the minute we began to tie in 
with your advertising by dis- 
playing the lines in our win- 
dows and prominently in our 
store, our sales increased 
very materially. 


broadcast through stations 


WEAF New York WGR 
WJAR Providence 
WEE! Boston 

wri 


EVEREADY HOUR EVERY TUESDAY at 8 P.M. 
(Eastern Standard Time) 


For real radio enjoyment, tune 


Buffalo 
WCAE Pittsburgh wcco | lis New York 
Philadelphia WSAI Cincinnati WOC 


“The new ribbon-black flashlights with the 
lock-switch we consider the last word in quality. 
Once sold, they stay sold, bringing customers 
back for renewal batteries, which is a very 
attractive end of the business.”’ 


What success have your dealers had in sell- 
ing Eveready Flashlights? Get them to tell 
you or us and send along a 
snapshot if possible. 

Manufactured and guaranteed by 
NATIONAL CARBON Co., Inc. 
San Francisco 


Atlanta Chicago Dallas Kansas City 
Canadian National Carbon Co., Ltd., Toronto, Ontario 


in the ‘‘Eveready Group,”’ 


WwW Detroit 


Davenport 


EVEREADY 


FLASH LIGHTS 
iy BATTERIES 


last longer 








GOOD ‘NEWS! 
“BULL DOG” Adds Another 


“Sure Seller” to its Line. 


2 
BurtiDoc 


AF) 


{FUSE CENTERS } 


What They Are—What They Do 
And Why Everybody Wants Them 


No longer need cut-outs or fuses be 
located in dark cellars or inaccessible 
closets. No longer need a person 
bump into posts, burn his fingers or 
cause fires with flicked matches while 
trying to locate cut-outs to replace 
fuses. Bull Dog Safety Fusenters do 
away with all these inconveniences and 
dangers. Because of their small size, 


luminized finish and ornamental char- 
acter, they can be placed in any room, 
hall or stairway of the home or build- 
ing—a location where it is perfectly 
safe and convenient for anyone to 
change fuses; and they cost much less 
than the old-time cut-out boxes and 
panel boards. Listed as Standard by 
Underwriters’ Laboratories. 


What “Bull Dog” Is Doing To Help You Sell Bull Dog Fusenters 


We are advertising Bull Dog Safety 
Fusenters nationally. We are adver- 
tising them to architects and to the 
trade. We are making a special intro- 
ductory offer to electrical contractors 


through you. Bull Dog Safety Fusen- 
ters are so thoroughly covered by 
patent applications, registrations and 
trademarks that dealersand contractors 
are insured against spurious products. 


All Jobbers should write for full particulars of what we are 
doing to make Bull Dog Safety Fusenters the greatest seller in 
the field of electrical equipment. 


SAFE TO 
CHANGESFU 


MUTUAL ELECTRIC 


AND MACHINE COMPANY 








DETROIT 
MICHIGAN, U. S. A. 

















